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SUBSISTENCE 


To date there have been approved more than thirty 
projects for establishing demonstration “subsistence home- 
steads,” involving a total outlay of about $10,000,000, 
with development now in varying stages. The Subsistence 
Homesteads Division of the Department of the Interior is 
organized in accordance with Section 208 of the National 


HOMESTEADS 


ganized, on a non-profit basis, to construct and supervise 
the homesteads. A loan is made to that corporation, 
which in turn finances the settlement of the individual 
homesteaders on a long-term loan basis. It is expected 
that in many cases homesteaders will earn a cash income 
by working in factories, stores, offices, or other enterprises 





M. L. Wilson, director of Division of Subsistence Homesteads, 


Industrial Recovery Act to aid in the establishment of 
subsistence homesteads and to help in the “redistribution 
of the overbalance of population in industrial centers.” 
The sum of $25,000,000, as a revolving loan fund, was 
provided for this purpose. The Subsistence Homesteads 
Division is not an emergency relief agency, but is or- 
ganized to aid in long-term economic readjustments. Sub 
sistence homesteads will, for the most part, consist of 
small plots of land on which persons employed in indus- 
tries, trades, or other occupations may own their homes 
and raise a portion of their food supply to supplement 
their cash income. When a plan for a subsistence home- 
stead community is approved, a local corporation is or- 


Department of Interior, explaining model of a subsistence farm 


already established in the neighborhoods. In other in- 
stances, new industries or handicraft trades will be en- 
couraged to provide homesteaders a cash income. The 
sum of $25,000,000 is not adequate to undertake a whole- 
sale movement of this type but, according to M. L. Wil- 
son, director of the Division of Subsistence Homesteads, 
it will, through demonstration projects, provide a testing 
ground in this new field, in addition to helping some 
10,000 to 12,000 or more families make a start in this 
way of living, combining community life with rural life, 
thus freeing them from entire dependence on either 
industry or agriculture, while developing an interdepend- 
ence on both. No loans are made direct to individuals. 
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i% Dependable Quality — Prompt Service 
cs That's what you are assured when you order Clover Valley 
ry California White Pine lumber. You will like the fine quality, 


Songer 


straight grain and soft texture of our lumber—produced 


from mature timber on the most modern equipment. 
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YARD STOCK; SHED STOCK; 
SHOP and CLEAR; BOX SHOOK. 


CLOVER VALLEY LUMBER COMPANY, Sf8i““5 Loyalton, Calif. 
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Go after screen, screen door and combination door 
business in your community this year with the well known 
and time-tested Continental line. Put a display in your 
window featuring the perfect screen installation—the Con- 





tinental full length screen—tight fitting, mosquito-proof. 


Order from your jobber now 


CONTINENTAL SCREEN COMPANY 
DETROIT, MICHIGAN 
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more like a fine exclusive club in its atmos- 
phere of comfort and luxury. Finest location 
in the heart of the downtown business district. 
aman draft kilns, 


Moore System at 
& Lumber Co., 






attery of old-type 
pave nn Ta to the 






m 
Cherry River reeed. Ww. Va. 


ee. 
lity of 
i and get better qua 
} ZE Id dry kilns and ¢@ “ 
Mopernize your 0 y kilns and 9” emeeet. 
zer C ity and qu ; n - 
seasoned lumber, larger ym «ae emenitiile Crose-Cireulation | 
hb i ing test. ver | 
ved by every kiln drying test —— — 


H ! 
But don’t experiment. 


. € 7 ro ' 
Jan System has been p 
tan modern kilns are now 








ful operation. 


Kansas Citys newest and Missouri's 


1 success 





























dh vengphvocngyn ees e species of hardwood and softwood, in- tallest hotel offers you many exclusive IN-Yo vA 2 

cluding green oak cooperage. . of these actual installations - features including a Spacious swim- Tey hele): 

You have only to MS x sauem also complete informa- ming pool and modern Turkish Baths 

ena nef e system. Gladls furnished. with graduate Masseurs. Finest food in ROOMS | 

tion on the Moore >} ANY the Green Room, the Cafeteria and Coffee Ane 7-48 o| 

MoorEDRYKILNCOMP Shops... Modern Garage adjoins hotel. 4 Rye | 
World’s Largest Manufacturers of Dry Kilns and rie re ai R.EMARSH ee . Manager FROM * 1 

ex mp2 20" es KANSAS CITY MISSOURI MEE 

THAN HALF A CENTURY ; 












{ AMERICAN LUMBER MAN, Published by The American Lumberman—Established 1873—Office of Publication 431 South Dearborn 
Street, Chicago, Ill. Entered as second-class matter March 25, 1932, at the Post Office at Chicago, Illinois, under the Act of March 3, 1879. 


COPYRIGHT 1934 BY AMERICAN LUMBERMAN 























SBI WESTERN [UABERSAN 1873, 





American fiunb 


THE TIMBeByAN 


CGANT, 189992 1, 1899, 








WHOLE NUMBER 3016 





CHICAGO, MARCH 3, 1934 


YEARLY SUBSCRIPTION $3 





Where You Will Find It in This Issue 


Editorial 
The Home Is the Keystone of Re- 
SE cu eruecscenices teat wees. 


He Wrote His Congressman....... 


Query ARE COMO. 66 ccc cccvcns 2 


Associations’ 
ties 


Plans and  Activi- 
EO en Ar reer TAR 42, 44 


Ohio Association of Retail Lumber 
De oe a gamete pee 44 


Of Special Interest 


Lumber Code Authority......25, 











News of the Codes 


48-49 


Approved Definitions of Wholesal- 
ers and Wholesale Trade....... 25 


Products Which the Retail Lumber 





Code Re Oe ee ieee ta tetare tates oa 
Market Review, Lumber........... Ret 4 . vaso beg as 
{ cant Sctinias Healthy Hens and Happy Chicks.16-17 poset eran ye ee 46 
SSOCI1a on LZ Cc 101 ues : . , : * a é&é¢6¢06006 066 89 66266009086 6:8 
* Opens New Retail Store........... 24 Modifies Builders’ Supply “Mode” 
Coming Conventions ............. Approve Definitions of Wholesalers for Test Period................. 47 
Northern Indiana & Southern and Wholesale Trade........... 25 Industry Plans Conservation Pro-’ 
Michigan Retail Lumber Dealers’ Industry Plans Conservation Pro- STAM «- ee ee ee ee eee reece eee eeees 48 
RIED ain sianedeete rer esw es I ica ca vio ored a ee oe pinta wae Ok 48 Commission Salesmen Plan Code 
Wisconsin Retail Lumbermen’s Short 1,125.000 Homes............ 56 SHRP wos seccecescvsescserrees. ad 
NE oc 5 Sib crore elo enatere's 26-28 / . - . 
epteeeuaen Bockings Practically Equal Cut.... 56 
National Association of Commis- Departments 
sion Lumber Salesmen.......... ‘ 2 R an 
North Dakcta Retail Lumbermen’s News of the Lumber World ee ee plait alae ” 
Sn ee oe Car TORGINGS 600s ccccccccccccsee SS 
Western Retail Lumbermen’s Asso- Baltimore, Md. ..............+-... 59 Fifty Years Ago................-- 21 
CE is ee. Van ewes bee DvMmIeINM, Ale. «ovis ie sec cee. 58 How to Estimate Millwork......53-55 
Kentucky Retail Lumbermen’s As- I oie ois a tread a edie 60 PI ho kc was hr trees sw sneenn 51 
DEE Sconce ennceraten cnn ae —— nn 60 Sos. i wacuwc cba 50-51, 57 
— Lumber Merchants’ eee - Meneses Clty, Ma ...ssscccscvess 58 I I oe 6. kee cco ta wien 65-67 
Seer aU Pee PSEA ET SS LE ATES Ken - Metin eon 59 New England Trade News......... 60 
Ontario Retail Lumber Dealers’ ey eee Xe ee ER EAE SANE " ( 
ie ‘ , : _ BN BN os iccors oe biere banwlneem 50 
pA ah ier aeieee awry po 58 . : 
oo & Buildi s 1 Norfolk, V 60 I niece ce cb kckscawkee een 67, 70 
irginia Lumber uilding Supply IS ag. Sia ie ts agin I 
estont? premio cra oe “6 a we ‘ Poet, The Lumberman............ 52 
: ere eee PURTARE, OPO. «2. +. one reseseress 58 Production Statistics .......... 45, 56 
Southern Pine Association........ P ee _ 
San Pramcioes, Calif. .......2...2. 58 Realm of the Retailer........... 18-20 
Iowa Association of Lumber & Ma- Seattic. Wasi ‘i , 
terial Dealers SEEDS Gril Sas regs eee nea e, ASN. ce eee eee eee eee eens 58 Retailers’ Round Table TerLer ens 22-24 
Northern Hemlock & Hardwood TI: | RIES 9: Wf oe wits psa ctitacnso as 58 TE SE cr ivtbeebecnvewese Kes 22 
Manufacturers’ Association ...40-42 WENO, GS ko 8s HSE iceaen 59 Vawd, WHE B Dee ove cceviceccs 62-63 
Of Special Interest to Retailers: Pages 14-20, 22-24, 53-55 
INDEX TO ADVERTISERS PAGES 74-75 
Se ree tae eee ts OFFICES: 
TERMS OF ANNUAL SUBSCRIPTION, IN ITS SIXT Y-F IRST Y EAR —" mae — 
POSTAGE PAID: Eighth Floor, Manhattan Building 
431 South Dearborn St. 
In the United States and Mexico, $3; Canada, $4; * CHICAGO, ILLINOIS, c. & A. 
in the United Kingdom and All Other Countries | umberman , . 
in the Universal Postal Union, $6. = Cable Address, ‘‘Lumberman, Chicago.” 
— 


Orders to discontinue should be accompanied by 
Payment to date. In requesting change in address, 
please give old as well as new address. 


Single copies, 25 cents. Copies of issues prior to 
current year will be supplied when possible at a 
uniform price of $1 each. 











Published Every Other Week by 
THE AMERICAN LUMBERMAN 


W. DEFEBAUGH, 
President. 


E. C. HOLE, 
Secretary and Manager. 








Entered as Second Class Matter March 28, 1932, 
at the Post Office at Chicago, Illinois, 
Under the Act of March 3, 1879. 


Copy for new advertisements should be in this 
office not later than fifteen days before date of 
insertion. 








MEMBER AUDIT BUREAU OF CIRCULATIONS 

















14 





AMERICAN LUMBERMAN 


THE HOME 


Is the Keystone of Recovery 





Whether From Sentiment You Emphasize 
Relief From Unemployment, or the 
Comforts and Happiness of Ownership 








Let’s be sentimental: The home is the keystone 
of American life. 

Let’s also be hard-boiled: The home is the key- 
stone of American business recovery. 

Why? There are several reasons, some of 
which are overlooked by those who “interpret 
America” in terms of new formulas. 

Of course the recent emergency had to be met 
by unusual measures, since it was an unusual 
emergency. 

Of course the people approved the great objec- 
tive of preventing starvation and lesser suffer- 
ing; and for this reason they accepted without 
protest certain measures which did not square 
with their ingrained ideas of thrift. 

But they accepted these measures as emer- 
gency tools; and they are hoping that temporary 
expedients will not become permanent policies. 

Most middle-class Americans, those people who 
seldom appear on the front pages of newspapers 
but whose strength and stability make up the 
credit of the United States, have certain ideas 
about national economic security; and these ideas 
yd vagy based upon unlimited spending of public 
funds. 

They are willing that the public credit should 
be used; but they hope it may be used not only 
for the immediate purpose of supplying wages 
to the needy but also for the long-range purpose 
of creating permanent national wealth. 

As they see it, unlimited public spending that 
is not balanced by a corresponding creation of 
wealth involves two collateral results which will 
put the central purpose of the Recovery in 
danger. 

In the first place, unlimited spending for proj- 
ects that are not self-liquidating means unlimited 
taxation; and such taxation puts an intolerable 
burden upon thrift and finally destroys taxing 
power by destroying that upon which taxes must 
be levied. 

In the second place, when one man spends an- 
other’s money, as a public official spends money 
raised by tax levies, it does not pain him exces- 
sively if he fails to get value received; and this 
means uncompensated waste. 

The middle-class American, trained in thrift, 
does not believe that waste makes prosperity; and 
so he prefers that Recovery money should be 
spent by those who have a large personal stake 
in getting value received. 

He remembers hearing his father make some 


- such statement as this: “You can’t borrow your- 


self rich”; and so he regards a loan as a tool and 
not as.a gift. 


When he borrows money he thinks it more im- 
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portant to satisfy himself that the project will 
repay the loan with a suitable profit left over 
than to satisfy the lender that the latter’s part 
in the venture is secure. 

We return to our opening statements; that the 
home is the keystone both of American life and 
of American business recovery. 

The home is the keystone of American life be- 
cause for generations the middle-class American 
has found in his home not only the comfort and 
happiness and satisfaction of which the senti- 
mentalists speak, but also an economic security 
which the depression has painted in strong colors. 

The home is the keystone of American business 
recovery because the owner is ready and anxious 
at the earliest possible moment to protect, repair 
and improve it; and because the would-be owner 
is equally ready at the earliest possible moment 
to place himself in the pathway of satisfaction 
and security by purchasing or building the home 
of his dreams. 

The home owner is willing to sacrifice for his 
home; and in non-sentimental terms this means 
that he adds hours of hard and careful labor and 
thought to his investment of money, that he puts 
first things first, that he anticipates and prevents 
waste and that he makes every dollar yield full 
value in creating permanent wealth. 

The American middle class of actual and 
would-be home owners believes that the building, 
remodeling and repairing of houses will put 
money to work in the most efficient way to pro- 
mote Recovery; that it will supply labor to a 
larger percentage of workmen in necessary and 
productive fields than will any other project; that 
it will create permanent wealth greater than the 
amount of money invested; and that it will yield 
large returns in solid citizenship. 

So the middle-class of home owners is suggest- 
ing that the American home be placed in the 
focus of Recovery thought by public officials, as 
it has already been placed in the focus of sacrifi- 
cial efforts and affections by uncounted thou- 
sands of owners. 

Federal money, loaned to the middle-class home 
owner, will be repaid; it will be expended under 
his careful eye; it will produce more in economic 
security and lasting return by. many times over 
than will haphazard and improvised projects 
which are not self-liquidating and which at best 
create only -a temporary payroll; and, last but 
not least, it will give an impetus to the sound old 
policies of self-directed thrift which made his- 
toric America great. 

Let’s be sentimental and hard-boiled: The 
home is the keystone of the Recovery arch. 
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AMERICAN LUMBERMAN 


He Wrote His Congressman 


HON. JOHN W. BOEHNE, 
House of Representatives, 
Washington, D. C. 

DEAR BILL: 


We notice by the morning paper that you have put vour shou'der to the wheel to 
g2t some help for industries and this, und2r proper control, is certain'y needed. 


Evansville, Ind., Feb. 28, 1934. 


Getting back to the matter of Government loans for home construction, regarding 
which I wrote you recently in behalf of our firm, wish to advise that at the last meet- 
ing of the Evansville Lumbermen’s Club, and also of the Evansville Retail Lumber 
Dealers, I was requested to write you further on this subject in their behalf. 


Both of these organizations urge you to vigorously get behind this bill, as they 
realize that funds will not be available for satisfactory loans to home builders 
through savings banks, building and loans, or insurance companies for the next 
ten years. Last night, at a district meeting of lumber dealers of southern Indiana, 
there were a number of directors of building and loan companies present and the 
belief was expressed that it was impossible to gain the restored confidence of the 
public in building and loans and that practically all of them would have to liquidate 
and take their loss, thus rendering them helpless to the prospective home builder. 


It is generally agreed that the average financing plan was set up to operate on 
a basis that was not sufficiently economical for the home builder. High rates of 
interest were accepted by purchasers on small commodities, but when such amounts 
were required in home building, these rates were too prohibitive. 


If there is a problem as to the organization for local operation, we believe that we 
could make some suggestions that would be helpful. 

Enclosed you will find excerpt from an article by Roger Babson which we think 
clearly states the importance of getting the home building industry started at an 
early date. Besides the need for financing, there is only one major problem to get 
the home building industry started and that is, to secure relief from real estate 
taxation, and anything that you can do towards stressing tax relief for homes 
should not be overlooked. 

We realize that the major part of the relief from real estate tax must be in the 
local and State governments and we are very hopeful that other means of taxation 
already being used will prove satisfactory to bring real estate taxes down to the 
very minimum in the near future. 

We thank you for the cooperation you are always so willing to give us and if 
there is anything that we can do to help the thing along, please advise us. 

With kindest regards and best wishes, we are, 

Sincerely yours, 
EVANSVILLE LUMBERMEN’S CLUB, 
By P. W. Luhring, Secretary. 
EVANSVILLE RETAIL LUMBER DEALERS’ ASSOCIATION, 
By P. W. Luhring, President. 


Mr. Luhring sets a good example. It’s the right idea. 
Write your Congressman today. He needs your help. 
Read the editorial on opposite page and ask your local 
editor to reprint it. Let’s all help to revive the build- 
ing business. It will bring us out of the depression. 


When a man builds a home he directly contributes 


business to twenty-six different industries 
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Top — This 10x10 hen bungalow lets in 


plenty of sunlight. It is built of car siding 


Bottom—A brooder house like this is easily 
built by anyone who can wield a hammer 
and saw 


The 


ypened. 


poultry 


Large 


season has already 
producers, even in 
northern States, have long had the in- 
cubators going, getting ready to sup- 
ply early fries to the trade; and farm- 
ers who look upon poultry production 
as a sideline are thinking about their 
equipment. Every farm has its flock, 
large or small in size, and an increas- 
ing number of farmers are paying at- 
tention to more scientific production. 
They are learning from county agents 
or from bulletins and extension work 
of their State farm colleges that good 
equipment is little if any more expen- 
sive than poor and pays for itself in a 
short time by means of bigger and bet- 
ter birds, less disease and more econ- 
omy of feed. 

Dealers who take the trouble to in- 
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~ HEALTHY HENS ano 


Require Warm, Dry, Insulated 


form themselves about the elements of 
poultry production are able to serve 
their farm customers more efficiently ; 
and this reputation brings them addi- 
tional sales. It is comparatively easy 
to collect the basic principles of poul- 
try-house construction, and some in- 
terest in following the experience of 
poultry producers among the customers 
will add the necessary practical knowl- 
edge. 

The University of Wisconsin lists 
the following as the tests of a good 





Turkeys testify to their approval of this sort of residence. 
readily mobile—being mounted on runners 


poultry house: Reasonable in cost, uni- 
form in temperature, large enough for 
the flock, free from dampness, well 
ventilated but free from drafts, within 
easy access, built to admit direct sun- 
light, not shaded during the winter. 

It is desirable that a poultry house 
should be located on a southern slope 
and on well-drained ground. A sandy 
loam is better than heavy or soggy soil, 
since the former dries earlier in the 
spring and is less likely to be infected 





Left—Here we see a brooder house of the knock-down type. Set up in a dealer's yard it made sales. Right—A circular brooder 





with poultry diseases. Sunlight an 


fresh air are of high value to the birds: 


and construction should be such tha 
the sun will shine into all parts of the 
building in the course of the day. |) 
winter, the windows should be opened 
for an hour, if the sun is shining, g 
that the light will not be filtere; 
through glass. Direct sunlight is , 
germicide, and it results in a_ bette 
quality of egg shell and in general im. 
provement of the health of the flock 
Ventilation is of equal importance, to 


It is 


prevent the condensation of moisture 
in the building in winter. Fowls void 
moisture only through the lungs, and 
100 hens will give off about a gallon 
and a half of water in this way in the 
course of a day. Unless ventilation 1s 
efficient, this moisture condenses on 
the walls and in the litter and becomes 
a source of discomfort and disease. In 
northern States it is usual to put the 
windows in the south wall; and if 
openings are put in the north side they 
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house is something of a novelty. This type has proved popular in sections of the East 
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HAPPY CHICKS 


Ventilated Shelters 


are of use chiefly in keeping summer 
temperatures from rising too high. 
Ventilation in winter is managed by 
hafflers or by muslin or burlap cur- 
tains to prevent drafts. Large plants 
frequently have elaborate ventilation 
systems which are efficient and justi- 
fed; but the farm poultry house of 
average size can be kept warm and 
properly ventilated by means of these 
simple curtains and by a correct loca- 
tion of windows. Window space should 
run about one square foot of glass to 
each 15 square feet of floor area. 

Four square feet of floor space is 
usually considered correct for each 
fowl; but in small houses this is not 
sufficient. For example, a house meas- 
uring 20 by 20 feet is large enough for 
a flock of 100 chickens; but a house 
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with building paper 
and either shingles 
or a good roofing. 


He adds that the 
inside should be 
lined with a stiff 
type of insulation 
board and that this 
board should be 
carried up all the 


walls and under the 
rafters, making a 
dead-air space all around. Mr. Lewis 
states that “dampness is the great 
enemy of birds, for it brings about 
conditions in which disease thrives. 
The house must be dry at any cost.” 
The pictures on these pages tell their 
own stories of the varieties of devices 
that poultry raisers find of use and that 











measuring 8 by 8 is not large enough 
for 16 chickens. The latter is correct 
for 12 fowls. The reason is that the 
larger space gives more actual room 
for exercise even though the larger 
flock means less area to each bird. 

In a cold climate a poultry house 





brooder 





probably should not measure less than 
15 feet from front to back; and 20 feet 
makes a warmer building. Perches are 
placed at the rear, away from the win- 
dows. They are from 12 to 15 inches 
apart ; and from 6 to 10 linear inches is 
allowed each fowl on the perches. 
Underneath the perches is the drop- 
ping platform, which should be from 24 
to 30 inches above the floor. 

Perhaps the most important of the 
newer ideas in poultry houses centers 
about the matter of insulation. Harry 

Lewis, president of the National 
Poultry Council states that for protec- 
tion through the winter a poultry house 
should be sided tightly with matched 
lumber and that this should be covered 


A lumber dealer builds and sells mash feeders of this type—netting a 
good profit 


lumbermen find profitable to supply. 
Among these perhaps the most popular 
iine is the brooder house. These build- 
ings are of many shapes and sizes and 
of many degrees of simplicity or elabo- 
rateness. Some are built to standard 
pattern by the dealer in his own shop, 
some are purchased by him ready-made 


Eight-sided, knock-down brooder house which an lowa retail 
concern developed for its own trade 


from factories, some are built on the 


farm by the poultry raiser, according 
to plans furnished by the lumberman. 
Usually they are portable; which per- 
mits the placing of chicks on clean 
ground or in protected ranges. 

In several places the country over, 
dealers have co-operated with large 
hatcheries in developing a local poultry 
industry. In one Jowa community, for 
instance, a hatchery sells day-old tur- 
keys to farmers, teaches proper method 
of feeding and care and repurchases 
the mature birds in the fall. The local 
lumber yard has developed the turkey 
house pictured on the opposite page, 
builds the buildings in its own shops 
and delivers them to farmers. Last year 
this one community sold and shipped 
about 175,000 turkeys. The increasing 
price of pork and beef is quite certain 
to stimulate the demand for poultry 
and thus to increase the profits of the 
industry. 

In the aggregate the poultry busi- 
ness is a vast enterprise. Up to recent 
times the farmer considered it a left- 
handed industry to which he could af- 
ford to give little attention; and as a 
result the poultry production on the 
average farm has been on an inefficient 
basis. This need not be true; and a 
little work on the dealer’s part in 
acquiring information and a little ef- 
fort in promotion may easily add to the 
profits both of farmer and of dealer. 
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Modern mass production 


of poultry and eggs requires adequate facilities 
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The convention season, now 
drawing into its later phases, 
has been showing a return of 


interest in merchandising 

After the first of the year, 
when the Codes were still for- 
eign languages and the Mode was 
an unexplored jungle, merchan- 
dising seemed to get lost in the 
back-office files. We knew it was 
around somewhere, and we 
thought if we ever felt the need 
of it again we could probably 
locate it. 

But it wasn’t a certainty that 
merchandising would be of much. 
value in the New Era. Strange 
business prophets (note spelling 
according to the earlier and not 
the later Hebrews) and equally 
strange words were pushing us 
around. It seemed to some men 
who had learned their economics 
at the counter or at the business 
end of a lumber pile that the 
Brain Trust was coming down like 
a wolf on the fold. The brows 
were saying things about busi- 
ness. Of course they hadn’t been 
too complimentary for some 
years past; but there was the 
important difference that they 
had gotten the ear of the Great 
White Father and were making 
their ideas turn into regulations 
and even into laws. That was 
two other fellows. 

Some of the new Doctors called 
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The Sunlight House, erected by the National Lumber Manu- 
facturers' Association at A Century of Progress, heralded a new 
era in the designing of wood-built homes. 
from the rear—the side on which are, as may be seen from the 

plan, the dining, living and 


into consultation over the case 
of business had perfectly rotten 
bedside manners. And more 
than once the patient overheard 
plans for the autopsy, to be per- 
formed as soon as, well, you 
know. He’s pretty bad off, and 
it might be a kindness to slip 
him something. Under the cir- 
cumstances, would you have 
thought much about long-range 
plans to increase sales? Person- 
ally, we’d have put these things 
down as item about ninety-four 
on the list of Things to be Con- 
sidered Later. 


THE AMIABLE BRAIN TRUST 


But time and events have 
changed the appearance of these 
strange The alleged 
Brain Trust seems to be_ back- 
ing out of the picture or at least 
to have become less sinister. 
Sceme of the had thought 
the professors all believed ex- 
actly the same things; that they 
had a sort of secret order with 
sanguinary rites aimed at the 
extinction of capitalism; that 
thought business. profits 


factors. 


boys 


they 


ought to be hung up in the closet 
































































This view was taken 


master bedroom 


with piracy, witchcraft and trial 
by battle; and that they were 
out to transfer all business man- 
agement from business owners 
to a glorified bureau down in 
Washington. 

Well, that seems to be out. 
The professors have been pulling 
in their necks. It has become 
clear, also, that not all of them 
believe the same things. Those 
who actually were in favor of 
communal business, managed 
from Washington, are so few 
they are hard to find. The 
Number One boy of the original 
trust, Ray Moley, of Columbia, 
was in Chicago not long ago and 
told the Rotarians that the NRA 
is “supervised co-operation in in- 
dustry — with the Government 
sitting at the head of the table. 
The New Deal is not the enemy 
of profit. But the profit must be 
legitimate.” 

That doesn’t sound so terrible; 
especially in the light of the 
fact that industries were asked 
to write their own Codes and 
submit them to the administra- 
tor in open hearings, and that 
the local administrators of the 
Codes are men selected from the 
industries, themselves. So it is 
elear that business men are still 

perating their own businesses 
nd are free, at least so far as 
‘fficial restraint is concerned, to 


make themselves some money. 
All it has to be is legitimate 
profit. Some of the boys are 


not exactly sure what the Gov- 
ernment means by legitimate 
profit, but they’ll take a chance 
on any kind. 

This is the point where he’d 
do well to look in the back-office 
files to see if he can run across 





A skillful combination of wood effects 

adds charm to the interior of the 

d'ning room—and a new note is 

added by the dainty table appoint- 
ments of wood 
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that misplaced merchandising 
in tact the lumbermen who have 
had the most to do with fram. 
ing and interpreting the Codes 
are the most earnest and ep. 
phatic in saying that they are 
a framework and not a substi. 
tute for merchandising. “The 
Code will not sell your lumber, 
nor will it collect your overdye 
accounts,” says one. “Our first 
job is to sell lumber. In the past 
we have waited for the buyer to 
come to us,” says another. He 
adds that price selling meant 
that merchandising figured but 
little in the process. 


COMES THE NEW 
MERCHANDISING 


If our leaders are right in say- 
ing that the “dealer must offer 
quality, experience and service,” 
under the new conditions, then 
they’re telling us the time has 
come for thinking how to sell. 
Advertising solicitation, display, 
building and financing advice, re 
lations with contracting con. 
cerns, in fact the whole gamut 
of the old salesmanship is in- 
volved; with a single important 
exception. If the Mode operates 
effectively, there’ll be no more 
cutting of prices below costs. 

Of course the Realm has been 
around a little and has _ heard 
rumors about how that fellow 
over in the other yard has been 
cutting prices. Maybe we're an 
innocent sort of person, even 
after these years of poking 
around; but we’ve been astound- 
ed by the amount of subterra- 
nean panic that the prospective 
ending of price cutting seems to 
have caused. No one ever aéd- 
mits that he has been a price 
cutter; at least not in the first 
instance. In moments of con- 
fidence he may indicate that if 
the need arises he can shade a 
price as well as the next one. 
But he never does it unless 4 
competitor has started the game. 
Says he! We've yet to find the 
dealer who wouldn’t say that he 
wished price cutting could be 
stopped; that is, in the old days 
when no public action for stop- 
ping it seemed imminent. But 
now that such action has beet 
taken, we’re astounded to pick 
up stray pieces of evidence that 
a good many business men don't 
know what to do. 
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RECOVERING FROM THE SHOCK OF 
VARIOUS BAD WOLVES — PATCHING 
THE PERSISTENT PRICE PUNCTURE — 
DEFINING A BETTER PRODUCT — LIB- 
ERALIZING LOANS 


This leads us to wonder if our 
industry ever has had a real 
merchandising structure. To be 
sure, a good many individual 
dealers have tried to create it. 
Every lumber convention we can 


remember for years back has 
had much to say about it. But 
always, with dealers who were 


trying to progress and those who 
were content to stand still, there 
has been that silent, ominous 
fact of price cutting to drag all 
of them back to the sharp pencil. 
As surely as one dealer in a town 
expanded his offerings, whether 
it was a better selection of 
stock, connections with a financ- 
ing company, an inspection serv- 
ice, a general contracting service 
that permitted the quotation of 
a guaranteed turn-key price, or 
anything else which took his 
sales temporarily out of direct 
competition, it was not long un- 
til the trade generally had du- 
plicated or otherwise neutralized 
this service and had forced sales 
back to the old basis of the low- 
est price. 


RIMMING PETER TO 
LIQUIDATE PAUL 


Whenever sales are based upon 
this low-price foundation there 
is the temptation to prove that 
the hand is quicker than the 
eye. Since the memory of man 
runneth not to the contrary, con- 
vention speakers have been tell- 
ing what this involves. It in- 
volves charging the good cus- 
tomer, the man who doesn’t shop 
around or otherwise try to force 
a figure, a high enough price so 
that there will be a margin left 
to offset the losses on sales made 
to the sharp buyer. Whatever 
else that may or may not be, it 
is not merchandising. No stretch 
of the imagination can call it 
such. But it was a present fact 
that modified the efforts of every 
dealer who wanted to put his 
prices on ec fair basis- and to 
compete by means of a ‘keener 
service to the customer. 

We are wondering if the old 
habit isn’t going to be hard to 
break: even with the aid of 








The cozy appearance of the living 

room of the Sunlight House, with its 

corner windows and built-in book 

shelves, was commended by all who 
visited it 


Government regulations. Ya 
chronic price-cutter, who 
imagine no other real way to 
get business, finds innumerable 
devicus routes around == such 
things. His customer, so tho 
latter thinks quite naturally, 
stands to profit hy price shading 
and easily becomes an accom- 
plice. Furnishing special plans 
without cost; adding an item or 
two of built-in millwork; under- 
standings that are not put on 
paper that a better grade of 
flooring will be furnished; it 
doesn’t take much imagination 
to think of ways for defeating 
the plain intent of the regula- 
tions. These things are going 
to be hard to detect. 


Can 


But supposing the Mode really 
does work; it becomes clear that 
the way is going to be opened 
for a real merchandising that 
never before has been possible. 
“Tf,” says the customer, “I have 
to pay the same price for exact 
grades and quantities of lumber 
wherever I get it, why should I 
trade with you? I1 might as 
weil put all the names in a hat 
and draw one out.” The answer 
to that question, “Why should I 
trade with you?” must be found 
in merchandising. 

The first answer is a better 
product. Since the matter of 
supplving higher grades of stock 
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at lower-grade prices is out, this 
business of a better product 
turns on the fact that it must 
be better for ‘the customer, be- 
cause of supplying his exact 
needs. Suppose it’s a garage. 
Every concern is fixed to offer 
the materials for a garage; but 
one dealer, let’s tells the 
customer something like this: 
A garage isn’t just a building to 
shelter a car. It’s part of the 
general set-up of your place. Of 
course we can furnish you a 
little building that will keep 
the rain and the snow off your 
machine and that will make it 
hard to steal; but if that build- 
ing doesn’t fit in with your 
house in architectural outline, 
it'll spoil the appearance of your 
property. You've got an attrac- 
tive Dutch Colonial house. If 
we put up a box with a flat roof 
and barn siding, it’ll actually 
reduce the resale price of your 
property. We can find you a 
Duteh Colonial plan that will re- 
peat the lines of the house, com- 
plete the picture and add twice 


say, 


The children's bedroom of the Sun- 

light House has knotty pine walls— 

there's something about this finish 

that makes it peculiarly appropriate 
for such a room 





the amount it costs to the resale 
value of the property. 

Maybe it’s a house with no 
architectural style, and_ the 
owner is compelled to build as 
cheaply as possible. The dealer 
knows that fact; and he makes 
it possible for the owner to get 
the garage that suits his exact 
needs; namely, the one that costs 
the least money. 


GETTING ON TOWARD 
QUALITY 

The general idea of quality is 
a factor in merchandising. The 
old price-cutter complex has done 
sad things to the quality of 
American homes. The idea, ac- 
cepted without enough thought, 


has been that lasting quality 
wasn't so very important, any- 
way. You’ve heard that doc- 
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trine; that styles change so fast 
it isn’t worth while to spend 
much money on long life. Unless 
we're mistaken, the last few 
hard years have branded that 
notion as the gyp doctrine it 
really is. 
cessity gone without repair; and, 
in this test in the crucible, the 
good house has proved its value. 
A couple of coats of paint, a new 
door sill or two, and it’s all set 
for another period of long serv- 
ice. But the gyp house hasn’t 
shown up so well. Foundations 
have settled; sash mortises have 
rotted out; doors have warped; 
floors have begun to creak. It 
would have deteriorated anyway, 
but without the protection of 
good paint and without small re- 
pairs made promptly before they 
became serious, the building has 
lost in resale value much more 
than the extra first cost of mak- 
ing it a good piece of work. 
Manufacturers in other lines 
have discovered the economy of 
working with high-grade mate- 
rials. Automobile manufactur- 
ers, for instance. They have dis- 
covered the shrewdness of mak- 
ing a car that has long life; for 
even though the owner doesn’t 
want to drive it over a year, he 
wants it to have real value that 
will be represented practically 
by trade-in allowances. Our in- 
dustry isn’t likely to hold its 
own unless we, too, can offer 
long life, trade-in value, real 
quality. 

There is the matter of the new 
architecture. This department 
is not much impressed by the 
radical departures in the lines 
of these new houses. But some 
people like and want them. They 
can be sold through retail yards 
and should be sold there. Many 
of them, the best in our opinion, 
can be made of forest products. 
But the new architecture is more 
than flat roofs and planes. It 
involves better arrangements of 
rooms, more light, better ven- 
tilation. No one can escape no- 
ticing the dignity and charm of 
Mount Vernon. But if you have 
visited this beautiful mansion 
you must have noticed how awk- 
ward the interior arrangements 
are. No house of comparable 
size and cost would be built in 
these days with so clumsy an 
arrangement of secondary rooms. 

That, of course, is a matter of 
architectural design; but in ad- 
dition there are the new devices; 
heating, lighting, ventilation. En- 
gineers are rapidly perfecting 
these things; notably, air con- 
ditioning. New building mate- 
rials are on the market and have 
been displayed at the conven- 
tions. One factor of merchandis- 
ing will consist of knowing these 
materials, where they will be of 
best service and how to use 
them. 

Then there is a factor that 
may not be of competitive value 
as among individual yards but 


Houses have of ne- 
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that will be of incalculable com- 
petitive value in meeting the ef- 
forts of other industries to cap- 
ture the customer’s interest and 
expenditure. That is financing. 


MODERNIZING LOAN 
MACHINERY 

This paper, as you know, has 
been making a vigorous effort to 
have the Home Loan law modi- 
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fied to permit loans for new 


-houses and for remodeling. No 


one who has looked about much 
can have failed to note the need 
of making money available for 
this purpose. 

In the first place, it is a self- 
liquidating proposition and not 
a Federal dole. There are 
plenty of people who want 
houses who by no stretch of the 
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As is chown in this plan, all the rooms of Lumber's Sunlight House have 


the maximum of sunlight and fresh air, and are easily accessible from one 


another 


N. Indiana - S. Michigan Dealers Meet 


Soutu BENp, Inp., Feb. 26—Ap- 
proximately 130 retail lumber deal- 
ers from northern Indiana and 
southern Michigan held their 34th 
annual meeting at the Oliver hotel, 
here on Thursday, Feb. 15. Dinner 
was served at noon and the after- 
noon was given over to speeches 
and discussions of the codes as 
applied to the lumber dealers and 
their allied business. 

Gustave A. Reum, of the Michi- 
gan Avenue Lumber Co., South 
Bend, president of the Northern 
Indiana & Southern Michigan Re- 
tail Lumber Dealers’ Association, 
was in charge of the meeting. Rev. 
Robert M. Selle, pastor of St. 
Paul’s Methodist church, South 
Bend, made the invocation. 

Following the dinner President 
Reum gave his address discussing 
business conditions and welcoming 
the members to South Bend. M. 
Edward Doran, attorney for the 
Home Owners’ Loan Corporation, 
discussed the federal financing plan 
for distressed home owners. L. E. 
Ragsdale, of the Western Union 
company, Chicago, spoke on han- 
dling business situations. 

Jacques Willis, also of Chicago, 
said he had been in the lumber 
business since he was 12 years old, 


starting in the swamps of Louisi- . 


ana. He talked on the value of 
wood and lumber in building, and 
how promotion of the wood indus- 
try had been neglected. He pointed 
out many places in construction 
where only wood would serve the 
purpose. 


John Suelzer, Fort Wayne, pres- 
ident of the State association, dis- 
cussed the lumbermen’s code and 
cleared up some misunderstandings. 

Resolutions were adopted de- 
manding that the retail lumber 











G. A. REUM, 
South Bend, Inda.; 
Retiring President 


dealer be the recognized distributor 
of all roofings for construction pur- 
poses manufactured by asphalt and 
asbestos cement manufacturers; 
and that the practice of some man- 
ufacturers of selling their products 
to the retail dealers under one plan 
and through mail order houses 
under another, whether done direct 
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imaginative faculties could be 
considered serious prospects; foy | 
they don’t have the earning | 
power or the will to save, But 

there are many people who are | 
sound risks but who at the 
present time can’t get the nee. 
essary loans. 

In the best of times, few 
houses are paid for when they 
are built. The owner needs a 
loan of from half the money, 
down to possibly a hundred dol- 
lars, to help him finish up. But 
from all parts of the country 
come reports that such loans are 
not available. Banks prefer 
short-term loans, and the organ. 
izations which normally would 
take such a mortgage are fully 
loaded up. Good risks are 
turned down along with poor. 


A concerted effort by lumber. 
men to liberalize such loans 
would bring into the market the 
sound risks; and they are nv- 
merous enough to make an enor- 
mous difference to the industry. 
Without such a liberalization, 
the good prospect with a few 
thousand dollars will not build 
a house, because he can’t; but 
he is most likely to find some 
other use for the money that he 
has, a use that will give him 
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some satisfaction but that will 
leave our industry on the out- 
side looking in. 


or through oie of the manufac- 
turer’s subsidiaries, be discontinued. 
No quantity discount or trade con- 
cession should be granted the Gov- 
ernment, mail order houses or in- 
dustries unless the same privilege 
is afforded the dealers’ associations 
as national units or within a given 
organized trade area group. 

Further, that the direct sale of 
roofing materials by some manu- 
facturers to applicators shall 
construed by this group as an un- 
fair trade practice; and deploring 
the large number of grade and 
weights of roofings now manufac- 
tured under many different trade 
names and recommending a mate- 
rial reduction and simplification ot 
the lines, also that each package 
bear a label plainly stating the 
correct grade and weight of con- 
tents. 

The practice of mail order 
houses issuing advertising litera- 
ture guaranteeing the life of roll 
roofings over a period of years 
ranging from seven to seventeen 
years was condemned as an unfair 
trade practice. 

Another resolution was adopted 
“endorsing and pledging support to 
any legislation in Congress provid- 
ing for the proper financing of 
home mortgage loans.” 

Officers elected for the coming 
year are: 

President — Joseph 
Mishawaka, Ind. 

Vice president— Ray Brown, 
Edwardsburg, Mich. 


Secretary-treasurer — Paul H. 
Homan, South Bend. 


Ww. Jontz, 
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. But World's Fair Souvenir Canes look in that bin and pick out whatever length enormous, the amount in any one is rather 
ho are ‘-- , , we want, as the length is easily seen from small; and for this reason the field has not had 
at the Can you put us in touch with domestic the marking on the outside 2x4. I do not the systematic attention it undoubtedly de- 
sources of supply for souvenir canes to be know that I have explained this so you will 5 : : ty 
1€ nec | old at the Chicago World’s Fair? These understand, but anyway 1 hope you will take S€TVES. There is the double requirement of 
canes must be shipped completely finished— our judgment for it and by all means buila  ¢fficiency and attractiveness. In size and elab- 
F put in the natural wood. We want canes your molding shed for standing rather than orateness these markets range from a bench for 
8, few with both bent and straight handles. Will for flat storage. —Eprror] holding a few baskets of fruit to a group con- 
n they pean tne Praag Me ahs tae the cae —_—_— sisting of filling station, restaurant and perhaps 
eeds a mvt Price is an essential factor, as com- Plans for Roadside Markets tourist park. If readers will send us informa- 
money, | petition of Japanese makers must be met. : , tion of other publications or plan services for 
ed dol. | We expect to buy in very large quantities; In our territory there is a demand for build- the roadside marketer, this information will be 
>. But | permitting carload shipments. All necessary ings and stands to be used as vene-ee8 mar- forwarded to the inquirer.—Eprror. | 
information will be supplied upon request.— kets. Can you tell us where we can get such 
ountry | jyquiry No. 3079. plans?—INQuUIRY No. 3071. siaietacocciaaal 
mS ate [This inquiry is from a manufacturer of ad- [This type of marketing by means of road- Best Way of Handling Nails 
Prefer | yertising and souvenir novelties which has dis- side display began as an experiment and with ? : Ake 
organ- | tributing channels through which it expects to improvised equipment; but its popularity seems Re ap contemplating handling nails in our 
: : pf : yard, and would like to have you 
would | be able to dispose of these canes in very large to have grown to the point where its permanence five us the best information you have as to 
e fully | quantities during the Fair next summer. To do is assured. Two books deal with this subject: the most convenient and economical way of 
sare | this, however, it must buy the canes low enough Wayside Marketing,” by _pchuyler Arnold, displaying them—best type of bins etc.; and 
oor to exclude Japanese competition, which practi- which sells for $1.50, and “Roadside Market- if there is any method better than bins hg 
. cally captured the market during the latter ing,” by Gilbert S. Watts, which is priced at would like to know about it.—INnquiry No. 
umber- | months of last year’s exposition. This concern $1.25. These books contain many pictures and 3076. 
loans | has a special lacquering process which, it is drawings of marketing stands and_ buildings; [To this inquirer, a retail lumber and wood- 
ket the | claimed, enables it to finish the canes at a cost but they are intended as manuals for the mar- working concern located in one of the larger 
re nu | that will make possible their sale on the Fair keter rather than as plan books for the building cities of the middle West, has been sent a num- 
2 ene. grounds at a price low enough to bar the foreign material dealer. They will, of course, be quite ber of clippings of articles that have appeared 
lust article. Concerns interested in supplying these useful to the later, but they were not prepared in the AMERICAN LUMBERMAN discussing this 
“ustty. | canes will be put in touch with the inquirer-— from his point of view. subject. He also has been given the names of 
zation, | | piror.] Various companies have put out plans or various concerns specializing in store fixtures, 
a few suggestions along this general line. The Shev- and told that some of ~ large —— 
. build lin Pine Sales Co., Minneapolis, Minn., has of nails probably can offer practical ideas that 
t; but , End Storage of Moldings issued a booklet having to do with log cabins will be helpful. The AMERICAN LUMBERMAN 
| some a ae ae gated — finished with the Shevlin log cabin siding, and will be very glad to hear from dealers who 
bat te leur Seenend mietites seals be tala aut ae CE the plans are some for markets or mar- have evolved any especially satisfactory method 
‘e him | we are wondering whether, when we rebuild keting booths. The Exchange Sawmills Sales of handling their nail stocks, and will gladly 
; them, we should make them the same old ©0-. Kansas City, Mo., issued a booklet called pass along to this inquirer any helpful sugges- 
at will style, or arrange them for standing the mold- “Wayside Shops.” tions received. If convenient to send rough 
le out- ing on ends.—INQuUIRY No. 3077. 
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[This inquiry was received some time ago 
from a Michigan dealer, who was given a reply 
by mail and also cited to an article entitled 
“End Piling of Moldings Has Advantages” 
which appeared together with photographs 
showing several examples of end piling of mold- 
ing, on page 19 of the Feb. 18, 1933, issue of 
the AMERICAN LUMBERMAN. 

In that connection the following statement 
from a retailer situated in the same State as 
the inquirer is of interest: 

About twenty-five years ago I read an ar- 
ticle in the AMERICAN LUMBERMAN by Met Sa- 
ley, who then edited the Realm of the 
taller. The article illustrated a standing 
molding shed, always one of Mr. Saley’s hob- 
bies. Later I met Mr. Saley and talked this 
matter over with him. I immediately came 
home and built a standing molding rack in 
my yard; and liked it so well that we have 
followed the same practice in all of our ten 
yards, 

There is a little trick in the building of 
this standing molding rack that I will try 
to explain. We use 2x4 uprights, nailed on 
at quite a slant, instead of perpendicularly. 
Our molding sheds usually are long, and have 
awalk-way in the center with racks on both 
sides. There is a leaning 2x4 out next to 
the walk-way and another one back of that 
nailed to the side of the building. The back 
2x4 should not be in line with the front 2x4 
but should be set back so that when the 
molding is stood up on end in each bin it 
will have a tendency to fall back to ‘the cor- 
ner instead of falling out on the walk-way. 
Between the front and back 2x4 there are 
Nailed 4-inch strips to hold the molding be- 
tween the 2x4’s. This little point is very im- 
portant, because if you will set the back cor- 
her so that the moldings tip towards the 
Side of the building instead of toward the 
walk-way, they will always keep their place. 

There are many reasons why we prefer a 
standing molding shed and not one that I 
can think of to recommend the old style flat 
box rack. In the first place, with the mold- 
ings standing on end the dirt falls off and the 
moldings keep much cleaner than if piled 
together in a flat rack. On the 2x4 by the 
Side of the walk-way we put a mark across 
the outside every two feet; then when we 
want a particular length of molding we just 


te- 


_ While in the aggregate the amount of build- 
ing materials used in these markets must be 


pencil sketches, illustrating the ideas, so much 
the better ——Eptror. | 
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odical man would hardly think 
of finding bargains at such a 


A Proposed Lumber Ex-|and buyers within the next 
change.—The lumber dealers| year or two. The process of 
of Nashville, Tenn., have ta-|opening up new lands and 


ken an initial step that is likely 
to lead to an important result. 
Situated as Nashville is, that 
city is essentially a prominent 
lumber market. It is a traffic 
center for local and general 
distribution, and figures in a 
large northern business. The 
rapid development of the South, 
and the increasing general 
consumption of lumber, espe- 
cially of hardwoods, makes it 
certain that the business of 
Nashville will expand in the 
future. ‘The need of a more 
systematic basis for transaction 
in all descriptions of lumber 
that exists at present, has been 
felt for some time, and the 
formation of an exchange, on 
a similar plan to that in Chi- 
cago, is now under way. 
* * . 


In guessing or calculating 
how long the existing depres- 
sion shall last, most men over- 
look the fact that a_ vast 
amount of new settlement has 
been made in Dakota, western 
Nebraska, Texas and_ the 
mountain territories within the 
past year, and that the new 
settlers will become producers 





building new towns always has 
the effect, at first, of draining 
off money from the older sec- 
tions, while the returns in rail- 
road traffic and general de- 
mand for goods are disappoint- 
ing. But the second-year from 
settlement a crop is raised, 
when a reaction for the better 
takes place. From this stand- 
point we may reasonably con- 
clude that by next fall the 
newer sections of the West will 
be heard from to the benefit of 
the entire country. 

* a « 


It is to be hoped that the re- 
tail dealers are not few who 
will keep their yards looking 
better this year than they ever 
have before. Shiftlessness pays 
no better in a lumber yard 
than elsewhere. A well cared 
for stock of lumber is a stand- 
ing invitation to buyers to in- 
spect it. The lumber should be 
neatly piled. The alleys should 
be kept clean, and any broken 
boards not salable should be 
carted away. A lumber yard 
with the different grades strewn 
promiscuously around it is not 
a tempting sight, and a meth- 





place, from the fact that he 
might be of the opinion that 
the dealer bought his lumber as 
loosely as he afterward handled 
it. ae A 

When the electric light was 
first introduced, several mill 
owners put it in their mills, 
some of whom found it impos- 
sible to use it, as the tremor of 
the mill made it unsteady. 
Since the machines have been 
further perfected, however, this 
trouble has been overcome, and 
now the mills are numerous 
that are lighted by electricity. 
It is of direct benefit to the 
mills that are run nights, as it 
enables better work to be done 
than can possibly be turned out 
by light that is less bright. It 
also lessens the risk from fire, 
as there are no lamps that can 
be upset. 

* *« @« 


Patents have been issued to 
E. W. Rathbun and George 
Walker for blocks of consoli- 
dated sawdust and tar, mixed 
in certain proportions, for the 
manufacture of gas for light 
and fuel. 
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Dealer Has Library of Ninety 
Scrap Books 


A letter received this week from R. D. Rem- 
ington, of Remington Yards, Hibbing, Minn., 
kills two birds with one stone. It not only gives 
some valuable ideas for compiling a dealers’ 
library of scrap books that should be worth 
well-nigh their weight in gold (even if the 
yellow metal were still legal tender) ; but also, 
in last four paragraphs, it gives the manufac- 
turers something to ponder. Here it is: 

“We were interested in the dealer's letter 
appearing in your last issue (Feb. 17, page 20), 
telling about his scrap book, and your comments 
thereon. We have experimented along this line 
for some years, and have found our scrap books 
very useful. We have standardized on 2-inch 
11x8%-inch ring binder books, our library now 
consisting of about ninety books, divided into 
sections and completely indexed, as follows: 


Building 8 books 
Selling (specific lines) 7 books 
Selling (general) 5 books 
Advertising 6 books 
Information (lumber) 5 books 
Price lists 3 books 
Information (mason's) 5 books 
Information (hardware and paint). ..14 books 
Information (fuel and machinery) 5 books 
Information (general) 11 books 
Plans 11 books 
Miscellaneous 9 books 


“All items of permanent and semi-permanent 
value are clipped from trade magazines and 
house organs, and selected from direct mail 
advertising, after which the balance of the 
material is destroyed so as not to clutter up 
the office. 

“Any trade magazine that does not yield a 
reasonable number of clippings is discontinued 
The AMERICAN LUMBERMAN is well represented 
in our library. 

“Our chief difficulty originates from the fact 








In last issue we printed in this space 
(Feb. 17, page 20) a Timely Tip from 
J. R. Nulty, manager Jewell Lumber 
Co., Jewell, Kan., telling how he was 
utilizing his slack coal by mixing it 
with cement and using the mixture as 


fuel for heating his office. Since that 
item was printed the following addi- 
tional information has been received 
from Mr. Nulty: 

“We find that a mixture of from 
12 to 14 parts of slack to one part 
cement (by weight) makes a good 
block. We burn them in a stove 
and get good results.” 











that many manufacturers put out their adver- 
tising and lists in sizes that can not be con- 
veniently accommodated in a 11x8'%-inch book 
or folder; on the theory, we presume, that they 
will be laid out carefully on the executive's 
desk for constant attention. 

“As a matter of practical fact, unless it rep- 
resents matters of unusual importance, it is 
more likely to find its way to the junk pile. 

“We are pleased to note, however, that more 
manufacturers are continually falling in line and 
publishing their price lists, sales campaign helps 
etc., in standard size forms. 

“In addition to its inconvenience, we assume 
that the ‘box car type’ of advertising must be 
quite expensive.” 

. 
A Place in the Sun 

The Litchfield Lumber Co., of Glendale, 
Calif., has done a kindly, generous thing for its 
neighbors, promoting a unique community ac- 
tivity, and made for its name literally “a place 
in sun,” just because its manager felt a warm 
sympathy for those rather lost and lonely old 
men who live such quiet, uneventful lives in the 
sunny little city on the West Coast. 

The old men come from all over the middle 
West, mostly from farms and small towns, after 
lives of hard labor and little play. They some- 
times have families, but often are all alone; 
spending their latter days in the golden sun- 
shine, but finding it hard to fill in the time. 

3ut they do like to pitch horseshoes. They 
like to sit around in the sun and converse with 
a neighbor on this and that. They like to amble 
about town looking at the gardens and gossip- 
ing here and there with a busy housewife; to sit 
outdoors and read their papers; even, if old 
bones are not too creaky, at times to play a 
fast game of croquet or spin a ball down the 
bowling green. 

But where can retired old men, living on 
meager incomes in small apartments or fur- 
nished rooms, find a place to do those things in 
a city like Glendale? 

The answer is what is known locally as “The 
Old Men’s Forum.” It wasn’t planned and 
never officially named. It just grew and the 
name just fitted itself in. But it was the Litch- 
field Lumber Co which made it comfortable. 

A corner lot in the center of the rooming- 
house section was given over to a few of the 
old men to use until it could find a purchaser, 
and since the thing has become such a recog- 
nized and well-patronized feature of the city’s 
life, it has been purchased and will be made 
permanent. It has been fitted up in the most 
delightful fashion, just the way elderly country 
men would like it. A dusty slice for pitching 
horseshoes; a nice cemented croquet court; a 
two-lane bowling green, not very long, but very 
satisfactory; a big, rough round table under a 
huge and brilliant umbrella, surrounded by a 
dozen very solid chairs, for the card players, 
and, all around the lot, wood benches for the 
gossipers, onlookers and newspaper readers. 
The furniture—all provided by the lumber com- 
pany—is painted in gay yellow with the name 
and address of the company in black letters in 
the most conspicuous places. 

The Forum is always well attended and one 
may hear every world problem thoroughly 
thrashed out to the tune of clanking horse- 
shoes and whacking mallets. 

And the onlookers, of whom there are always 
plenty, can not avoid seeing the name of the 
Litchfield Lumber Co. while they gaze at the 
Forum in action, 


A Farm Smoke House 


Here’s an idea for a smoke house whig 
might interest some retailer’s farmer-custome 
who cures his own meats, as it can easily 
built by anyone. The house is set up on high 
posts, making it safe from rodents, dogs ap 
cats. The stove also serves for warming th 
seed-corn house. The pipe passes directly iny 
the side of the smoke house, which has enough 





Rodents can not get into this smoke house 


cracks to allow the smoke to pass outside after 
it has served its purpose. The house serves to 
store the smoked meat until the late spring. 
The particular house shown in the cut is in use 
on an lowa farm. 





Yard Managers and Salesmen 


Confer 


AmityviL_e, N. Y., Feb. 26.—On the eve- 
ning of Feb. 19 the Nassau-Suffolk Lumber & 
Supply Corp. held its regular monthly meeting 
of yard managers and salesmen. This meet- 
ing was held at the yard of A. S. Petit & Sons 
(Inc.), Huntington Station, L. I., with about 
20 men present from other yards of the or- 
ganization in Amityville, Brentwood, Linden- 
hurst, Locust Valley, Riverhead, Roslyn, 
Wantagh, Westbury and Smithtown Branch. 

The principal speaker of the evening was 
R. T. Titus, eastern representative of the Red 
Cedar Shingle Bureau, who showed the inter- 
esting two-reel moving picture recently re 
leased by his organization picturing the life 
history of a red cedar shingle. Mr. Titus also 
outlined the trade promotion campaigns being 
inaugurated by the shingle manufacturers and 
stressed the possibilities of developing consider- 
able re-roofing business by advocating the ap- 
plication of new wood shingles over the old 
roof. : 

Managers of two yards of the Nassau-Sul- 
folk organization also spoke briefly, telling how 
they merchandised “Silentite” windows and ce- 





GLOvERSVILLE, N. Y., Feb. 26—On the eve- 
ning of Feb. 15 the Burr Lumber Co. and the 
Holden Lumber Co., of Gloversville, and_ the 
Thomas L. Way Lumber Co. and the Welsh 
& Gray Lumber Co., of Johnstown, combined 
to entertain about 100 carpenters and_ builders 
of the two cities at a meeting held in Glovers- 
ville. 

The topic of discussion was “Re-Roofing 
With Wood Shingles,” the main address beimg 
given by R. T. Titus, eastern representative of 
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the Red Cedar Shingle Bureau, who outlined 
the methods of reroofing with wood shingles 
right over the old and pointed out the advan- 
tages of this type of construction. Mr, Titus 
also showed a two-reel moving picture showing 
the various steps in the manufacture and dis- 
tribution of cedar shingles from the standing 
timber through to the retail yard. One reel 
showed the use of cedar shingles in remodeling 
eroofng. 

Te Reynolds, of the Burr Lumber Co., was 
chairman of the meeting. He stressed the fact 
that the retailers and builders must work to- 
gether to develop new business, and expressed 
the opinion that considerable work could be 
secured by local carpenters who would promote 
reroofing with wood shingles. 

H. J. Atwell, of the Thomas L. Way Lum- 
ber Co., demonstrated the most simple methods 
of figuring roof areas and estimating roofing 


jobs. 





"We've Got It!" 


of the Lindsley Lumber Co., 
whose poem “The Lumber- 
man and the Code’’ was printed on page 25 of 
the Feb. 3 issue of the AMERICAN LUMBER- 
MAN, sends in another poetical effort, prefaced 
by the following explanation: 

“Since sending you my version of the thoughts 
of the average lumber dealer in connection 
with the Code, which you published in a recent 
issue, things have developed along this line in 
our district to such extent that the writer has 
had a relapse of his affliction of ‘feeling a 
verse coming on.’”’ 

This was presented at the annual meeting of 
the Northern Indiana & Southern Michigan Re- 
tail Lumber Dealers’ Association, held in South 


(Cc. L. Ullrey, 
Dowagiac, Mich., 


’ Bend, Ind. on Feb. 15, which is reported on an- 


other page of this issue. 





EDITOR. | 


We'll we've got our code 

And been given a mode, 

And our prices have been computed. 
Terms on which we can sell 

And conditions as well, 

Are too plain to be disputed. 


We are ready to go 
‘ As you all must know, 
As far as our trade area borders. 
The only thing now 
Is to figure out how 
We can get a few lumber orders. 


Production’s controlled 

Selling prices must hold. 

We are no longer the bosses. 

The party who chisels 

Will be put where he sizzles, 

And sales can't be made at losses. 


This condition is one 

That many a son 

Has sought and earnestly prayed. 
For it sure should be nice 

To have a fair price 

You could quote and not be afraid. 


There are some old dears 

In this business for years, 

Who have always played on the square, 
And to be told what to do 

By the rest of the crew, 

It kind ’a gets into their hair. 


It would seem that now 

We are told when and how, 

This business should be a real joy. 

All you need to get going 

And to make a good showing, 

Are strong backs and a good office boy. 


There is a restriction left out 

You may not have heard much about. 
Here it is, but don’t you get nervous. 
There is one thing we can do 

To help see this through, 

And that is give quality and service. 


Whether we like it or not 

We must sign on the dot, 

And the code was meant to be used. 
It’s up to each one to see 

No matter whom he may be 

That this code is not abused. 


Like some other things in life 

We have accepted after strife, 
Although at first they seemed all bosh, 
If we'll take this thing to heart 

And each one do his part, 

We'll take it, and like it, by Gosh. 


AMERICAN LUMBERMAN 


Moth Insurance Is a Profitable 
Side-Line 


Every live dealer would like to increase his 
volume—even if only a little. “If I can’t sell 
a house,” he reasons, “I’ll sell a closet—or 
moth-proof lining for one, anyway.” There’s 
a best time for everything, and the best time 
to launch a sales campaign for cedar lining for 
clothes closets is the late winter. Then the 
advent of April and the annual or semi-annual 
overhauling of closets and their contents find 
the housewife already at least half-way sold on 
the need for moth-protection; especially if she 
finds, as she very likely will, some of the 
family’s best garments ruined by moths. A 
series of letters or circulars mailed during the 
spring to a good prospect list should hatch 
some profitable closet business. By way of 
suggestion, there are here appended some ex- 
cerpts from circulars and letters which W. T. 
Galliher & Bro. (Inc.), Washington (D. C.) 
lumber retailers have found effective along this 
line : 

“Whether you are building a new home or 
remaining in your present home,” one circu- 
lar reads. “you should line at least one 
closet for maximum protection with cedar, 
the moth’s natural enemy. Unless you beat 
the moth to it, beautiful garments of today 
may be the ‘ruins’ of tomorrow. Silently, 
heartlessly, the unmannered moth eats its 
way into your precious furs, feasting on 
costly woolens. The pity is you do not see 
or know until the worst has happened.” 

Letters and circulars are so worded as to 
carry a picture which is at once attention- 
compelling and convincing. Each letter is ac- 








companied by a post-card which can be filled 
in by the customer. Thus many mail as well 
as telephone orders are procured. Here are 
some excerpts from letters which can be used 
to good advantage: 

How often have you gone to your clothes 
closet, taken down a coat or suit and found 
it full of moth holes? How often when you 
opened the closet door, have you seen a moth 
fly out? What ravages these little pests 
commit! Yet you now can have real moth 
insurance. Line your closets with cedar. A 
pleasant, fragrant odor exudes, deadly to 
moths, moth-eggs and larvae—yet unlike 
smelly moth-balis the odor does not cling to 
the clothes. It is the ideal method of safe- 
guarding your clothing, woolens and other 
household goods. Moths begin their deadly 
work right now. There is no time to be lost. 
You should order one for each clothes closet 
in your house. Do it now and you can for- 
get all about moth damage for a long, long 
time. 


Another of these letters is sure to gain the 
housewife’s attention because it tells how to 
prevent the eggs and larvae of moths getting 
into the closets. It reads: 

Here’s our final word to the wise—act now 
or else next fall be prepared to find a lot 
of brand-new moth holes in the winter 
clothes, blankets and furs that you’re now 
storing away. Early summer is lady moth’s 
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favorite egg-laying time—the closet her 
choice nesting place—and it only takes a 
week or so for these eggs to turn into clothes 
destroying larvae. So first of all, keep moths 
out of your closets. Make certain there are 
no moth eggs or larvae already present in 


the things you’re putting away. Brush 
everything thoroughly, and air it in the 
bright sunlight. And of equal importance, 


have a barrier at the closet door that egg- 
laying moth millers can’t pass. That’s what 
cedar is, a barrier that keeps the moths out 
of your closets. Just fill in and mail the en- 
closed postpaid card. But don’t forget—now 
is the time to do it. 


Another letter which produced excellent re- 
sults read: 


The next time you see a fluttering moth 
just remember that the little cuss if given 
free entrance to your closet will within two 
years be the proud grandparent of slightly 
over thirty-two thousand descendants, each 
with an inherited, insatiable taste for wool- 
ens and furs. Now, in case you believe in 
birth control for moths, consider cedar-lined 
closets and sheets. There’s nothing else like 
it, and yet it is perfectly simple. It uses the 
oldest and best known protection against 
moths, and in an exceptionally concentrated 
form. As you know, there is no time to be 
lost. Moths are already active. A stitch in 
time saves nine and ninety holes in valued 
clothing. Use the enclosed addressed postal 
ecard for your order. 


He Finds Ready Demand for 
Farm ''Portables" 


Here’s a man who writes that he has an 
idea that he wants to pass along. That’s what 
this department is for, hence we print his re- 
marks with pleasure, 
notwithstanding that he 
is not a lumber dealer, 
but, on the other hand, 
operates a small steam 





oe 





George Helle, Wyoming, 
lll., builds small portable 
hog house of this type 
for which he finds ready 
sale at $10 to $15 each. 
He also makes other farm 
"portables." 





driven sawmill. His 
name is George Helle, 
and he lives at Wyom- 
ing, Ill. 


Mr. Helle makes in- 
dividual hog houses, 
brooder houses and other small farm buildings 
as a means for getting good prices for at least 
some of the lumber which he makes at his mill. 
Here is shown a photograph of one of the hog 
houses, with Mr. Helle standing beside it. 
This house, which is weatherstripped, sells at 
$15. In the end is a window which may be 
opened for ventilation, and which also allows 
the attendant to look into the interior without 
opening the door. 

Further interesting facts concerning Mr. 
Helle are that he is the father of ten sons, 
and he and his sons anaong them operate a total 
of’ seven sawmills in central Illinois. He, of 
course, is a subscriber to the AMERICAN LuM- 
BERMAN, which, he says, he “would not want to 
be without.” 

Mr. Helle does not indulge in fancy station- 
ery or employ expert stenographic service, but 
in a fetter written in pencil on a sheet of plain 
papershé gives some interesting facts as follows: 

“Tjust want to pass this idea along. I made 
an individual hog house 5x7 feet—bottom 2x4, 
all other dimension 2x2. It took about 175 feét 
of lumber, and the hardware cost 50 cents. (I 
sold it before it was finished for $10, and then 
sold two more in less than two hours. I am 
going to build them as fast as I can. E/ight- 
foot lumber works fine. I use odds and ends. 
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In this way I get better than $40 per thousand 
feet for my lumber, and $2 for the labor, which 
is a fair price. I am located right by the 
side of Route 30, and find no trouble in selling 
them.” 

This small-mill operator is doing what many 
regular lumber retailers have found to afford 
a profitable outlet for short-length lumber and 
utilization of their spare time—namely, in the 
construction of small farm buildings and acces- 
sories of various types. His enthusiasm for the 
idea and his success in readily disposing of these 
buildings, may suggest to some dealer the notion 
of carrying out a similar program. 





Company Managers Meet in 
Annual Conference 


MENOMONIE, Wis., Feb. 26.—The annual 
conference of yard managers of the O & N 
Lumber Co., held here recently, was attended 
by 34 managers. Morning and aiternoon ses- 
sions were held in the company’s office, with 
a dinner session at the Hotel Marion. The 
conference lasted two days and was devoted 
almost entirely to educating the managers as 
to how the company should carry on its oper- 
ations under the retail lumber and building ma- 
terial dealers’ code. Aside from this, part of 
the day was devoted to study of the new Johns 
Manville plan for financing home repairs, and 
to a discussion covering the company’s new 
line recently taken on, of farm implements. 
General Manager G. W. LaPointe, jr., stressed 
the importance of the entire organization com- 
plying 100 percent with the code; the necessity 
for continuing the policy of being retailers and 
retailers only, and the further necessity for 
intelligent salesmanship. 


———— 


Double Waterproof Paint 


Some months ago the AMERICAN LUMBERMAN 
made news mention of the patenting of a new 
paint making process by the O'Brien Varnish 
Co., South Bend, Ind. ‘This has resulted in the 
development of an entirely new paint liquid, 
made with thermolyzed tung oil, the base of 
which is a native Chinese drying oil possessing 
twice the natural waterproofing facility of pre- 
viously used oils. The O’Brien company is 
offering the new product under the name “Ex- 
terior Liquid Velvet,” known to the trade as 
X.L.V., which because of the use of tung oil in 
the new formula gives double waterproof pro- 
tection for the house or other building on which 
it is used, It is asserted by the manufacturer 
that this new paint will give efficient protection 
to out-of-door wood construction of every sort 
for twice as long a period as paints not having 
the tung oil ingredient. It appears that in this 
new discovery or development something revolu- 
tionary in paint making has transpired. It nat- 
urally follows that the dealers who stock it will 
thereby place themselves in a non-competitive 
position and reap profits accordingly. Inasmuch 
as free samples of X.L.V. and complete details 
concerning this new paint and its sales possi- 
bilities may be had without cost by addressing 
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the O’Brien Varnish Co., South Bend, Ind., it 
would seem wise for all dealers desirous of ex- 
tending their paint sales to investigate. 


"The Delfair Story" 


Under the above title the D. L. Fair Lum- 
ber Co., Louisville, Miss., has prepared a very 
interesting illustrated booklet telling about its 
products. This company is engaged in manu- 
facturing top quality lumber and dimension 
from virgin growth shortleaf timber, practically 
its entire production being from its own hold- 
ings. The lumber is cut with portable mills 
located in the standing timber which cut stock 
24% inches thick by whatever width the log 
will make, or size needed. The rough green 
lumber is immediately hauled by truck to the 
company’s remanufacturing plants located at 
Louisville, Bruce and Grenada, where it is 
remanufactured to 1-inch and 2-inch lumber, 
which process enables making a scientific selec- 
tion or grading, putting each particular type 
of lumber into its suitable finished product. 
After the lumber is manufactured into 1-inch 
or 2-inch stock it is double end trimmed, treated 
with chemical for prevention of sap stain, and 
kiln or air dried as the case may be. 

The entire process is described in this inter- 
esting booklet, together with other features use- 
ful to lumber buyers, such as a list of standard 
defects in yellow pine, tables of moisture con- 
tent and of weights and standard sizes of 
dressed lumber. Copies of this interesting and 
informative booklet may be had by addressing 
the D. L. Fair Lumber Co., Louisville, Miss. 





Opens New 


SANTA Ciara, Catir., Feb. 24.—Recently the 
Pacific Manufacturing Co., one of the outstand- 
ing manufacturing enterprises of the West, 
opened its new retail store and display room, 
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New Booklet on Farm Buildings 


Directly in line with the illustrated feature 
articles appearing in this and the Preceding 
issues of the AMERICAN LUMBERMAN —showing 
the need for rehabilitation of old farm buildings 
and construction of new ones—comes a booklet 
which admirably supplements their theme, 4 
copy should be in the hands of every lumber 
dealer. It is entitled “Practical Suggestions for 
Weatherproofing Farm Buildings.” It tells how 
good construction and proper insulation and 
ventilation of farm buildings increases the Own- 
er’s profits. Dairy barns, poultry houses, hog 
houses, machinery sheds, etc., as well as the 
farm home itself, are discussed in helpfyi 
fashion, with plenty of pictures that really jflys. 
trate the text. Dealers who want to be in pos 
tion to intelligently advise their farm customers 
should have a copy of this booklet handy. |; 
is obtainable upon request addressed to the 
Ruberoid Co., 95 Madison Ave., New York. 





To Renovize All Yards 


Cuico, Cair., Feb. 24.—The Diamond Match 
Co. has announced a policy of immediate re. 
pair and reconstruction of all buildings in jts 
47 yards and plants in northern California. 
Urging the public to follow its example, the 
company points out that the prices of building 
materials are bound to rise above the present 
level. Officials are convinced that a wave of 
buying is about to sweep the entire country, 


Retail Store 


manufacturing plant to which it is adjacent 
The plant proper covers more than six acres, 
and is equipped with the most modern machin- 
ery for fabrication of woodwork of all kinds. 
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One of the El Dorado cabins built by the Pacific Manufacturing Co., Santa Clara, Calif. 


marking another milestone of progress in the 
long and successful history of this concern, 
which extends over a period of fifty-five years. 

“Open house” was held for two days, during 
which time the public was invited to inspect 
not only the new store but the company’s huge 
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New retail store and display room of the Pacific Manufacturing Co., Santa Clara, Calif. 


The new retail store shelters the lumber de- 
partment and also displays full lines of builders 
materials and specialties, including paint and 
hardware. However, the intention of the com- 
pany is to have the building serve not only as 
a lumber and material sales office, but also to 
display various lines of woodwork produced 
in the manufacturing plant. In the display room 
is a revolving rack which holds 24 doors, all 
especially manufactured in the plant so that 
one side of each door displays one type and 
the other side another, thus making it possible 
to show 48 different styles of doors on the one 
rack, 

The base of the display windows is built up 
of various types of flooring, allowing showing 
the customer 12 different grades of flooring. 
Other specialty items, such as bird houses, 





greenhouses, dog houses, also are shown I 
completed form, and it is intended to add in the 
near future various examples of children’s play 
houses, fencing and other specialty products. 

There also is shown in the display room 4 
model kitchen complete with plumbing, break- 
fast set and casework. 

The company also produces a line of factory- 
built cabins, known as the “El Dorado” cabins. 
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Code Authority Acts on “Schedule B” 


WasnincTon, D. C., Feb. 26.—Adoption of 
amendments to Schedule B, that part of the 
Lumber Code which concerns trade practices, 
was the outstanding event in the final week of 
the meeting of the Lumber Code Authority, 
which adjourned Feb, 16 after having been in 
session since Jan. 29. It was a fatiguing grind, 
for the Authority as a whole met in the morn- 
ings and committees met in the afternoons and 
often far into the night. ' 

The committee on trade practices went into 
session at 7:30 o'clock on the evening of Feb. 14, 
for example, and did not complete its work 
until 3:30 the next morning, spending most of 
that time in working out definitions for a whole- 
saler and for recognized wholesale trade; even 
this long meeting was the culmination of sev- 
eral other meetings of like nature which have 
been called during the months which have in- 
tervened since the Code was drafted last sum- 
mer. At this last meeting, however, the com- 
mittee did finally agree on the necessary 
definitions. [They are printed in full at the 


bottom of this page—Epiror.] Then it was up 
to Harry T. Kendall, whose fair-mindedness as 
chairman of this committee has won him the 
repeated praise of all factions, to sit up most 
of the rest of the night and get a draft of the 
definitions ready for the Authority. 

A few hours later the Authority accepted 
the definitions, but instructed the executive off- 
cer to examine carefully all proposed additions 
and exceptions to Schedule B, with a view to 
eliminating inconsistencies, improving the text, 
consolidating separate provisions wherever feas- 
ible, substituting general rules for any specific 
details that may be found, and otherwise revis- 
ing without changing the content or meaning. 
The executive officer was also directed to dis- 
cuss the problem of additions and exceptions to 
Schedule B with NRA officials, and to plan for 
public hearings. 

One of the most important amendments sub- 
mitted for NRA approval would permit the 
establishment of qualified lists of distributors 
entitled to discounts. It would provide that 


persons claiming classification as distributors, 
and therefore entitled to receive discounts or 
other allowances from established minimum 
prices, make application to the Authority or to 
one or more of its administrative agencies for 
inclusion on the qualified list. Once placed on 
the list, a name could not be removed until it 
was determined that the person was no longer 
qualified, or unless the person was shown to be 
a code violator at a public hearing by the 
Authority. If the amendment is approved by 
the Administration no discounts from estab- 
lished minimum prices will be given to any 
whose name does not appear on the list. 

To settle the status of concentration yards 
the Authority resolved that all producers, manu- 
facturers and concentrators of lumber and tim- 
ber products are subject to the provisions of the 
Code, including those who carry on any one of 
these operations. A “concentration yard,” as 
the term is understood in the industry, can be 
defined as a person engaged in concentrating, 

Continued on page 49) 








houses, 
ywn in 
1 in the 
’s_ play 
lucts. 

room a 
break- 


actory- 
cabins. 


Approved Definitions of Wholesalers and Wholesale Trade 


AMENDMENTS TO SECTION | 


Section | (c) as amended: 


1. A wholesaler is a person actively and continuously engaged in 
buying lumber and timber products and selling and distributing the same 
exclusively to recognized wholesale trade, who maintains a sales organi- 
zation for this purpose, assumes credit risks and such other obligations 
as are incident to the transportation and distribution of lumber and timber 
products and at least 60 percent of whose sales in dollar volume of such 
products is to other than to his owners, stockholders, officers, partners, 
affliated firms, subsidiaries or parties directly or indirectly financially 
interested. 


2. A wholesale assembling and distributing yard is one maintaining 


adequate and permanent handling facilities; owned or leased and operated 
by itself; carrying a comprehensive assortment of lumber and timber 
products and selling exclusively to recognized wholesale trade; which 
maintains a sales organization for this purpose, assumes credit risks and 
such other obligations as are incident to the transportation and distribu- 
tién of such products and at least 60 percent of whose sales in dollar 
volume in such products is to others than to its owners, stockholders, 
officers, partners, affiliated firms, subsidiaries or parties directly or indi- 
rectly financially interested. 


3. An intercoastal wholesale lumber assembling and distributing 
yard on the Atlantic coast is one maintaining adequate and permanent 
handling facilities; owned or leased and operated by itself; carrying a 
comprehensive assortment of the products of the West Coast Logging 
& Lumber Division and selling exclusively to other recognized wholesale 
trade; which maintains a sales organization for this purpose, assumes 
credit risks and such other obligations as are incident to the trans- 
portation and distribution of such products and at least 60 percent of 
whose sales in dollar volume of such products is to other than to its 
owners, stockholders, officers, partners, affiliated firms, subsidiaries or 
parties directly or indirectly financially interested. Any manufacturer or 
wholesaler who places lumber and timber products of the West Coast 
Logging & Lumber Division on any dock, land, shed, warehouse or other 
place on the Atlantic coast for storage and/or distribution, shall in the sale 
of such products be subject to the provisions of this Subdivision govern- 
ing sales out of distributing yards. 


Subsection added to Section |: 


1. Recognized wholesale trade for softwoods is defined as follows: 
A sale of lumber and timber products in carload quantities or more (1) 
to wholesalers and retail lumber dealers, (2) to Departments of United 
States Government and to or for United States Government river and 
harbor work, (3) to and for railroads, (4) for “shipyards, underground 
work in mines, docks, dams and bridges, (5) to industrials for remanu- 
facturing or shipping purposes; in less than carload quantities (1) to 
tetail lumber dealers, wholesalers or manufacturers ‘of woodwork for 
resale, and (2) assembling and distributing yards shall sell softwood 
lumber to other recognized wholesale carload trade at not less than retail 


minimum prices but shall not be subject to the jurisdiction of the Retail 
Lumber Code. 


2. Recognized wholesale trade for hardwoods is defined as follows: 


A sale of hardwood lumber (1) to wholesalers and retail lumber dealers, 
(2) to Departments of United States Government and to or for United 
States Government river and harbor work, (3) to and for railroads, (4) 
for shipyards, underground work in mines, docks, dams and bridges, (5) 





to industrials for remanufacturing or shipping purposes. 


3. Nothing in the foregoing definitions of “recognized wholesale 
trade” shall apply to logs, poles, piling or railroad ties. 


Subsection added to Section |: 


Except for retail sales at the mill, a manufacturer shall also be 
classed as a wholesaler as defined herein. 


AMENDMENTS TO SECTION 2 


Insert after Subsection (a): 


(aa) A retailer may qualify as a wholesaler and be allowed up to 
the maximum wholesale discount on such portion of his sales of lumber 
and timber products as are made by direct mill shipment in carload quan- 
tities or more to Department of United States Government and to or for 
United States Government river and harbor work. He may also qualify 
as a wholesaler and be allowed up to one-half the maximum wholesale 
discount on such portion of his sales of lumber and timber products as 
are made by direct mill shipment in carload quantities or more to other 
recognized wholesale trade except to other retailers and to his owners, 
stockholders, officers, partners, affiliated firms, subsidiaries, or parties 
directly or indirectly financially interested. 


Add for Oak Flooring Division: 


(aa) A retailer who stocks and distributes oak flooring may 
qualify as a wholesaler and be allowed up to the maximum wholesale 
discount on such portion of his sales of said product as are made to 
recognized wholesale trade for hardwoods to other than to his owners, 
stockholders, officers, partners, affiliated firms, subsidiaries or parties 
directly or indirectly financially interested, except that sales to other 
retailers on which a wholesale discount is allowed must be made to 
retailers beyond the corporate limits of the city in which said distributor 
is located. The Division may require from said retailer such reports as 
it deems necessary to establish qualification under this definition. 


Add for Maple, Beech & Birch Flooring Division: 


(aa) A retailer who stocks and distributes maple, beech and birch 
flooring may qualify as a wholesaler and be allowed up to the maximum 
wholesale discount on such portion of his sales of said products as are 
made to recognized wholesale trade for hardwoods to other than to his 
owners, stockholders, officers, partners, affiliated firms, subsidiaries or 
parties directly or indirectly financially interested. The Division may 
require from said retailer such reports as it deems necessary to establish 
qualification under this definition. 


Insert after Subsection (aa): 


(aaa) Distributors who claim discounts and commissions for the 
sale of lumber and timber products must qualify under the definitions for 
distributors established by the Division or Subdivision agency having 
jurisdiction over the product sold. 


Add to Subsection (b): 


a itehcwies As a condition of the grant of wholesale discounts, a retailer 
qualifying as a. wholesaler shall not rebate or allow any part of said 
discount to any customer, or sell or offer to sell any item of lumber or 
timber products under the minimum prices established as provided in 
this Code; and he shall conform to all provisions of this Code, as they 
apply ta him in the sale and distribution of each species. 
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Believe That Fair Prices Need No Apology— 
State Retail Code Unanimously Adopted— 
Want Dealer Distribution in All the Codes 


MILWAUKEE, Wis., Feb. 15.—With a total 
registration of 1,948—members, exhibitors and 
guests—fully more than 600 above last year 
and closely approaching the all-time attendance 
record, the Wisconsin Retail Lumbermen’s As- 
sociation brought its forty-fourth convention to 
a thrilling conclusion this afternoon, after three 
days of profitable and fruitful discussion of the 
problems of the industry under the “New Deal” 
and the National Industrial Recovery Act. No 
convention in recent years was so attractive, 
as is witnessed by the fact that 81 percent 
of the total membership was in attendance. 


Told "Don't Pass the Buck" 


“Don't Pass the Buck” was the slogan of 
this year’s convention. As the curtain arose 
on the initial session, this slogan appeared in 
big letters on a sign stretching across the ros- 
trum, and allusions to it were frequent through- 
out all sessions. It was the last word spoken 
by President John L. Burt as his gavel brought 
the convention to a close. The explanation was 
bulletined to the membership thus: 

When you are asked by a customer to re- 
duce your price, do not tell him, “The Code 
prevents me—NRA won't let me—the Gov- 
ernment prohibits it.” These are poor ex- 
cuses. Stand on your own feet. The reason 
you must get the price is because you must 
have it in order to take care of your ex- 
penses and the of doing business. The 
Mode does not provide a profit except for a 
few dealers who have a very low cost of 
operation. 

When you file a price, that is your price. 
Tell your customers that you can not sell 
lower because you can not continue in busi- 
ness at less. You have been selling below 
these prices in the past, but you can not 
continue to do it longer. You are working 
shorter hours, paying more wages, and the 
cost of your merchandise has increased. Why 
try and pass the buck? Stand up like a man 
for your own rights and be able to justify 
what you say. Price protection provided in 
the Code by the Mode should be satisfactory 
to every dealer and to the building public. 
Every consumer is fairly treated, and no 
longer is it necessary for the dealer to “Rob 
Peter to pay Paul.” 


State Code Unanimously Adopted 


How well the association’s Code committee 
did its work in drafting a State Code (under 
Chapter 476, Wisconsin Laws of 1933, known 
as the Wisconsin Industrial Recovery Act, sup- 
plementing the National Act and covering intra- 
state business) is indicated by the fact that the 
State Code was adopted without a single dis- 
senting vote. Moreover, the committee per- 
sonnel was drafted intact as the Code Authority. 
The State Code parallels the National Code 
in all respects, save as intrastate business is 
concerned as distinguished from interstate busi- 
ness. Its giving the State administrator some- 
what more liberal authority than the National 
Code was entirely acceptable, in view of the 
firm determination expressed on every hand to 
abide by the Code in a wholehearted and sin- 
cere manner as the salvation of the industry. 
The State Code covers carlot as well as less- 
than-carlot business, for it is expected that the 
carlot clause in the National Code, which has 
been stayed, will eventually be adopted. In 
case this is not done, the State Code may readily 
be modified accordingly. 

A resolution of thanks to the Code committee 
offered by Past President S. S. Solie of Janes- 
ville, Wis., and unanimously adopted, expressed 
“a grateful appreciation and thanks to President 


cost 


Jack L. Burt; Secretary Don S. Montgomery 
and Hawley W. Wilbur, George W. LaPointe, 
jr., A. C. Linsday, and F. C. Cole,” for their 
services in connection with the National and 
State Codes. 

Another resolution of major importance re- 
specting the Codes adopted unanimously by the 
convention condemned provisions for sales direct 
to the consumer, and registered determined dis- 
approval of and opposition to all provisions in 
any Code of Fair Competition which do not 
recognize a fair and reasonable policy of dealer 
distribution. 


Home Loan Campaign Wins Praise 


While the Codes were a major subject of 
discussion throughout the convention, the matter 
of getting new business and the development of 
markets for the retail lumberman was treated 
in high relief by a number of speakers. The 
campaign inaugurated by the AMERICAN LuM- 
BERMAN to extend home owners’ loans to finance 
home construction as well as modernization was 
emphasized as one of the truly great contribu- 
tions to the welfare of the industry. In address- 
ing the convention on the subject, “Who Is 
Going to Buy Your Lumber and What Are 
They Going to Pay for It With?” J. R. Mc- 
Quillan, Madison, State director of the Home 
Owners Loan Corporation for Wisconsin, said: 

“The AMERICAN LUMBERMAN, your trade 
journal, is generally credited with being the 
first and prime mover in the campaign which 
has caused the introduction before the 
ond session of the seventy-third Congress of 
Bill HR 6460, which, if passed, will without 
question increase the scope of operations of 
the HOLC and will make it possible to include 
in its program both remodeling and modern- 
izing and the larger and wider field of new 
home construction.” 

Mr. McQuillan said that under the author- 
ity of the HOLC to finance repairs necessary 
for the protection of the security of loans, 
a program not developed at the outset and 
held back by weather conditions in this ter- 
ritory, nevertheless contracts approved in 
Wisconsin in January this year aggregated 
approximately $100,000. While the greater 
portion goes into painting contracts, he said, 
every industry gets some benefit from that, 
in the stimulation which it provides. The 
repair work to be approved during the next 
sixty to ninety days, and which will be in 
progress this coming spring, will provide 
work and pay for a good number of work- 
men and benefit the retail lumber industry 
more and more effectively. 

The speaker also said that the surplus of 
homes which was generally spoken of as be- 
ing sufficient to take care of the demands for 
a great many years to come is no longer a 
surplus, and that a return to regular employ- 
ment for even a part of the unemployed will 
cause the immediate spreading out of thou- 
sands of families, which will seek the en- 
joyment and pleasure of separate living quar- 
ters. He said this situation has been care- 
fully canvassed by competent authorities and 
reveals that an actual shortage of homes 
will exist, rather than a surplus. When this 
time comes, and he added that it is not far 
away now, the facilities of the HOLC will 
be available to handle the problem which this 
enlarged program brings. As a final word, 
Mr. McQuillan said: 

“The future of your business is vitally con- 
cerned in the work of the Home Owners Loan 
Corporation, as well as the pending legisla- 


sec- 


tion in Congress. By being active and co- 
operating in our program, you are accom- 
plishing a two-fold object, in the develop- 


ment of home ownership and in improving 
your own business.-through the. belp of the 
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IS, WISCONSIN RETAIL SLOGAN 


Federal Home Building Finance Program Is 
Commended—Told Meeting New Competi- 
tion will Require More Powerful Sales Appeal 
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Federal Government. Here, then, is the 
puyer of your products, and here also is the 
money to pay for what is bought.” 


Competition to Be Different But Keen 


Speaking on “Do We Have to Change Many 
of Our Old Ideas of Doing Business,” C. K. 
Arp, of the Pantzer Lumber Co., Sheboygan, 
Wis., said that if. he were a minister instead of 
a purveyor of 2 x 4's, he would attempt to 
preach a sermon and take as his text “Chap- 
ter B, Verses 1 to 11 inclusive” of the Code 
of Fair Competition. There is a confession 
never before written in better words, he said. 
2Zuinous competition throughout the entire 
pbuilding industry has played the major part 
in placing the retail lumberman where he is 
today, with confidence of the public lost. As 
one of the first of the retail lines to be 
granted the opportunity to try out a more 
sound price policy, the lumber dealer, he said, 
must prove the ever-recognized fact that 
in the retail business an announced price for 
merchandise is sound. The buying public is 
entitled to know that it is buying at a rock 
bottom figure and will be assured that every- 
one else is buying at the same figure from 
any one dealer. Mr. Arp said he disagreed 
with those who say that with an open price 
policy, competition will be eliminated, add- 
ing that it is his belief that real competition 
will be more keen under the new order than 
ever before. The energy of the retail dealer 
previously spent in dickering will be diverted 
to intelligent merchandising, and on this 
higher plane the successful dealer will give 
more attention to such subjects as lower cost 
of distribution, character of concern, close re- 
lationship between salesman and customer, 
quality of merchandise, expert advice, display 
and advertising, co-operation with manufac- 
turers, and financing. 


Must Make Public Building-Minded 


He added that advertising will be injected 
into the picture, and recommended that the 
building industry must get busy with an ad- 
vertising and promotional campaign which 
will develop a building-mindeda public, for, 
without a buyer, all the Codes, rules and reg- 
ulations are for naught. The various trade 
journals and especially those building publi- 
cations intended for the buying public have 
been in reality working for the lumber and 
building material industry, he said, adding 
the question, “Have we recognized the value 
of this medium of building promotion?” and 
answering, “We should do our part in sup- 
porting their excellent work!” 


Making Yard Appeal to Consumer 


Leslie H. Ross, of the Fuller-Goodman Co., 
Oshkosh, Wis., in a paper discussing “Dealer 
Advertising That Actually Means Anything to 
the Consumer,” made mention of the changes 
in advertising made necessary by the Codes, 
more especially the elimination of price appeal. 





An interesting exhibit at the Wisconsin Retail 
Lumbermen's Association Convention held in Mil- 
waukee last week was that arranged by the Metro- 
politan Lumber Co., Milwaukee, showing products 
of the Kinzua Pine Mills, Kinzua, Ore., and the 
Red River Lumber Co., Westwood, Calif. At left 
are seen a section of log cabin siding and a big 
book, the leaves of which are samples of Ponderosa 
pine; supplied by the Kinzua company. The house 
section at right showing use of clear Ponderosa 
bevel siding was supplied by the Red River com- 
pany, which also contributed the wide piece of 
sugar pine seen at extreme. right 


Due to lack of time, Mr. Ross withdrew as 
speaker, but his address, which will be bulle- 
tined to members, says in part: 

A short study of the various forms of re- 
tail lumber advertising and its consumer ap- 
peal can best be carried on by discussing a 
retail lumber yard in the average town. First 
of all, how do the sheds look? Is the stock 
neatly piled and clean? Do the sheds and office 
need outside paint, and new signs? A thor- 
ough cleaning up this spring would certainly 
appeal to the consumer. How about the of- 
fice? Is it clean? Does the visiting consumer 
receive a welcome? Will he see neat shelves 
of merchandise? Fresh display boards? 
Tasteful window displays? Does the consumer 
receive courteous, prompt attention? All 
these things mean a lot to the consumer. 

Mr. Ross also suggested attention to sign- 
boards in the country, motor truck signs and 
similar things meant to attract consumer at- 
tention. He recommended a well-planned di- 
rect mail campaign of about six mailings a 
year, seasonal in character; goodwill advertis- 
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ing, especially to the customers of tomorrow, 
the children; a house organ, county fair dis- 
plays; downtown window displays. Relative to 
newspaper advertising he said that consistent, 
well placed publicity, calling the consumer's 
attention to building products in their proper 
season, performs certain functions the dealer 
ean not overlook. First, it gives him a fixed 
place among the other merchants in the com- 
munity and appeals to the loyalty of the 
customer. Second, it carries the direct mes- 
sage regarding the quality of the merchan- 
dise he handles and his ability to serve the 
reader. Mr. Ross also said that radio broad- 
casting by retail lumber merchants ap- 
proaches the consumer from quite a different 
angle than other forms of advertising, since 
the spoken word, with its personal appeal, 
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advertising products at the psychological 
time, creates much consumer interest. He 
said that broadcasts he has heard on roofing, 
insulation, fuel and other items have: been 
very attractive and brought good results to 
the dealer. Mr. Ross added that in looking 
over the list of exhibitors at the convention 
he sees the names of many exhibitors who 
have developed for the dealer direct-mail and 
other advertising plans that can be used to 
form the nucleus around which’to build~an 
advertising campaign for a retail yard in 
the average town. 


Fair Dealing Needs No Apology 

Discussing “Co-operative Buying,” George W. 
LaPointe, jr., of the O. & N. Lumber Co., 
Menomonie, Wis., said first of all it is neces- 
sary to differentiate between pool buying and 
co-operative buying. He saw no objection to 
pool buying, enabling neighboring dealers to 
effect substantial savings in freight, but objects 
to co-operative buying which is designed to ob- 
tain an advantage over competitors, and which 
is an invasion of the wholesale field. He said 
the industry should stand definitely on the prin- 
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ciple that retailers should be only retailers, and 
wholesalers be wholesalers, and manufacturers 
be manufacturers, and do nothing that would 
defeat the ultimate success of this program. 
Mr. LaPointe, who had a large part of the Code 
work, concluded with this advice: 

Retail lumber dealers should avoid discuss- 
ing the Code with their customers. Above 
all, they should not use it as an excuse for 
their not being able to meet competitive 
prices, give discounts ete. A person who does 
not thoroughly understand the Mode cost 
may easily form the conclusion that the 
Code permits price fixing and monopolies. 
It does not permit price fixing nor does it 
permit monopolies. Furthermore, it does not 
divide territory. It simply provides that no 
dealer can sell below cost, and if we use the 
Code as an excuse for not continuing some 
of the things we have done-in the past, the 
reaction is all going to come back on us. We 
should sell our merchandise in a business- 
like way, and our prices should be our prices, 
without any excuses. Then we will express 
the spirit of the Wisconsin Retail Lumber- 
men’s Association, which is “A Fair Deal for 
All and No Special Favors.” 


Don Critchfield, of Kansas City, Mo., man- 
ager of the Forest Products Better Paint 
Campaign, presented a graphic picture of “How 
Low Grade Paints Are Destroying Our Lum- 
ber Markets.” 


All Officers Are Re-elected 


All officers were re-elected at the closing ses- 
sion, John L. Burt, of the Johnson-Burt Lum- 
ber Co., Wausau, Wis., being accorded a well- 
merited second term as president, and Don S. 
Montgomery, of Milwaukee, secretary and 
treasurer since 1916, being returned to this of- 
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fice by a unanimous and rather vociferous vote. 
Dan O. Head, of Kenosha, Wis., was re-elected 
treasurer. Elliott Kiser, of Cameron, Wis., 
and Archie Middleton, of Ripon, Wis., were 
elected directors. 

F. D. Abell, of Waukesha, was re-elected 
president, and Don Montgomery, of Milwaukee, 
re-elected secretary-treasurer, of the Retail 
Lumbermen’s Mutual Insurance Co. at the thir- 
ty-seventh annual meeting, held in conjunction 
with the State convention. H. L. Meyer, of 
Hilbert, and H. E. Beckwith, of Chetek, were 


re-elected directors. 


"How Dumb Am | on the Code?" 


The convention was brought to an interesting 
close with the annual session of the “Royal 
Order of Dumb-Bells” at luncheon. The ques- 
tion box revolved around the subject, “How 
Dumb Am I on the Code,” and a most profitable 
discussion ensued. On the morning of the 
same day the Wisconsin Retail Lumber & Build- 
ing Material Code Authority, Division No. 28, 
Wisconsin and Upper Michigan, held its first 
annual meeting, to which all members of the 
association were invited. All of the chairmen 
of the twenty-nine Subdivisions appeared to 
meet with the executive committee. 

The main arena of the Milwaukee Auditorium 
was filled to capacity with convention exhibits, 
the number of exhibitors being more than one 
hundred and much larger than in any recent 
year. As customary, Secretary Montgomery 
arranged the convention program so that mem- 
bers were given ample time to view exhibits, 
and exhibitors had ample opportunity to inter- 
view visitors. 

A Hoo-Hoo dinner and rally on the evening 
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of the opening day of the convention inaugy. 
rated the social program. B. F. Springer 
of the John Schroeder Lumber Co., Milwaukee 
Grand Snark of the Universe, who has kept 
Hoo-Hoo alive in this region, presided and 
presented as the guest speaker Harry E. Calq. 
well, of Minneapolis, who is executive secretary 
of the committee which is reorganizing Hoo. 
Hoo on a National basis. Much enthusiasm 
was manifested on Mr. Caldwell’s stirring appeal 
for restoration of the Order to its former high 
place in the lumber industry as a whole, espe. 
cially in its educational aspect. 


Social Program Is Highly Enjoyed 


Later in the evening the men rejoined the 
ladies in an informal convention dance. Op 
the following evening was held the association's 
annual dinner-dance and cabaret. These events 
were held at the Hotel Schroeder. 

The Schroeder also was headquarters for 
ladies’ activities, conducted under the auspices 
of the Ladies Auxiliary by. Mrs. Wells D, 
Church, of Walworth, president; Mrs. A. F, 
Roedell, of Beaver Dam, vice president; Mrs, 
Don S. Montgomery, of Milwaukee, secretary 
and treasurer, and Mrs. W. A. Schneider, of 
Milwaukee, general chairman of entertainment, 
The highlight of the opening luncheon was a 
piano recital by Dorothy Ellen Ford, of Chi- 
cago, daughter of Mr. and Mrs. A. L. Ford, 
of the AMERICAN LUMBERMAN. A _ bridge 
party was given on the afternoon of the second 
day. The attendance of ladies was the largest 
in at least four years, and their activities 
reached the highest point in enjoyment of all 
time, according to the compliments expressed 
to the officers and entertainment chairman. 


Commission Lumber Salesmen Hold Annual 


Cotumeus, Oun10, Feb. 26.—Ray Weiss, chief 
of the Trade Practices department of the Lum- 
ber Code Authority, was the principal speaker 
before the well attended annual meeting of the 
National Association of Commission Lumber 
Salesmen held at the Deshler-Wallick Hotel, 
here, Feb. 26 to 28. He brought a message for 
the commission men in part as follows: 


My object in coming here is to reassure 
you that the commission salesman will con- 
tinue to occupy, as he has in the past, an im- 
portant place in the distribution of lumber 
and timber products; that notwithstanding 
the present situation, which appears to elim- 
inate him from the picture, or at least seri- 
ously to handicap his business opportunities, 
corrections to eliminate inequalities will be 
made before any code amendments are ap- 
proved by the Administrator. 

I see no reason why I should not speak 


frankly to you of the reasons why the Au- 
thority took the action it did. While the 
lumber commission salesman, who in fact 


acts as a distributor for the manufacturer or 
wholesaler, may expect to continue as he 
has in the past, it is the very definite pur- 
pose of the Authority to avoid granting com- 
missions to persons who, notwithstanding the 
fact that they label themselves commission 
salesmen, are in fact buyers’ agents and 
serve the buyer rather than the seller. 

I would like to .impress upon you the 
necessity, for your own self-protection, of 
establishing a strong national organization 
with sufficient finances to permit you to 
protect your interests It seems to be clear 
that problems will be continuously arising 
which will affect the business. of the com- 
mission salesman, and unless you are pre- 
pared to advise the Authority and otherwise 
protect your interests, some inequalities are 
unavoidable. 

The individual commission salesman should 
look upon his dues to the association as in 
the nature of insurance. While the manu- 
facturers have no desire to be unfair in their 
relations to commission salesmen, the code 
involves hundreds of complex problems of 
administration, and unless pertinent facts 
bearing on the interests of the group affected 
are brought to the attention of the Authority 
it has no way of determining the effects of 


action which it contemplates taking. 

Obviously, I can not repudiate action al- 
ready taken by the Authority, but at the 
same time I think we can forecast that the 
action taken is not necessarily final and 
that we on the staff are fully sympathetic 
with the problems of the commission sales- 
man and will do out best to see that his 
interests are protected. 


I can make no promise that action taken 
by the Authority will be changed but I can 
say that we will undertake to keep you ad- 
vised when your interests are involved, and 
will make every effort to see that the Au- 
thority understands your problems if you 
will co-operate with us in building up a 
strong natioral organization. 


President Rodney E. Brown in his opening 
address said in part, with particular attention 
to the proposed addition to Schedule B, ap- 
proved by the Code Authority and slated for 
submission to the NRA for final approval: 


As evidenced by the early January hear- 
ing of complaints before the NRA in which 
Lumber Code Authority was sustained in 
practically every instance, I believe we 
should thoroughly canvass the Code Author- 
ity members again to ascertain just where 
our opposition lies and why, I believe we 
should use every favorable means with the 
small, medium and even the large manufac- 
turers who do not maintain salaried organ- 
izations, to have them protest directlv to the 
NRA on the grounds that they, rather than 
we, are the ones discriminated against and 
that, if in the judgment of your control com- 
mittee, it is wise to do so, we employ com- 
petent legal talent to put our case before 
NRA in understandable form. Personally, I 
am not alarmed over the outlook for cam- 
mission men. I believe that we are in bet- 


ter shape today than we have ever been 
before. 
This disturbing situation, which I have 


touched upon (that is, 4 B), ean and will be 
overcome. Our case can be handled and 
won by the mills which have in the past 
and uncoubtedly will in the future demand 
our services. If we simply get our story 
before thém, they, in my humble opinion are 
cur shortest argument and best assets. 


New officers will be elected at the session to 
be held Feb. 28. The constitution and by laws 
were amended to bring them into line with the 
code set up, and will permit the commission men 
to come under the code as a distinct group. 

The convention was attended by members and 
delegates from all sections of the country. 





Renovating Large Western 
Lumber Plant 


SoutH Benp, WAsH., Feb. 23.—The South 
Bend units of the Willapa Harbor Lumber 
Mills will be completely renovated and placed 
in full operation by the last of March, J. W. 
Lewis, manager of the mills, announced here 
following a conference this week with officials 
of the Weyerhaeuser Timber Co. in Tacoma. 
The South Bend units, operated by the Lewis 
Mills & Timber Co. before the merger with the 
Weyerhaeuser interests, have been closed for 
the last three years. 

Crew of workmen were placed at work by 
Mr. Lewis immediately following the announce- 
ment, installing two new watertube boilers, 
erecting a 175-foot smokestack, and overhauling 
the plant, generally including rebuilding the 
docks, rebuilding the planer mill, and dredging 
a berth for ships in front of the docks. 

The South Bend units, according to Mr. 
Lewis, will have a daily capacity of about 160.- 
000 feet, and will increase the daily production 
of the Willapa Harbor mills to more than 
600,000 feet. Approximately 100 men will be 
employed at the unit here. William Turner, 
plant superintendent for the company, will su- 
pervise operation of the new unit. John David- 
son has been appointed foreman of the sawmill. 

The mill will cut on general lumber orders 
at first, although it may go on specialized cut- 
ting later. Sales and accounting will be con- 


ducted at the company’s general offices in Ray- 
mond. With addition of the new unit, the com- 
pany will increase its logging operations. 
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NORTH DAKOTANS 
REPORT AN UP-TURN 


Federal Expenditures Have Increased Farm Buying—Adequate Home Financing 
Promised — Favor Missouri Diversion to Provide Needed Moisture for Crops— 
Warned of Dangers of Crop Reduction Program 


Farco, N. D., Feb. 26—Study of the Lum- 
ber and Building Material Codes, and of the 
Federal credit agencies as they are likely to af- 
fect the lumber trade, were responsible for 
drawing to the twenty-seventh annual conven- 
tion of the North Dakota Retail Lumbermen’s 
Association, held in Fargo, Feb. 20 and 21, the 
largest attendance for several years. Nearly 
three hundred dealers and salesmen attended— 
an increase of nearly 50 percent over last year. 

Reflecting the uptrend in business (noticeable 
in the State since September, 1933, when Gov- 
ernment credit agencies began refinancing 
homes and farms), the convention was the most 
enthusiastic held in the last four years, accord- 
ing to officials. 

C. O. Bystrom, Central Lumber Co., Fargo, 
was elected president, to succeed Ben L. Grotte, 
Grotte Lumber Co., Valley City. J. L. Odette, 
Minot, Minot Lumber Co., was named vice 
president. Jack Grant, Fargo, Interior Lumber 
Co., was re-elected treasurer, and Floyd Lavelle, 
Fargo, White Lumber Co., was re-elected sec- 
retary, having served the association for several 
years in those capacities. Directors are the re- 
tiring president, Mr. Grotte; Lee Piper, Minot, 
Midwest Lumber Co., who holds over, and 
John L. Howe, Carrington, Carrington Lumber 
Co., newly elected. 

The convention as a whole ratified action to 
organize the North Dakota Retail Lumber & 
Building Material Code Authority, as the divi- 
sional agency for North Dakota, Division 
No, 18. 

Favor Missouri River Diversion. 


Pointing out its distinct advantages to the 
progress of the State as a whole, and to the 
lumber trade in particular, the association went 
on record favoring the Missouri River Diver- 
sion Project, now under consideration by Con- 
gress, through which flood waters of the Mis- 
souri would be diverted from the main channel 
of the river into low or dry lake beds of North 
Dakota, and into streams that have diminished 
in size. The natural rainfall of the State has 
been seriously reduced, falling a total of some 
six feet below normal during the last ten or 
twelve years. The lumbermen will urge sena- 
tors and congressmen to work for passage of 
the bill, a project that also is expected to take 
care of the unemployment situation in the State 
for years. 

The convention expressed special apprecia- 
tion to Ormie C. Lance, secretary of the North- 
western Lumbermen’s Association, and to other 
officers of that association, for their services in 
working out the Lumber Code, and for special 
help given North Dakota dealers. Mr. Lance 
talked on the Retail Lumber & Building Ma- 
terial Code at the opening session the afternoon 
of Feb. 20. The Code hour and wage provi- 
sions in North Dakota are for a 40-hour week, 
and a minimum of 35 cents an hour, he said. 
He stressed the fair trade practice regulations 
of the Code, especially those parts prohibiting 
false advertising, substitution of inferior grades 
of material, and sales below cost. “Only 
through strict enforcement of the code can the 
whole recovery program make any headway,” 
he declared. 


Explains Retail Coal Code 
Wes Keller, Minneapolis, secretary of the 


Northwest Retail Coal Dealers’ Association, 
discussed the retail solid fuel code, which Presi- 
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dent Roosevelt signed Feb. 14, and which will 
become effective Feb. 26. It represents seven 
months’ work by the Code committee at Wash- 
ington, 

“The new price control feature promul- 
gated by the National Recovery Administra- 
tion has been inserted in the Retail Coal Code, 
which provides, where emergency exists in the 
industry or trade area by reason of destruc- 
tive price cutting, that the Division Code Au- 
thority will conduct a hearing and establish the 
lowest reasonable cost below which coal cannot 
be sold in such area,” said Mr. Keller. 


Hoo-Hoo—Entertainment—Estimating 


Harry E. Caldwell, Minneapolis, executive 
secretary of Hoo-Hoo, now being on a tour 
that will take him down the Pacific coast, pre- 
sented plans for reorganization of this Order, 
and steps were taken to form a local chapter. 

Lumbermen attended special wrestling and 
boxing matches, arranged for their entertain- 
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ment, at the Elks Club—the opening, and a 
frolic at the Waldorf Hotel, headquarters of 
the convention. 

Wednesday morning was a slumber party un- 
til 10 a. m., when dealers went to school again, 
A. W. Holt, Chicago, conducting a short course 
in rapid estimating. 


Tells About Federal Home Finance 


The plan to finance the building of new 
homes, and long-deferred improvements, for the 
owners of America’s 10 million urban homes, 
by speeding up the flow of private capital into 
sound home mortgage loans, aided by a match- 
ing of Federal funds up to $100,000 in each 
community, was emphasized Wednesday after- 
noon in a speech by John Nystul, Fargo, field 
organizer for North and South Dakota of the 
Federal Home Loan Bank Board of Washing- 
ton. 

Mr. Nystul also stressed the part which Fed- 
eral Savings & Associations, as local 
thrift institutions, are destined to play in cre- 
ating new funds for urban home loan invest- 
ment, and urged lumbermen of the Northwest 
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to consider seriously the opportunity afforded 
the prospective home builder through the 
agency of these associations. In part he said: 
No steps will be taken to form Federal Sav- 
ings & Loan Associations in communities where 
local sponsorship and initiative are lacking, or 
where existing home financing agencies are able 
and willing to meet the needs of home owners. 
The Government is strongly opposed to artificial 
stimulation of home construction. Nothing 
would cause greater injury than unwarranted 
building or superfluous mortgage money in 
communities where housing facilities are ade- 
quate. The financing needs of any community, 
therefore, must be judged solely by the demand 
for loans from home owners who are willing 
and financially able to assume the cost. Specu- 
lative builders and commercial interests which 
seek a profit in handling mortgage money, for 
which there is no valid outlet in the form of a 
genuine housing shortage, should not be en- 
couraged. These interests a few years ago mis- 
led a great many people into buying homes on 
a shoe-string, and borrowing far beyond their 
means. Defaults, tax delinquencies and wide- 
spread foreclosure action were the inevitable 
consequence. That mistake can not be repeated. 
The obvious, pressing problem is to see that 
money is provided for sound home loans wher- 
ever existing institutions are either inadequate 
or unwilling to meet the need. With recovery 
under way, thousands of home owners are now 
ready to undertake long-postponed alterations, 
provided they can obtain mortgage credit. 


Federal Funds Increased Yard Sales 


Speaking on “How Many Lumber Dollars in 
North Dakota in 1934,” M. O. Ryan, executive 
secretary of the Greater North Dakota Associ- 
ation, told lumbermen that farm repair and 
construction in the State are at a new low 
point, and that farm revenue, which promises in 
1934 to exceed that of the past two years, can 
safely be interpreted in increased lumber buy- 
ing on farms and in the cities. The Federal 
Government through Jan. 31 has expended a to- 
total of $45,273,000 in North Dakota through all 
funds, some of which have been apportioned 
but not yet utilized. Some of this money in the 
form of Federal Land Bank loans, home own- 
ers’ loans and so on, has caused a demand for 
lumber and hardware for use in repairing and 
constructing additional farm housing units. 


Dangers of Crop Reduction Plan 


“Numerous suggestions are being made to 
congressional committees and to the United 
State Department of Agriculture as to how ad- 
ditional acreage should be withheld from pro- 
duction of cash crops. Therein lies a real dan- 
ger, for such industries as the lumber busi- 
ness. Grazing and other types of production 
which do not bring into play concentrated farm- 
ing, will materially reduce the potential revenue 
to any State or any section. Future legislation 
along this line must be critically watched_by 
the lumber industry, because of its future effect 
on farm revenues.” 

———_—___— 

AN AVERAGE RAT on an average farm, it is 
estimated, does about $2 worth of damage a 
year. The U. S. Biological Survey is urging 
farmers to buy 50 cents’ worth of prepared 
poison and do away with many of these rodents, 
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Western Retailers are Pleased With 


See Code 


SPOKANE, WASH., Feb. 24.—The code word 
of the 3ist annual convention of the Western 
Retail Lumbermen’s Association held here this 
week, was “Change,” the pass word was “Opti- 
mism” and the theme song was “Happiness.” 

It was a change from the convention held a 
year ago in Portland. It was hard to see any 
clear sky ahead then although Wes Anderson, 
who was at that time elected president, predicted 
a “new deal” was coming. At the Hoo-Hoo 
Club luncheon, Friday, President Anderson 
commented jocularly on his election a year ago. 
He said the boys of the Northwest at that time 
couldn’t see anything but gloom and despair 
ahead for the association and none of them 
wanted the responsibility of guiding it through 
the coming year, so wished the job on him, an 
unsophisticated country town boy from Utah, 
and they had said to themselves: “This asso- 
ciation with its $80 in the treasury won't last 
more than two or three months and then it will 
look like the boy from Utah wasn’t able to 
measure up to the job.” “But,” President An- 
derson said, “the new deal came along and Roy 
(the secretary) and I have been doing a pretty 
good business. And here we are; we have the 
finest convention in years, many new members 
and a h—I! of a lot more money and everybody 
is happy.” 

The famous Davenport Hotel, scene of all 
the convention activities, was full to overflow- 
ing. Even the weather caught the spirit of the 
new deal and smiled from morning until night 
each day. And the ladies were so happy they 
could smile when some other lady drew the 
lucky number for the prizes given’at each ses- 
sion. You could ask each member separately 
what the keynote of the convention was and he 
would tell you: “The changed spirit,” “opti- 
mism” or some synonym for those words. It 
was unanimous. Are we on the road out? The 
answer was unanimous: “Yes!’” 

The opening session Wednesday morning was 
short and formal, adjourning early in order 
that members might visit the displays of build- 
ing materials on the balcony. 

President W. W. Anderson, Logan, Utah, 
presided. After two charming musical selec- 
tions by KHQ artists, Dr. Joel Harper of 
Westminster Congregational Church gave the 
invocation. 

Mayor Leonard Funk welcomed the lumber- 
men to the city and Carl Blackstock, Blackstock 
Lumber Co., Seattle, responded. 

President Anderson very briefly recounted 
some of the high lights of the association work 
during the past year. He brought up one sub- 
ject that he had discussed at the convention a 
year ago, namely the cost of financing home 
building. Mr. Anderson continues to urge the 
importance of this subject. He pointed out that 
in his State (Utah) the cost of financing home 
building through the building loan organizations 
has been reduced 20 percent during the past 
year, and it is expected that they will be able 
to reduce rates further to probably 6% percent, 
which will be a reduction of about 40 percent 
from rates obtained prior to last year. 

He spoke of the splendid progress the associa- 
tion has made in setting up the Code adminis- 
tration machinery, and expressed the opinion 
that the Code organization will in no way take 
the place of association activities, which should 
and will be carried on as effectively as ever. 


Describes Farm Survey Program 


Wednesday afternoon the first subject was the 
National Farm Home Survey, described by L. J. 
Smith, head of the department of agricultural 
engineering, Washington State College, Pull- 
man, Wash. 

This is a nationwide survey of farm home 
conditions being made by the Bureau of Agricul- 


as the Controlling Influence the Industry Needs, But 


tural Engineering. The object is to measure 
the potential demand for home improvements 
on the farm; to determine what improvements 
are needed and what financing is necessary. 


About 8,000 homes are being studied in each 
State. 
Among questions reported on are: Type of 


farm; Owner or renter, race of farmer, what 
type of house, size of house, condition, size of 
family, condition of house. Does it need re- 
pairs, alterations or entire replacement; space 
requirements, what they have and what they 
need; water supply, sewage disposal, lighting, 
heating, refrigeration, cooking facilities, laundry 
facilities, fencing, etc. The farmer was asked 
what he would do with the money if a loan 
were available and how much has been spent 
during the last three years in improvements. 
He was asked if he would be interested in a 
loan for home improvement at reasonable in- 
terest and payable over a period of ten years. 

In this State they found considerable interest 
in loans for remodeling and improving. The 
question is, can the farmer afford to make im- 


- 





W. W. ANDERSON, ROY S. BROWN, 
Ogden, Utah; Spokane, Wash.; 
President Secretary 


provements? Mr. Smith. thinks he can if he 
can get money at a low rate of interest. 

Prof. Smith also conducted a farm building 
discussion at a breakfast conference Friday 
morning, where the lumbermen were shown the 
development in farm building construction. 


Emphasizes Importance of Home Design 


Following the farm home survey discussion, 
R. C. Erskine, Seattle realtor and director of 
the Seattle Mortgage Bankers’ Association, 
made an illustrated talk on good architectural 
types for dwellings. He brought out the idea 
that good designing is of equal or greater im- 
portance than good materials and craftmanship. 
Many houses are worthless after twenty-five 
years because of poor designing rather than 
failure of materials whereas well designed 
houses are good for fifty years life, and many 
well designed simple Colonial houses are in good 
use today after more than 100 or 150 years of 
service. ; 

Mr. Erskine pointed out an enlarged picture 
of the lumbermen’s “Sunlight House” at the 
Century of Progress Exposition and said that 
out of the nine houses at the exposition he 
thought everyone would: pick out the lumber 
house to live in. 

Ben H. Hazen, president.of the Oregon Sav- 
ings & Loan League, Portland; Ore., kept the 
interest and attention of his large audience with 


an illuminating talk on: “The Sources of Fy. 
ture Home Finance.” Aided by charts, Mr 
Hazen graphically pictured the condition of 
home financing and what may be expected jn 
the near future. 

Mr. Hazen stated that we now have another 
housing shortage in the United States. If met. 
this accumulated shortage would mean the build- 
ing of one and a half million houses during the 
next two years. It is estimated by the National 
Lumber Manufacturers’ Association that there 
is a demand for 800,000 houses. It is a potential 
demand and it hasn’t hit us yet. There is a 
difference between a shortage and a demand for 
houses. There is considerable money available 
in various parts of the country but there isn’t a 
demand for it. 


Lists Future Sources of Financing 


Mr. Hazen said we must be ready to meet 
the demand for housing that is coming and we 
must be ready to meet the demand for financing 
home building. He told of the tremendous 
amount of mortgages in existence and thought 


B. J. BOORMAN, 
Great Falls, Mont. 
Two Vice 


H. B. WHEELWRIGHT, 
Ogden, Utah 
Presidents of the Association. 


the job was too big for any one agency such as 
the Government. He stated the commercial 
banker has quit making long term loans. Home 
loans will be made by institutions that do not 
have to pay back savings on demand such as 
insurance companies, savings and loan associa- 
tions and mutual savings banks. The latter 
two he termed organized thrift institutions and 
said the national record of these is extremely 
high. Losses to investors have been few. The 
present Congress may provide for insurance of 
deposits in savings institutions. 

He listed as possible future sources of home 
mortgage money: (1) Private investors. (2) 
Bond issues by finance companies (such as Gen- 
eral Housing Corporation). (3) Government 
loans. (4) Organized thrift institutions. 

The fourth source, organized thrift institu- 
tions, he believes present the future supply of 
home finance that will be of greatest value to 
the retail lumber dealer. 

Mr. Hazen described the work of the Home 
Loan Bank, the Home Owners Loan Corpora- 
tion and the Federal Savings and Loan Depart- 
ment, and concluded with the advice to retail 
lumber dealers that they encourage their local 
people to invest their savings in local savings 
and loan institutions. There they will have 
some influence on loans for homes built on the 
job instead of factory-made homes bought from 
agents of ready-made houses which will be fi- 
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Improvement in Business Conditions 


Rely on Salesmanship and 


nanced by bond sales of finance companies. 


Backing Up the Recovery Plan 


Friday morning’s session was devoted to a 
very interesting discussion of NRA and the 
principal speaker was J. C. Bradford, com- 
pliance director of the National Emergency 
Council for the State of Washington. 

Mr. Bradford urged the lumbermen to face 
the future with confidence and optimism. He 
pointed to the wars and rumors of wars and 
revolutions going on in the world and declared 
that whether people like it or not they are in a 
new era. He counseled them not to fear change 
and stated there is no law of nature stronger 
than the law of change. He advised a middle- 
of-the-road policy, avoiding either extremity of 
the old /aisses faire idea on the one side and 
communistic thought on the other. 

He stated the people elected a President about 
a vear ago and he has about three years more 
to serve. He has a plan. There has been none 
other proposed and none cther likely to have a 
chance, therefore the best thing to do is to get 


Service to Win Customers 


Lumbermen’s Association many years ago, and 
that his middle initial being “E” he had in those 
former days come to be known as George 
“Ethical” Merrill. 

It was this association under the presidency 
of Mr. Merrill that initiated the movement for 
a lumber code of ethics, and as a result Mr. 
Merrill was subjected to a Federal grand jury 
investigation on the theory that a code of ethics 
was contrary to law and now twenty or twenty- 
five years later the United States Government 
is counseling such codes of fair trade practice 
and offering to help the industries compel com- 
pliance to them. 

Mr. Merrill stated that he had some questions 
hé wanted to ask Mr. Bradford. He wanted to 
draw out further assurance from him that it 
was the intention of the present administration 
to preserve the profit system, for, said Mr. 
Merrill: “There are those of us that have some 
misgivings as to how far this Administration 
might go.” Mr. Bradford assured Mr. Merrill 
that there was no thought expressed in any 
conferences that could be construed in any way 
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Cc. W. GAMBLE, 
Boise, Idaho. 


R. M. GRAHAM, 


Great Falls, Mont. 


Members of Executive and Arbitration Committee Who Sat on the Stage During the Code 
Discussion to Answer Questions from Floor. 


behind this plan sincerely and honestly and 
make it a success. 


Weeding Out Slackers, Chiselers 


He told of the compliance directors, whose 
job it is to see that justice is done and the 
Codes lived up to. He insisted that the directors 
aim to weed out the slackers and chiselers but 
that they do not wish to interfere with the in- 
dustries which should wash their own dirty 
linen. He assured them they have been given 
the right of industrial democracy and are ex- 
pected to govern themselves fairly and reason- 
ably from the standpoint of the big and little 
operator, the laborer and the consumer. He as- 
sured them further there would be no politics 
mixed up in the work of the directors and stated 
that President Roosevelt had told them that if 
they found a political boss in their pathway to 
swat him between the eyes and the Administra- 
tion will back them up 1,000 percent. 


A Pioneer in Trade Ethics Codes 


When he closed, President Anderson invited 
George E. Merrill, Los Angeles, to the rostrum. 
President Anderson explained that Mr. Merrill, 
formerly a Salt Lake City lumberman, had three 
times been president of the Western Retail 


as leaning toward socialism. 
Another interesting feature of this varied pro- 
gram was an illustrated description of a fabri- 
cated house development of the Weyerhaeuser 
Timber Co., Tacoma, Wash., given by C. W. 
Drew, manager of housing research for that 
company. A detailed description of this fabri- 
cated house with illustrations was published in 
the Feb. 3 issue of the AMERICAN LUMBERMAN. 


Adjustment to the New Deal 


What was hailed as the “highlight of the 
convention” by President Anderson was the 
subject :.“" Adjusting the Retail Lumber Business 
to the New Deal.” John V. Dobson, of the 
J. F. Anderson Lumber Co., Minneapolis, Minn., 
member of the Retail Lumber Code Authority, 
had come out to the convention to tell the west- 
ern retailers about their Code. The following 
members of the executive and arbitration com- 
mittee occupied seats on the stage to answer 
questions following Mr. Dobson’s address: H. 
B. Kendall, chairman; C. W. Gamble, R. M. 
Graham, W. C. Miller and H. W. Trask. 

Mr. Dobson told of the laudable aims and 
objects of the NRA and of the retail lumber- 
men’s efforts and work in developing their Code. 
He pointed out that the “New Deal” stands on 
the assumption that there has not been an equi- 


and Profits 


table distribution of the good things of this 
world. He felt that the lumbermen must as- 
sume that this Administration aims that there 
must be an evening-up of distribution and that 
no one shall be unable to get a reasonable living. 
He said: “We wouldn’t have had any Code if it 
had not been necessary to provide employment 
for labor.” He ventured the belief that if this 
industry does not live up to the labor provisions 
100 percent it will lose its Code. He discussed 
the mode of mark-up and some of the difficulties 
that had arisen. He said the law does not favor 
greed or monopoly. It was his opinion that if 
the Code has done nothing else it is worth while 
in the impetus it has given to co-operation—the 
co-operation that recognizes the rights of the 
consumer and at the same time the idea of rea- 
sonable profit. He criticized the lumber manu- 
facturers for not settling the trouble-o™e prob- 
.em of distribution more ranidly. 

In regard to the “chiseler” he said the chiseler 
hasn’t done all the chiseling and suggested that 
when the retailers wish to go after the chiseler 
they make sure they go with clean hands. 

Mr. Dobson said in part: “I think the Code 
is going to be a good thing but if anyone in 
this room thinks the Code is going to be the 
salvation of his business he is due to disappoint- 
ment. The Code won’t make a good salesman 
out of a poor one nor a good collector out of a 
poor one. It won't take the place of good man- 
agement or initiative. We will have to go on 
just as before. We will have to study our 
business and our customers. Service will still 
be the measure of your success and mine. We 
must get a new vision of our responsibility to 
others. There is danger of our interpretation 
of our Codes in such detail that we miss the 
main object of the act. It is an attack on every 
greed and selfishness. The old order of ‘every 
one for himself’ is gone.” 


Co-operation with Mills and Wholesalers 


Carl Blackstock, Seattle, entering the discus- 
sion that followed Mr. Dobson’s address, stated 
that he wanted to join hands with the good 
manufacturers and wholesalers and do this job 
right. He said he wanted a list of the good 
manufacturers and wholesalers so that he could 
do that and he wanted to recognize the Na- 
tional-American Wholesale Lumber Association. 
He urged members not to apologize for a price 
that a customer may think is high. He said, 
“Don’t blame the Administration for the Mode 
or the Code. The retailers made the Mode, and 
the price is their price. It is not the Adminis- 
tration’s price.” 

In further discussion regarding a distribution 
statement, Mr. Dobson pointed out that the re- 
tailers are the most important group of cus- 
tomers the manufacturers have and yet he stated 
the manufacturers have never given them con- 
sideration enough to approach them on any 
basis of co-operation. 

One of the high spots of the entire convention 
was the masterly speech of R. E. Saberson, of 
the Weyerhaeuser Sales Co., St. Paul, Minn., 
delivered at the Saturday morning session. 


Won't Solve All Problems 


Mr. Saberson’s subject was “A New Deal 
for the Lumber Dealers.” He stressed the im- 
portant part which the Code is playing and is 
destined to play in the future of the lumber 
industry, and urged the fullest compliance with 
its provisions—but at the same time sounded 
a clarion note of warning that the Code is not, 
in itself, going to solve all of the dealer’s prob- 
lems. From that point he plunged into a 
straight-from-the-shoulder prescription of the 
sort of stuff the dealer needs for tonic and im- 
spiration. The fact that his address has been 
delivered at previous conventions this year, and 
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reported in connection therewith, robs it of 
none of its force, and the AMERICAN LUMBER- 
MAN is glad to again broadcast portions thereof, 
althourh only a complete report could do full 
justice to this fine address. Mr. Saberson spoke 
as follows in part: 

The Code isn’t going to put a single one of 
your competitors out of business. The Code 
isn’t going to take your price cutter out and 
string him up to the nearest telegraph pole. 
It isn’t going to take his business away from 
him. It will make him sell, or it will prevent 
him, theoretically, from selling below cost, 
but it does not say that he will have to sell 
at a profit. 


"Price Is Not His Only Weapon" 


Now 
with price has 
been the’ easiest way 
doesn’t mean he isn't 
other kind of a weapon. Price was the first 
weapon he picked up. It may be service the 
next time; it may be ideas; it may be mer- 
chandising. But the facts are, gentlemen, 
that this fellow is going to continue to fight 


the that has 


got other 


man beeen fighting you 
weapons. It has 
out for him, but that 


going to select any 


and there are many, many weapons in our 
commercial world today that are far more 
dangerous, far more difficult to meet than 


price. The fellow that fights with price, you 
always know his hand. But supposing he 
fought with ideas! Supposing he really and 
truly became anxious to serve his community, 
to such an extent that he began to find out 
ways and means to use lumber as it should 
be used, that he became interested in good 
construction, that he became an expert in ad- 
vising people that were needing buildings in 
that community? Supposing that he really 
and truly determined in his own mind that 
this customer of his was going to have a 
home, the kind that he thought he was 
getting? 

What is going to make this Code work for 
you? What does it mean in this New Deal, 
Salesmanship? 

I haven't the temerity to stand up before 
you today and attempt to tell you how to 
become a better salesman. Nobody could do 
that in a thirty-minute talk. Salesmanship 
must spring primarily from the heart. All 
my life I have been trying to find a super 
salesman in the lumber business and I have 
found some of the greatest salesmen that 
you have ever seen in your life, and I have 
driven hundreds and hundreds of miles to 
reach their lumber yards. There was no halo 
around thir heads, fellows. They were wear- 
ing overalls when I got there. But I always 
found this ingredient—that the man knew 
what the hell he was talking about, and he 
worked it from daylight until dark. 


Competition Outside the Industry 


If we as men, every retail lumber dealer 
in the jurisdiction of the Western Asso- 
ciation, comply 100 per cent with the Code, 
then what? Then our job begins. We have 
just started. Then we can begin to sell. 
Then we can begin to render service. Then 
we can begin to preach quality. Then we 


can begin to show people how to build things 
and the right way to build them and the 
right kind of lumber to use. That will bea 
great day, gentlemen, for you and for me. 

Assuming that the Code is put into effect 
100 per cent, is it going to lull you to sleep? 
Is it going to make you feel—‘Well, I don’t 
have to do very much; the other fellow is 
operating on the same basis; business will 
come’? It won't. It won’t come. If you 
want an example, let me point you to the 
insurance business, which has been codified 
ever since you can remember. Every insur- 
ance man that you have ever talked to has 
a rate book in his pocket and the rates are 
the same for every insurance company, but 
how much insurance would be sold, how 
much life insurance would be bought if 
somebody hadn't sold it to you? 

There are just so many dollars to spend, 
and you know it just as well as I do. You 
know that John Smith, who lives out four 
miles south of your home town, is going to 
have a maximum of about so many dollars 
next year, and it doesn’t make any differ- 
ence how many salesmen reach him after 
those dollars are gone, he just doesn’t have 
any more money to spend. True, the Code 
is beginning to clear up some things from 
within the industry, but it isn’t going to do 
anything about that competition which 
comes from without the industry. Isn’t it 
time to introduce into the lumber industry a 
New Deal in Salesmanship? 
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NEW PRESIDENT ELECTED 


H. W. Trask, of Missoula, Mont, one of last 
year’s vice presidents from that State, was 
elected president by unanimous vote at the con- 
cluding session Saturday morning. As _ the 
names of the various vice presidents and trus- 
tees presented by Howard Crawford, of Walla 
Walla, chairman of the nominating committee, 
were read, the interest steadily mounted and 
the silence was finally broken by a hum of ap- 
proval and applause as the name of Mr. Trask 
was reached. 

Retiring President W. W. Anderson, of Og- 
den, Utah, expressed his appreciation of the 
loyal support which had been given to him dur- 
ing the last year by officers and members of the 
association. Mr. Trask was then escorted to 
the chair and took the gavel. Expressing 
his appreciation of the honor and of the work 
done by Mr. Anderson, he promised the best he 
could do. 

Just preceding the election John Dower, of 
Tacoma, read invitations from the mayor, the 
Chamber of Commerce and the Tacoma Lum- 
bermen’s club to make Tacoma the place of 
meeting for 1935. The convention committee 
reported favorably and Tacoma was chosen as 
the convention city for next year. 

Resolutions were passed without discussion 
and almost perfunctorily with two exceptions. 
President Anderson asked permission to com- 














Cc. BLACKSTOCK, G. E. 
Seattle, Wash.; 


Responded to Address 
of Welcome 


MERRILL, 
Los Angeles; 
Pioneer in Coding 
Retail Ethics 


ment from the chair on the resolution express- 
ing approval of the Duffey Bill (H. R. 6460) 
now before Congress, providing for loans for 
home construction and repair and remodeling 
work. He said that while he was in sympathy 
with the resolution, he had information that the 
bill did not meet with entire approval of the 
administration in that it did not go far enough. 
He thought that the resolution might be changed 
somewhat to suggest approval as far as the 
measure goes, and suggested that further action 
is desirable and necessary. The resolution, 
however, passed as read, and later authority 
was given the new executive committee to act 
in accordance with President Anderson’s sug- 
gestion. 

A resolution demanding that the small native 
sawmill adhere to the lumber manufacturers’ 
NRA code, or when selling direct at retail, to 
the retail lumber and building material code, 
passed with only one dissenting vote, a large, 
sonorous “No.” Everyone looked, expectantly, 
and immediately W. B. Hussman, small mill 
operator, of Cottonwood, Idaho, rose to defend 
his vote. He felt the code imposed a hardship 
on many small mill operators and cited ex- 
amples. He thought that men who had served 


communities for 35 years, as one man whom he 
cited had done, were entitled to protection which 
he did not think the code afforded. He said he 
had stock himself which he had been accus- 
tomed to sell to farmers for $15 a thousand and 


March 3, 193} 


which the code demanded that he sell for g9 
He said it was difficult to convince these me, 
that he was not doing them an injustice. Hewa 
assured that it was the code intention to work 
things out fairly to all concerned and the djs. 
cussion ended. 

Another resolution demanded that all asphalt 
and asbestos roofing be sold through retail deaj. 
ers only, without quantity price concessions by 
manufacturers to mail order retailers cr to the 
Government ; suggested that there are altogether 
too many grades, weights and trade names of 
identical roofing, asked a reduction of same, and 
branded as unfair mail order advertising guar. 
anteeing the life of such roofing. 

It was thought that all special made-to-order 
woodwork in less than carload lots, and jj 
stock woodwork, should be marketed only 
through retail dealers, and it was ordered that 
a copy of this resolution be sent to the Na. 
tional Woodwork Association. Fair and rea. 
sonable recognition of retailers by manufac. 
turers privileged under the code to sell direct 
to consumers was asked. 

Officers and directors elected were as follows: 

President—H. W. Trask, Missoula, Mont. 

Vice presidents—H. J. Nelson, Arino, Idako; 
J. Schlitz, Billings, Mont.; E. W. Brown, 
Helena, Mont.; Roy Peterson, Reno, Ney.; 
Paul Van Patten, Ontario, Ore.; E. W. Ga- 
briel, Salem, Ore.; H. B. Kendall, Spokane, 
Wash.; W. C. Deering, Tacoma, Wash,; Er- 
ling Helliesen, Yakima, Wash. 

Directors—C. M. Coddington, Yerington, 
Nev.; A. O. Sheldon, Pocatello, Idaho; A, D. 
Collier, Klamath Falls, Ore.; J. E. Healy, 
Belt, Mont.; W. H. Shannon, Butte, Mont; 
H. F.. Woldenberg, Wenatchee, Wash. 

Secretary—Roy S. Brown, Spokane, Wash. 





Homesteads for Relocated 
Families 


MILWAUKEE, Wis., Feb. 26.—At a meeting 
held in the Federal building, here, R. B. Good- 
man, Marinette lumberman and acting chairman 
of the State conservation commission, ~ was 
elected president of the newly organized Wis- 
consin Forest Farms Homesteads (Inc.), which 
will direct rehabilitation of settlers now living 
on unprofitable farms in the northern part of 
Wisconsin. The unit has been allotted $750,000 
under the farm homestead program, which will 
enable it to relocate 400 families in 20 northern 
counties and place them in compact communi- 
ties adjacent to national forest areas. 

The plan is to give each family a substantial, 
well-built house on about 10 dcres of land. The 
homesteaders will raise enough crops for their 
own food, and will derive the cash necessary 
for other necessities by being given 125 days 
work a year in the national forests at $3 a day. 
Indebtedness of about $2,000 is to be repaid by 
the homesteader to the corporation within 30 
years. 

Surveys have already been made by field men 
for the corporation and lists containing the 
names of settlers on isolated farms have been 
made up. The transfers will be made as far as 
possible to tracts within a few miles of the 
present farms of the settlers, and will be in 
conformity to zoning plans by which Wisconsin 
lands are now being designated as agricultural 
and forestry lands. 

Prof. George S. Wehrwein, of the University 
of Wisconsin, is vice president, and Prof. Noble 
Clark, assistant director of the University agri- 
cultural experiment station, is secretary of the 
unit. Earl W. Tinker, Milwaukee, regional for- 
ester for the Great Lakes region, is treasurer. 
E. H. Wiecking, of the Interior Department's 
subsistence homestead division, Washington, 1s 
second vice president and assistant secretary. 





IN 1884 MANY loggers would not cut Douglas 
fir timber unless it grew within a mile or 4 
mile and a half of shores accessible to good 
booming grounds or shipping points. They sel- 
dom cut trees that would not yield three logs 
24 feet long, with a minimum diameter of 30 
inches. 
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Kentucky Retailers, in Annual, Line Up for 


AMERICAN LUMBERMAN 


Code Observance 


AMERICAN LUMBERMAN] 

Louisvite, Ky., March 1.—Walter C. 
Rarnes, Central City, was elected president of 
the Kentucky Retail Lumber Dealers Associa- 
tion, at a directors’ meeting last night, to suc- 
ceed W. W. Owsley, Cynthiana. L. C. McCor- 
mick, Lexington, was elected vice president; 
and Leo J. Klarer, jr., Louisville, was re-elected 
secretary-treasurer. The retiring president was 
presented with a silver service and Frank E 
Bibb, Louisville, was presented with a rod and 
reel. 


LouisvitLeE, Ky., Feb. 27.—Due to the tre- 
mendous interest in the new lumber code pro- 
grams an excellent attendance was on hand for 
the opening session today of the 29th annual 
meeting of the Kentucky Retail Lumber Deai- 
ers’ Association, held in the Brown Hotel. 

W. W. Owsley, Cynthiana, Ky., president, 
opened the meeting. 

The address of welcome by Mayor Neville 
C. Miller was responded to by Walter C. 
Barnes, Central City Lumber & Mfg. Co., Cen- 
tral City, Ky. 

The president in his talk discussed “The 
First Retail Code,” and taxed chiefly on the 
tremendous amount of code work during the 
year, the efforts of the organization in that di- 


[Special telegram to 





THE LATE J. 


Crow TAYLOR; 
Secretary, Who After Twenty-Five Years’ 
Seryice Died on Opening Day of Convention 


rection, and what it was hoped to accomplish. 

President Owsley stated that the administra- 
tion of the Retail Code is being closely watched ; 
something which puts a heavy responsibility 
upon the industry. The Code regulations have 
the force of Jaw and their violation involves 
penalties. But for that matter the regulations 
are tair, and for this reason a majority of deal- 
ers will want to see them in operation. The big- 
gest job is that of enforcement: something in 
which hard, common sense should be followed. 
The chiseler deserves at least one warning, to 
be followed by punishments if the warning is 
not effective. Dealers themselves are enforce- 
ment officers. The Code is no cure-all. It will 
not create markets, but it will help develop the 
tyne of dealer who fits modern conditions. 

Leo Klarer, secretary-treasurer, made a 
more detailed report of association activities, 
and reported a very excellent increase in mem- 
bership over the year. He indicated the belief 
that the association is facing the best period in 
its almost thirty years of effort. 

Mr. Klarer stated that he believed the Ken- 


tucky association had made more progress in 
the administration of the Codes than many as- 
sociations have made. There has been a special 
effort, while making this administration fully ef- 
fective, to keep the cost at a low figure. Sev- 
eral Codes of collateral industries are being ad- 
ministered in Kentucky by this association. 

Following the naming of committees the 
Rev. Marvin Adams, of Cynthiana, spoke on 
“The Human Application of the Code,” con- 
tending that “the Golden Rule always pays div- 
idends.” 

The “president’s luncheon” was held at noon, 
this being for members of the subdivisional 
compliance and administration tommittees, in- 
cluding the directorate. At this meeting meth- 
ods of handling Code violations were outlined. 

At the afternoon session a very illuminating 
talk was made by Dr. H. E. Mechling, presi- 
dent of the Swiss Cleaners & Dyers, Louisville, 
former president of the local and national 
cleaners’ association, who told of the efforts for 
a Code in that industry, which has been the 
most racket ruled industry in the world. 

John M. Stoner, Cincinnati, Ohio, spoke on 
“The Builders’ Supply Code,” and how it af- 
fects the dual dealer. Mr. Stoner, who is con- 
nected with the Cincinnati Builders’ Supply Co., 
brought out some excellent points regarding 
how the Code can be worked efficiently on a co- 
operative scale. This was followed by an open 
forum on builders’ supply questions and an- 
swers. 

At the annual banquet and entertainment 
Tuesday night, Paul F. Collier, secretary of the 
Northwestern Retail Lumbermen’s Association, 
Rochester, N. Y., was presented with a commis- 
sion as a Kentucky colonel, through efforts of 
Leo Klarer, secretary of the Kentucky Associa- 
tion. Mr. Klarer himself was much surprised 
today when Tudor Jones, Mayfield, Ky., pre- 
sented him with a like commission. 

One hundred and fifty retailers turned out for 
a breakfast session for dealers only at 7:30 
Wednesday morning, at which Leo Klarer, jr., 
presided. This session was a Question Rox 
Revue. A session at 10 continued the Code dis- 
cussion, with W. W. Owsley presiding. 

The organization approved a bill for a State 


NRA law. 
Tell About the Retail Code 


John Suelzer, Fort Wayne, Ind., National 
Code Authority Member, spoke on “The Code 
as It Affects Our Neighbor.” In an open forum 
on financial questions and answers only the gen- 
eral subject was taken up of “What Doth It 
Profit an Industry to Write a Code—If There 
Is No Business ?” 

At the afternoon session today Paul F. Col- 
lier, secretary of the Northeastern Retail Lum- 
bermen’s Association, Rochester, N. Y., spoke 
at length on the work done in preparing the 
Code. He contended that through much unselfish 
work leaders in the industry were able to get 
the Retail Lumber Code into operation as the 
first of the retail Codes; that the dealer now has 
the best opportunity he has had in many years 
and that it is up to him to take advantage of the 
opportunity. He further asked that the Ken- 
tucky members used their influence in securing 
State legislation to back the NRA. 

The association as a mark of esteem in which 
it held the late J. Crow Taylor, for 25 years sec- 
retary of the association which he had founded, 
stood for a silent minute. Mr. Taylor died Feb. 
27, the opening day of the convention. He re- 
tired from the association in 1929. 

The nominating committee’s report as ac- 
cepted called for six directors to be named for 
one year and six to serve for two years. The 
one year men are: 

Ww. W. Owsley, 


Cynthiana; Don Campbell, 
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Lebanon; Lucien Ruhy, 
Madisonville; Steve 
toemer, Bowling 
Green; J. W. McNeill, 
Maysville; Walter C. 
Barnes, Central City; 
Fred Alloway, Sturgis; 
Walter W. Finley, 
Louisville. Two year 
terms, Tudor Jones, 
Maysville; Ltumsey 
Taylor, Princeton; 
George Wolf, Win- 
chester; R. C. McNay, 
Crittenden; Less Mc- 
Cormick, Lexington; S. 
W. Hearne, Ashland; 
Joe Atkinson, Carroll- 
ton; F. B. Health, 
Corbin. 

The officers of the association are elected by 
the directors. 





Ww. 
Cynthiana, Ky.; 
Presided at Session 


W. OWSLEY, 


To Consolidate with Building Supply 


Among the resolutions adopted was a 
memorial of J. Crow Taylor. The committee 
thanked the Louisville lumber dealers, Frank 
Bibb, of Louisville, who planned the program 
and entertainment; the Brown Hotel and its 
convention and publicity department, especially 
Bill. Gates of that organization; the Louisville 
Convention & Publicity League; Secretary Leo 
Klarer, jr., the speakers, exhibitors, daily and 
trade press. ‘ 


Other resolutions included one calling for a 
meeting within thirty days of the directors of 
the association, with those of the Kentucky 
Builders Supply Association, with the plan of 
consolidating the two organizations, a program 
that is favored by both. 


Resolutions on Home Finance, Distribution 


Another resolution asked that the present 
methods of distribution of roll roofings be 
abandoned; that roofing standards be simplified, 
that grades be plainly marked on each roll and 
that the present guarantees be abandoned, as 
meaningless. 

A resolution was adopted whereby the or- 
ganization will wire Washington its complete 
approval of the Retail Lumber & Building Ma- 
terial Code. 


Another resolution endorsed the Duffey Bill 
(H. R., 6460), providing for direct loans to aid 
prospective home owners and also for repairs 
on existing homes, and it also endorced House 
Bill 6564. 


Still another resolution held in favor of dealer 
distribution. 

A resolution was also adopted stating that 
many small sawmills in Kentucky are selling 
both pine and hardwood direct to consumers 
without any co-operation in maintaining prices. 
The resolution called on the Southern Pine 
Manufacturers Association, and other lumber 
producers organizations, to use their influence in 
an effort to eliminate such competition. 





Loadings of Revenue Freight 


A report of the car service division of the 
American Railway Association shows that rev- 
enue freight for the two weeks ended Feb. 17, 
1934, totaled 1,171,400 cars, as follows: Forest 
products, 44,345 cars (an increase of 3,557 cars 
above the amount of the two weeks ended Feb. 
3)3 grain, 61,544 cars; ore, 6,773 cars; coal, 
286,729 cars; coke, 21,225 cars; livestock, 30,- 
196 cars; merchandise, 321,024 cars, and mis- 
cellaneous, 399,564 cars. The total loadings for 
the two weeks ended Feb. 17 show an increase 
of 45,736 cars above the amount for the two 
weeks ended Feb. 3. 
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Nebraska Dealers Start Asking Questions 


Nes., eb. 
24.— The forty-fourth 
annual convention — of 
the Nebraska Lumber 
Merchants’ Association 
opened in the Lincoln 
Hetel here, Feb. 21, for 
a___ three-day 
with the largest attend- 
ance in the history of 
the organization. Held 
jointly with the lumber- 
men’s meeting was the 
convention of the newly 
organized Nebraska Re- 
tail Coal Merchants’ 
\sscciation, most Ne- 
braska lumbermen being 
also coal dealers. 

With President George Rasmussen presiding, 
the first day’s program began with an address 
by Lincoln’s mayor, Fenton B. Fleming. The 
mayor cordially welcomed the visiting lumber- 
men and their wives. He pointed out the neg- 
lect of repair of the many millions of American 
homes and the opportunities for employment, 
and for the use of the lumber dealers’ mer- 
chandise. Jay Cottingham, Hastings, humor- 
ously responded to the mayor's welcome. 


LINCOLN, 


session, 





©. E. 


CARHART, 
Wayne; 
Elected President 


President and Secretary Heard From 


Phil Runion, secretary, presented his annual 
report. He stated that the membership in 1933 
was the largest in the history of the association. 
He told of the formation of the new coal asso- 
ciation, explained the scaling down of dues, 
pointed out the service which the association 
offers its members, and outlined plans for the 
coming year. 

President George Rasmussen stated that Ne- 
braska had the largest proportion of members 
to number of dealers of any lumbermen’s asso- 
ciation. He introduced the veteran lumberman, 
\. Barnett, of McCook, and Mr. Barnett, speak- 
ing from the floor, told of the first Nebraska 
convention held forty-four years ago in the 
Paxton Hotel at Omaha. 


Using the Tools of Management 


G. W. Sulley, of the National Cash Register 
Co., said: “Habitual methods are holding busi- 
ness back. New methods must be used and new 
problems solved to make net profits. Facts and 
figures are the tools of management. You must 
adjust expenses to your volume of business, 
keeping them within a safe percentage of sales. 
\ well managed small store can make as large 
a profit on the investment as a larger one. To 
increase profits, more of the profit producers 
must be sold. Know the profit producers, and 
know on what lines and items you lose money. 
Then play the winners.” 

In the closing address of the day, A. J. 
Wartes, representing the, Red Cedar Shingle 
Bureau, told of the dealer appreciation_of uni- 
formly graded shingles. With his panel show- 
ing a roof section of néw shingles laid: over old 
he demonstrated just how’ the new -roof should 
be applied. He explained the added insulation 
value, the fire resisting qualities and the ease 
with which the new roof can be laid over the 
old. With his motion picture machine, he illus- 
trated the manufacturing of shingles from log- 
ging to final bundling and inspection. 

The second day morning session was devoted 
to a coal program. Phil Runion, secretary of 
both the lumber and coal associations, gave a 
brief history of the new coal. association, and 
outlined its purposes and plans. He introduced 


They Inaugurate Question. Box Session and Like It—Much Attention 
Given to Lumber and Coal Codes—Hear Addresses on Home Financ- 
ing and on Relation of Livestock Prices to Purchasing Power of Farmer 


W. Edgar Gates, president, who took charge of 
the meeting. 

Former United States Congressman Robert 
G. Simmons traced the development of the Na- 
tional Recovery Act, and stated that the dif- 
ferent Codes were not clear except as to general 
purposes. He said that the coal industry had 
been hard hit since the War, due to the develop- 
ment of the use of natural gas and hydroelectric 
power, and economies in the use of fuel. 

Robert Silk, of Topeka, Kan., vice president 
of the National Coal Association, stated that 
when the NRA was passed, the National asso- 
ciation set the machinery in motion to prepare a 
Code to prevent destructive competition, and to 
put the retail industry back on a sound basis. 

Andrew Murphy, of Chicago, editor of the 
Black Diamond, traced the history of the forma- 
tion of the Coal Code and explained its provi- 
sions. “Floor Level Cost” represents the price 
of the coal, transportation and overhead, but 
doesn’t permit a margin of profit or interest on 
the investment. “The Code does not mean that 


the dealer can’t sell above the Floor Level 
Cost,” said Murphy, “but he must not sell 
below.” 


President Gates called for questions regarding 
the Retail Coal Code, and a general discussion 
of the Code provisions took place. 

Livestock Prices and Lumber Sales 

The opening address of the afternoon session 
was by Henry Coffee, prominent rancher of 
Chadron, who explained the Export Bounty 


Plan, which has for its purpose the raising of 
Coffee 


prices of cattle and hogs. Mr. stated 

















PHIL RUNION, LINCOLN; 
Re-elected Secretary 


that this plan, endorsed by the National Live 
Stock Association, was to have the Federal 
Government pay the exporter, in script, the dif- 
ference between the export price and the present 
tariff on livestock. This will raise the ddmestic 
price on all livestock to export plus tariff, and 
will mean only a small additional cost to the 
domestic consumer. “The livestock industry,” 
said Coffee, “is the backbone of the agricultural 
industry, and, when this industry comes back, 
your lumber business will again be on a paying 
basis. Livestock prices are now below the cost 
of production. Surplus sales to Europe deter- 
mine the domestic price. Shall we continue to 
let Liverpool set our domestic prices ?” 

Bess Gerhart Morrison, Lincoln, friend of the 
Nebraska and Mid-west lumbermen, gave one 
of her clever and witty addresses. The story 


of her experience with a 
new bicycle, when that 
vehicle was first popu- 
lar, was highly appre- 
ciated. 

Hawley Wilbur, West 
Allis, Wis., member of 
the National Retail 
Lumber Code Authority, 
discussed it. Mr. Wil- 
bur advised the dealer 
to be generous in wages, 
and not chisel on labor. 
Under the Code, the 
minimum wage for each 
division shall apply. The 
dealer can pay more but 
not less than this mini- 
mum. He explained how 
the “Bankruptcy protec- 
tion” prices were deter- 
mined, and that the dealer not filing his prices 
would be guilty of a Code violation. The prices 
the dealer posts can be anything above: the 
minimum, but he must not sell either above or 
below his posted price. 

Don Critchfield, who is conducting a Forest 
Products Better Paint Campaign, gave an ad- 
dress on this subject. 

A noon luncheon for the ladies at the Lincoln 
Hotel attracted two hundred and fifty guests. 
This was followed by bridge and theater parties. 
The evening entertainment consisted of a dance 
in the Lincoln Hotel ballroom, a dance revue 
presented by the Bee Ruth girls of Omaha, and 
a huge midnight buffet lunch. 

At a meeting of the executive committee of 
the Midwest Lumberman’s Inter-Insurance Ex- 
change, G. L. Harrison, Grand Island: N. A. 
Allen, Lincoln, and Charles E. Carhart, Wayne, 
were elected to the board of directors, which 
will meet in May to elect officers. F. C. Krot- 
ter, Palisade; Harold Holmquist, Oakland, and 
Don Christensen, Fullerton, were named on the 
auditing committee. 

Charles E. Carhart, Wayne, was elected 
president of the association at the closing ses- 
sion of the convention. Jay Cottingham, Hast- 
ings, is the new vice president; I. G. Chapin’s 
term as treasurer has one more year to go. 
Phil Runion was re-elected secretary. 

Because of the present board of directors be- 
ing instructed in the Code and its administra- 
tion, it was decided to re-elect the whole group: 


braska Question Box 


NATE A. ALLEN, 
Lincoln; 
Inaugurates Ne- 


Directors re-elected—J. E. 
Wood Lake; Harold Sullivan, 
G. Chapin, Lincoln; Robert Luehrs, Fremont; 
Frank S. Lightner, St. Edward; B. W. Me- 
Lucas, Fairbury; Jay Cottingham, Hastings; 
Cc. A. Galloway, Holdrege; Jos. B. Elliott, 
Kearney; F. C. Krotter, Palisade; I. W. Hick- 
man, North Platte; J. H. Graves, Scottsbluff; 
P. A. Reitz, Chadron; Guy L. Harrison, Grand 
Island. 


O'Halloran, 
Tecumseh; I. 


New Directors—M. C. 
Carl Wright, Wayne. 


Colpetzer, Omaha; 


For last day attendance, the. Friday morning 
session broke all records. S. N. Reep, field or- 
ganizer of the Federal Home Loan Bank board, 
Washington, D. C., told the convention, “The 
Federal Government participates in capital 
structure, matching dollar for dollar rp to 
$109,000 in preferred shares. Then the Federal 
Savings & Loan Association becomes a member 
of the Home Loan Bank system, where it -has 
borrowing capacity. Federal Savings & Loan 
Associations are mutual in the strictest sense. 
No one may have more than fifty votes. re- 
gardless of the amount of shares he may hold. 
No one may hold more than 10 percent of the 
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eligible proxy votes. It is intended that mu- 
tuality shall be preserved. Where the financing 
of homes is provided, real estate values should 
increase at least 25 percent. Many homes can 
be refinanced at lower rates Ol interest and 
monthly payments. Only gilt edged loans will 
be accepted.” 


Hold First Question Box Session 


Nate Allen, general manager of the Cornbelt 
Lumber Co., took charge of the Question Box, 
which had been at the registration desk through- 
out the convention. About sixty questions had 
been placed in the box, and these, with a like 
number raised from the floor, made a most in- 
teresting session. Hawley Wilbur, who had ap- 
peared on the second day program in a Code 
address, consented to stay over, and helped Nate 
Allen in explaining the various angles of the 
Code provisions. This was the first time a 
question box had been used at a Nebraska con- 


AMERICAN 


vention, and it created so much interest that it 
will probably become one of the regular fea- 
tures on future programs. 

The final session was brought to a close by 
brief talks from President Rasmussen and Sec- 
retary Phil Runion. 


Termites’ Foes Hold 








Convention 
Mempnis, TENN., Feb. 26.—The first con- 
vention of termite control operators in the 


United States was held here on Feb. 16 and 17. 
Ninety representatives of 42 Terminix compa- 
nies, licensed by the Terminix division of the 
E. L. Bruce Co. attended. This termite control 
organization operates in 26 States. 

Evan L. Fellman, manager of the Terminix 
division, presided. Among those addressing the 
convention was R. G._ Bruce, president 


LUMBERMAN 


a million 
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E. L. Bruce Co. Extensive plans for expansion 
of the Terminix business were adopted and will 
be put in effect immediately. 

According to Mr. Fellman, licensed Terminix 
companies did a business of approximately half 
dollars in 1933—an increase of 48 
percent over the previous year. A further in- 
crease of at least 50 percent is expected during 
the present year. Over 10,000 buildings have 
already been protected by the Terminix method, 
among which are such national shrines as Mon- 
ticello (Thomas Jefferson Memorial), Presi- 
dent Harding’s estate, the Charles P. Taft Me- 
morial Home, and others. 

Estimates place the amount of annual termite 
damage in this country at more than $50,000,000. 
During the past few years there has been a 
definite awakening to the importance of termite 
control. The lumber industry has realized the 
value of this work to its own business and has 
done a great deal to enlighten the public. 


Ontarians Find Business Improved 


Urge Government Action to Stimulate Construction—Say 
Sales Tax Should Apply Equally on All Lumber Sales— 
New Catalog to Reduce Number of Door Designs 


ToRoNTO, OnT., Feb. 26.—The seventeenth an- 
nual convention of the Ontario Retail Lumber 
Dealers’ Association was held at the Royal 
York Hotel, Toronto, Feb. 21, 22 and 23. The 
attendance was larger than anticipated, and an 
atmosphere of optimism prevailed. D. H. An- 
dress, of Sudbury, president of the association, 
unfortunately was unable to attend, on account 
of poor health. Mr. and Mrs. Andress are at 
present enjoying a rest at St. Petersburg, Fla. 
C. P. Mahoney, Ottawa, vice president, pre- 
sided. 

Report Improvement in Trade 


The reports of the president and the secre- 
tary-manager outlined the large amount of suc- 
cessful work carried on during the year, and 
indicated quite a definite improvement in retail 
lumber trade conditions, commencing as early 
as April and continuing gradually but steadily 
throzghout the rest of the year. Both reports 
indicated a quite promising outlook. 


Unemployment, Loans, Construction 


The outstanding event of the meeting was the 
appointment of a special committee to prepare 
an immediate report upon problems related to 
unemployment and construction, to be submitted 
to the Dominion and Provincial governments. 
This step was the result of a long discussion 
of the report of the committee on building and 
loan, which told of aggressive representations 
already made regarding the urgency and advis- 
ability of effective government activity designed 
to promote a revival of the building industry in 
connection with public works, engineering proj- 
ects, home building, and home improvement. 
J. D. Branch, Walkerville, was appointed chair- 
man of this committee; and has already com- 
menced gathering the necessary information 
Irom the various districts. 


Election of Officers and Directors 


_ Officers for the current year were elected as 
tollows . 


President—C. P. Mahoney, Ottawa. 


Vice president—A. R. Stinson, Toronto. 


Immediate Past President—D. H. 


, Andress, 
Sudbury, 


Honorary * directors—D. Kemp Edwards, 


Ottawa, and M. R. Bogart, Chatham. 


, Directors—R. M. Richardson, Gananoque; 
R. P. White, Belleville; W. J. Stewart, Sud- 
bury; G. T. Reid, Toronto; R. Comrie, To- 
Tonto; John Davis, St. Catharines; N. M. 


Rea pi 7 A . ‘ 
earinger, Elmira; C. F. Richards, London. 
H. Boultbee, Toronto. 


An interesting report was presented by M. R. 


Secretary-manager— 


Bogart, Chatham, chairman of the committee 
on doors. After a series of conferences with 
representatives of all the door manufacturers in 
Ontario a dummy had been drawn up and ap- 
proved for an entirely new door catalog, with a 
reduced number cf standard designs and a new 








Cc. P. MAHONEY, H. 
Ottawa; 


Elected President. 


BOULTBEE, 
Toronto; 
Re-elected Secretary. 


series of standard numbers for the different de- 
signs. The work of printing this catalog is now 
under way and it is to be distributed under the 
auspices of the Ontario Retail Lumber Dealers’ 
Association. 


Want Small-Mill Product to Pay Sales Tax 


An important decision was reached in connec- 
tion with the sales tax on lumber; namely, that 


the government should be requested to require 


that all manufacturers of lumber shall take out 


a sales tax license and account to the govern- 
ment for the 6 percent sales tax on all of their 


sales to unlicensed customers. At present this 


requirement applies only to manufacturers of 
lumber whose yearly output amounts to a value 
The result of the present 
situation is that a large quantity of lumber 
produced by smail mills reaches the consumer 
without paying any sales tax and offers serious 
price competition with the rest of the lumber, 
The association hopes 


of more than $5,000. 


sold by licensed mills. 


to induce the government to do away with this 
unfair condition. 

On the first day, a joint luncheon of whole- 
salers and retailers was addressed by Rev. Stan- 
ley Russell, Toronto. On the afternoon of the 
second day, F. G. Lovett, inspector for the In- 
dustrial Accident Prevention Associations, de- 
livered an address on “Accident Prevention.” 
At the conclusion of the dinner-dance on the 
second day, an address was delivered by Hon. 
Chas. McCrea, minister of mines for Ontario. 

The District Membership challenge shield, 
contributed by W. C. Edwards & Co. (Ltd.), 
\ttawa, for a membership contest between the 
various districts of the Province, was won by 
the eastern district. W. G. Barron, of W. C. 
Idwards & Co. (Ltd.), made the presentation 
to the chairman of the eastern district, R. M. 
Richardson, of Gananoque. 

The Toronto Clean Yard Contest for the R. 
A. Laidlaw shield was won by the George Rath- 
bone Lumber Co. (Ltd.), Toronto, and the 
shield was presented at the morning session on 
the third day of the meeting. 


Lectures on Products, and Exhibits 


An evening was devoted showing a film pre- 
pared by the Red Cedar Shingle Bureau and 
cne prepared by the Crane Lumber Co. (Ltd.). 
These films illustrated the production, market- 
ing and use of red cedar shingles and white pine 
lumber, respectively. 

The lumber and material exhibitors were 
given a special break at this year’s convention 
by being located in a large hall through which 
the dealers had to pass in order to reach the 
Convention Hall where the business sessions 
were held. The exhibits were quite varied and 
attractive. 





Birmingham Homesteads to Be 
Built on Contract 


BiRMINGHAM, ALA., Feb. 26.—Birmingham 
Homesteads (Inc.), the Government controlled 
corporation that proposes to build four hundred 
homes on four nearby tracts of land secured 
recently for that purpose, has announced a 
change in the original plans. The first plan 
called for CWA labor, with control of pur- 
chasing by the agency. Under the new set-up, 
only contractors will be considered, thus mak- 
ing this a local project in its entirety, and will 
be given contracts on a turn-key basis. The 
work will probably be under way by March 
10-15. 
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irginians Ask Home Building Be Financed 


Find Business Improving—Heear NRA Explained and Urge Enforcement of 
State Recovery Legislation—Told Fair Trade Rules Are Not Substitute 
for Salesmanship—Take Steps to Affiliate With Building Supply Body 


RicHMonp, Va., Feb. 17.—The eighth annual 
convention of the Virginia Lumber & Building 
Supply Dealers’ Association was held here Feb 
16-17. Convention functions were well attended. 
The feature address at the banquet Friday eve- 
ning was delivered by Dr. Roland P. Wagner, 
humorist, who kept his audience laughing. 
Honor guests included Spencer D. Baldwin, 
president of the National Retail Lumber Deal- 
ers’ Association, and Paul S. Collier, secretary 
Northeastern Retail Lumbermen’s Association, 
both of whom spoke briefly 


The following officers and directors were 
elected for 1934: 
President—George W Herring, president 


Wallace & Va 
First vice president—Craige Ruffin, vice 
president Ruffin & Payne, Inc., Richmond, Va. 
Second vice president H. FE. 


Herring, Alexandria, 


Kennedy, vice 


president Exchange Lumber Co., Roanoke, 
Va 
Third vice president—J. A. Hagan, presi- 
dent Roberts & Hagan (Inc.), Norfolk, Va. 
Treasurer—S., T. Massey, president Massey 
Builders Supply Corp., Richmond, Va. 
Secretary Harris Mitchell, Richmond, Va 
Director of the National Retail Lumber 


Association—W. W 
Lynchburg, Va. 
the National 
Supply Associations - 
president Friend & 


Dealers’ Coffey, president 
Kinnier Co., 

Directors of 
Builders 
Whyte 
Va 

Member of 
gerry, 
Hlarrisonburg, Va. 

30oard of Directors—W. P. 
dent Murphy & Ames 
John S. Christian, 


Federation of 
Tucker 
Co., Petersburg, 
Advisory 
president Berry 


Council 
Coal & 


Weldon W. 
Lumber Co. 
Ames, vice presi- 
(Ine.), Rosslyn, Va.:; 
president Sitterding-Car- 
neal-Davis Co., Richmond, Va.; Euclid M. 
Hanbury, vice president Portsmouth Lumbe1! 
Corp., Portsmouth, Va.; M. A. Hassinger, 
treasurer, Bristol Builders Supply Co., Bris- 
tol, Va.; D. W. Mason, manager New River 
Lumber Co., Narrows, Va.; E. A. McMullen 
v.ce president Eugene Mathews & Co., Clifton 
Forge Va.; J. Gordon Payne, president Camp- 
bell-Payne (inec.), Lynchburg, Va.; C. T. Rid- 
del, manager Riddel Lumber Co., Bridge- 
water, Va.; B. T. Taylor, jr., president Taylor 
Manufacturing Co., Farmville, Va.; G. R 
Thompson, vice president T. H. Maddux & Co., 
Marshall, Va.; Christian Weaver, vice presi- 
dent Weaver Bros. (Inc.), Newport News, Va.; 
Edgar M. Young, Fredericksburg, Va. 


President Weldon W. Berry, president Berry 
Coal & Lumber Co., Harrisonburg, Va., pre- 
sided at all sessions. The meeting was con- 
vened at 10:00 o’clock Friday morning. 

The address of welcome was delivered by J. 
Malcolm Bridges, secretary Richmond Cham- 
ber of Commerce, who stated that Richmond 
was enjoying a change for the better, and that 
business conditions in the State generally were 
improving. J. A. Hagan, president Roberts & 
Hagan (Inc.), Norfolk, Va., responded. 


Must Use Salesmanship Under Code 


In his annual address President Berry praised 
the National Recovery Administration for its 
intelligent approach to the problems facing 
business, and expressed confidence in the officials 
of the Recovery Administration. 

Referring to the cut-throat competition that 
has marked the retail lumber and building supply 
business in the past, the president declared: 
“We have seen our stocks of merchandise dis- 
sipated and our profits dwindle in our effort 
to meet the ‘chiseler’ in his methods of getting 
business. I think you will all agree that we 
have reached the time and place when our bet- 
ter judgment tells us to turn about face and 


accept this New Deal. Don’t expect the Codes 
to cure all of your woes. They are no assurance 
of easy sales or sure profits. They are the 
agencies by which we may pursue a sensible 
business course.” 


Urges Backing of Duffey Bill 

Speaking of home financing, President Berry 
declared: “Let me implore you to lend your full 
support to the Duffey Bill (H. R. 6460). The 
passage of this bill means the purchase of 
thousands of homes, and the happiness of hun- 
dreds of thousands of people. A recent survey 
reveals that there are 300,000 prospective hom: 
builders who are awaiting adequate conservative 
financing to proceed with the construction of 
homes in which to live.” 

In concluding President Berry thanked the 
dealers for their gratifying support during the 
year and expressed his deepest appreciation of 
the doubled membership since the seventh 





ers not to consider their Codes panaceas for 9 
of their troubles, but to co-operate sensibly 
under them. The Codes will not create sale 
nor assure profits, but they do constitute , 
desirable beginning for self-government of jp. 
dustry. It is up to dealers to increase their 
merchandising skill and to develop every po. 
tential field affording outlets to the products of 
the lumber and building supply trade. 
cluding, the speaker urged every 
Virginia to get behind the Duffey 
pending in Congress. 

A constructive talk on “The Dealer’s Marke 
in 1934” was delivered by L. C. Hart, assistant 
sales manager Johns-Manville Corp., New York 


Con- 
dealer jn 
3ill now 


Dealer Distribution; Home Financing 


Those who had heard him before declared 
that Spencer LD. Baldwin, president National 
Retail Lumber Dealers’ Association, delivered 
the best talk he ever made in his life.  Presi- 


Vircintin 


Officers and speakers participating in annual convention of the Virginia Lumber & Building Sup 


ply Dealers Association held in Richmond, Va., Feb. i6 and 17. 


Left to right—Spencer D. 


Baldwin, Jersey City, N. J., president National Retail Lumber Dealers’ Association; Weldon VW. 
Berry, Harrisonburg, Va., president of the Virginia association; H. E. Kennedy, third vice-presi- 
dent; S. T. Massey, treasurer, and Harris Mitchell, secretary-manager. 


annual. He paid a _ tribute to Secretary 
Mitchell. 

The treasurer’s report was presented by S. T. 
Massey, president Massey Builders Supply 


Corp., Richmond, Va. Mr. Massey declared an 
increase of over 100 percent in membership had 
enabled the association to come to the eighth 
annual convention prepared to assure Virginia 
dealers a most constructive program of service. 


Asks Loyal Support to Recovery Program 


After reviewing the details of a successful 
association year, Secretary Harris Mitchell paid 
high tribute to the officers, board of directors 
and committeemen for their loyal support during 
the preceding year. He concluded his remarks 
by declaring that: “The Codes affecting our 
dealers should be used as their servants, instead 
of their masters. We must comply with Codes 
because so doing will help to achieve the goal 
set for the Recovery administration, and not 
because we fear the penalties provided in the 
Codes. In assisting our President to accomp- 
lish his objectives, we shall be helping labor, 
ourselves and all other business.” 

W. A. Barksdale, chairman divisional exec- 
utive and arbitration committee, told the deal- 


dent Baldwin reviewed the history of the Na 
tional association and elaborated on the part 
industrial leaders have played in its program. 
Keen interest was shown in his comments 
about the much sought after Distribution 
Statement, which was a child of the National 
Retail Lumber Dealers’ Association. “That 
Distribution Statement has found its way into 
and out of more deliberative conferences in the 
lumber industry than anything else that has 
bothered us for a decade,” the speaker declared. 

The Duffey Bill, designed to place money 
within the reach of home builders, was praised 
by President Baldwin, who took a shot at those 
who were opposing it on the grounds that there 
were distress houses on the market; and that 
new houses would be a drug on the market until 
distress homes were absorbed. “Who ever heard 
of an automobile manufacturer refusing to mat- 
ufacture new automobiles because old ones 
crowded the market?” asked Mr. Baldwin. The 
speaker characterized this piece of legislation 
as fundamentally the soundest ever propose 
in the Congress, both for the prospective home 
owners on the one side, and material men af 
artisans on the other. “Give us_ this,” de- 
clared the speaker, “and the country will ge 
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<omewhere, because an active construction mar- 
ket sets an endless chain of business in motion. 
Submitting to questions from the dealers in 
an open forum, S. M. Eaton, district supervisor 
of the Southern Pine Association, Richmond, 
Va., answered queries about how sawmills func- 
tioned under the Lumber Code and the Retail 
Lumber Code. Mr. _Eaton pledged the close 
co-operation of the Southern Pine Association 
with the Virginia Lumber & Building Supply 
Dealers’ Association in handling problems. 


Function of the Code and the Mode 


A highlight of the convention was a talk by 
Paul S. Collier, secretary Northeastern Retail 
Lumbermen’s Association, Rochester, N. Yy. 

There has been a rapid change of social 
and economic thought during the past twelve 
months, said Mr. Collier. We have swung 
from individualism to collectivism. We have 
peen forced to blaze new trails. A little less 
than a ago it was not a question of 
whether we would have self-government in 
industry or not, but whether it would be that 
or government control in business; NRA was 
the answer. 


a ee 


year 


The Retail Lumber and 3uilding Code 
could not anticipate every circumstance, but 
t does represent a program for the industry. 
While we have necessarily gone into opera- 
tion with much ground uncharted, we are 
progressing and are working out principles 
in a fair and practical way. 

For a moment let’s consider some of the 
things the Code will not do. It will not do 
a selling job, but it will untie the hands of 
the dealer who has imagination and can do 
hard work, because it removes from the pic- 
ture the assassin. It sets a premium for 
once on the merchandising ability of the 


— Southern Pine 





New Orveans, La., Feb. 26.—Recommenda- 
tion that clarification of structural grade names 
be effected by designating grade names in the 
rule book in terms of bending or compression 
stress and that each piece falling within the 
structural grades be branded with figures de- 
noting the bending or compression stress values 
as determined by the U. S. Forest Products 
Laboratory, and other authentic agencies, was 
made in a resolution adopted by directors of 
the Southern Pine Association here today. The 
action was in response to a request from the 
Lumber Code Authority for clarification and 
simplification of present structural grade names. 

The Southern Pine board designated the fol- 
lowing representatives to participate in the 
meeting of all the NRA code authorities and 
administrative agencies called by General Hugh 
Johnson for March 5-8, in Washington, to con- 
sider general changes in codes: Charles Green, 
Laurel, Miss.; M. L. Fleishel, Shamrock, Fla.; 
W. T. Murray, Rochelle, La.; E. L. Kurth, 
Keltys, Tex.; C. C. Sheppard, Clarks, La.; H. 
Dixon Smith, Columbus, Ga.; P. A. Bloomer, 
Fisher, La.; V. A. Stibolt, of Hammond, La. 

rhe directors’ meeting today was well at- 
tended. It was presided over by L. O. Crosby, 
Picayune, Miss., association president. The 
Many important matters which have developed 
since the last directors’ meeting, including deci- 
sions and actions taken by the Lumber Code 

\uthority in its recent three weeks’ meeting, 
were reviewed by H. C. Berckes. 


[Spe 


Telegram to AMERICAN TLUMRERMAN] 
New Orteans, La., Feb. 27.—Full explana 
tion of questions and matters relative to the 
Lumber Code, its administration and enforce- 
ment, will be given to southern pine manufac- 
turers in a series of six meetings to be held 
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e home 
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3.” de- 
vill get 


soon in representatively located cities, accord- 
ing to a decision of the board of directors of 
the Si uthern Pine Association in its closing 
‘ession here today. Secretary-Manager H. C. 
Berckes was authorized to designate dates and 
cities. The intention is to hold meetings in 
cities convenient to the largest number of saw- 
mill operators in each section. The admiinistra- 
live committee and association staff members 
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industry. It does 
for a moment. 
manship. It 


not eliminate competition 
It puts a premium on sales- 
means getting on the job and 
really serving the public. The Code was 
never intended to guarantee a profit to our 
industry, or to protect high-cost operations. 





G. W. HERRING, 
Alexandria; 
Elected 


W. A. BARKSDALE, 
Charlottesville; 
Code 


President Chairman 


All we can 
competition 


do is to eut 
and to 


Vicious 
play of 


the most 
allow the free 
forces between efficient concerns. 

all interested in the Mode. The 
never intended to guarantee a 


Directors Hold 


will attend the meetings to answer questions 
and discuss manufacturers’ problems. 

The directors designated April 3-5 for the 
annual Southern Pine Association meeting, 
committee sessions being set for April 3 and a 
general meeting for April 4 and 5. 

Most of today’s session was devoted to dis- 
cussion of mill classification for price differen- 
tials and suggestions for modification of exist- 
ing regulations relating thereto. Recommen- 
dations agreed upon-will be submitted to the 
Lumber Code Authority. Other subjects in- 
cluded for discussion, upon which no statement 
of decisions was announced, included setting up 
of a compliance organization proposed by the 
Lumber Code Authority, production allotments, 
trade practices, grade marking, forest conserva- 
tion, freight rate equalization, and other mat- 
ters affecting southern pine manufacturers. 

On the request of the Lumber Code Author- 
ity, and subject to its approval, the directors 
adopted the following grades for southern pine 


out 


economic 
You 


Mode was 


are 


shop lumber, together with cost protection 
prices for the items. 

No. 1 shop shall consist of boards 4 inches 
and wider, 6 feet and longer, averaging 8 


inches wide, not less than 60 percent of each 
board to cut or rip, or both, B&better pieces 
at least inches by 4 feet, or 6 inches by 3 
feet: stock to be graded from poor face. No. 
2 shop shall be the same No. 1 shop, ex- 
‘ept that the average width shall be 7 inches, 
and the percentage of cuttings and rippings, 


as 


r both, shall be 40 percent or better. 
[Special telecram to AMERICAN LUMBERMAN] 
New Or-eans, La., Feb. 28.—Establishment 


cf minimum prices for green lumber has been 
effected by the Southern Pine Asscciation, re- 
gional administrative agency, as follows: 
Small sawmill operators whose products 
are unmarketable without further seasoning 
and manufacture, and who lack facilities 
therefor shall sell to persons subject to the 
jurisdiction of the Southern Pine Division 
having such facilities, rough, green, graded 
or ungraded southern pine lumber for not 
less that the following minimum prices, when 
such lumber actually moves into the plant of 
the manufacturer for further edging, trim- 


37 


profit to our industry, or to protect high-cost 
operators. There is a level below which the 
great majority of dealers can not go and 
remain in business, and that is what the Mode 
is intended to cover. 

Fred W. Kling, of Roanoke, Va., who is 
assisting in the administration of the Codes, 
was introduced. 

All of Friday morning was devoted to an 
open forum on Codes administration, with W. 
Albie Barksdale leading the discussion. Many 
questions about specific Code provisions and 
practices under them were hurled at Mr. Barks- 
dale, but he conducted the session in a con- 
structive and highly satisfactory manner. 

Steps to affiliate with the National Federation 
of Builders Supply Associations were taken. 
Tucker Whyte, of Friend & Co., Petersburg, Va., 
was elected the previous day as director of the 
board of that association. 

The resolutions pledged the assistance of the 
association to the Southern Woodwork Associa- 
tion, looking to the inauguration of rules to 


govern the special woodwork industry. The 
committee endorsed the Duffey Bill (H. R. 


6460), asked Virginia members of Congress to 
support it, and urged dealers to write these 
members in behalf of the bill. The committee 
also sponsored an amendment to the Virginia 
Industrial Recovery Act, making it mandatory 
upon the attorney for the Commonwealth of 
any county or city, when satisfactory evidence 
of certain stated kinds is presented indicating 
violations of the act, to institute a suit to 
prevent and restrain any violation of any pro- 
vision of applicable approved Codes of fair 
competition. 


Code Meeting 


ming, resawing, 
prior to its sale 
lumber: 

3oards: (rough, mixed, but bought on 
grade), 2 to 12 inches wide, excluding No. 3 
and lower—50 percent of established mini- 
mum dried and dressed price shown in this 
bulletin for specific size and grade. 

3oards: (rough, bought log-run)—$12.50 per 
1,000 feet b. m. 

Boards: (rough), thins, culls and No. 3 
common—25 percent of established minimum 
dried and dressed price shown in this bulle- 
tin for No. 2 common. 

Dimension: (rough, 


dressing 
by such 


and seasoning 
manufacturer 


or 


as 


mixed, but bought on 
grade), 4- to 12-inch, No. 1 and No. 2 com- 
mon, 8- to 16-ft.—50 percent of established 
minimum dried and dressed price shown in 
this bulletin for specific size and grade (if 
bought random lengths, base price on 14-foot). 

Dimension: (rough, bought log-run)—$11.50 
per 1,000 feet b.m. 

Dimension: (rough), thins, culls and No. 3 
common—25 percent of established minimum 
dried and dressed price shown in this bulle- 
tin for No. 2 common (if bought random, 
base price on 14-foot). 

(1) These prices shall be the minima at 
which southern pine lumber of the quality 
described above may be sold f.o.b. the plant 
of the concentrating manufacturer, and they 
are not subject to any discounts or differen- 
tials, except 2 percent discount for cash in 
not more than 10 days from date of delivery. 

(2) These prices shall apply only to trans- 
actions between manufacturers subject to 
the jurisdiction of the Southern Pine Divi- 
sion; sales to all other persons shall be made 
at not less than the established minimum 
cost-protection prices, under the rules and 
regulations of the Lumber Code Authority. 

(3) As an example of the application of 
these prices, if 1x8 No. 1 common boards are 





sold, the price would be 50 percent of $32 
(the established minimum dried-and-dressed 
price), or $16. 

(4) Thins and culls is lumber below the 
grade of No. 2 common, including lumber 
below standard thickness, No. 3 and No. 4 
common and dunnage. 

(Note: The bulletin referred to in the pre- 
ceding paragraphs is to be published the 


latter part of February by the Lumber Code 
Authority, effective ten days after publica- 
tion.) 
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Codes, Home Loans and Taxes, Farm Buying 
Power—Discussed at Big lowa Meet 


Against Direct Sales by Manufacturers, and Uneven 
Roofing Discounts—Want Mail Order Put Under Code 


Des Moines, Iowa, Feb. 28.—Encouraged by 
the distribution of millions of dollars of lederal 
funds throughout the State, members of the re- 
cently organized Iowa Association of Lumber 
& Material Dealers planned a “business come- 
back” for 1934 at their first annual convention 
at Hotel Fort Des Moines Feb. 27 and 28. 
Lumbermen from all sections of the State re- 
ported that the 45 million dollars in corn loans 
paid out to Hawkeye State farmers has pro- 
duced a! general business revival. How to get 
their share of that money, as well as a portion 
of the estimated 60 million dollars to be paid 
through the corn-hog program, was one of the 
pertinent subjects discussed at the convention. 
Officers said the attendance of more than seven 
hundred retail lumber and material dealers gave 
proof of their renewed optimism, besides being 
evidence of their growing appreciation of the 
necessity for closer co-operation with State sec- 
tional and national dealer organizations. 

Another drawing card which made the con- 
vention a strictly business affair was the discus- 
sion of Codes affecting the material men. They 
packed every Code session, and bombarded 
speakers with questions until presiding officers 
were forced to call adjournment in order to 
dine or proceed with other important conven- 
tion subjects. 


To Organize 4-State Coal Authority 


Early arrivals at the convention Tuesday 
morning were plunged immediately into a Code 
meeting called to organize a temporary coal 
dealers’ code authority set-up under the four- 
State plan of the Northwest Coal Dealers’ As- 
sociation. As probably nine-tenths of the local 
lumber retailers of Iowa also handle much of 
the coal sold at retail in their respective com- 
munities, the meeting was held on Tuesday, so 
that they could voice their opinions. Many 
lumbermen took a hand in the meeting. 

The convention proper got under way Tues- 
day afternoon, with the address of President H. 
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FRANK WARD, W. H. 
Clinton; Des 
Director 


3A DEAUX, 
Moines; 
Secretary 


S. Mitchell, of Des Moines, who recited the 
multitude of Code and other meetings which had 
been necessary in recent months. 

He was followed by R. C. Ferguson, of the 
Successful Farming research department, who 
gave the lumbermen pointers on “Selling the 





Farm Market.” The third speaker, Prof. Henry 
Giese, of Iowa State College, Ames, explained 
how the college can help the material men with 
their merchandising problems. 


Asks Support for Savings-Loan 


George W. Greenwood, Des Moines, field 
organizer for the eighth district federal Home 
Loan bank, made the lumbermen sit up and take 
notice when he declared that there is available 
27 million dollars of Federal funds for financ- 
ing home building and improvement in Iowa. 
Mr. Greenwood, who is organizing Federal Sav- 
ings & Loan Associations in Iowa under the 
Home Loan Bank Board, said a number of as- 
sociations now are being launched in lowa cities 
and towns, and that the express intent of the 
Government is to make home mortgage money 
available in quantities sufficient for the needs of 
each community. He urged the lumbermen, as 


sound, constructive business leaders in their 
home towns, to back the organizations. He em- 


phasized that the dealers should be the chief 
benefactors in the campaign to make home con- 
struction funds easily available. 


Lower Taxes on Homes First Need 


Byron Tusant, Des Moines contractor and 
member of the lowa Master Builders’ Associa- 
tion, who followed Mr. Greenwood, insisted that 
Iowa would need no Federal home financing if 
the legislature, now in special session, would 
relieve farm and city property of its burden of 
taxation. The speaker declared, “Until home 
ownership is made more attractive by removal 
of outrageous taxes, you lumbermen and we 
contractors will have to scratch for business.” 
Mr. Tusant quoted figures which showed that 
although real estate produces only 25 percent 
of the annual income in lowa, it pays 88 per- 
cent of the taxes. 


Millwork, Roofing and Steel Codes 


Wednesday’s sessions began with a discussion 
of the Millwork Code, by John Young, Daven- 
port, Iowa, regional director of the Millwork 
Code Authority. John Daniels, Dubuque dealer, 
followed, discussing the Roofing Code, and 
George D. Rose, Dubuque, explained provisions 
of the Steel Code. 
an outline of the Clay Products Code by Ralph 
W. Tuller, Des Moines. 

The Code discussion was continued after lunch 
by J. V. Dobson and O. C. Lance, Minneap- 
olis. Both were showered with questions, and 
were kept busy for more than two hours. 


Many Questions Asked from Floor 


Questioners asked about—Lump sum bidding 
on jobs, how to distinguish between stocks and 
special millwork items, Code to be applied to 
a hardware dealer selling roofing, how to de- 
termine the Code under which a lumber and 
coal dealer should operate, conflicts between 
codes, and dozens of other angles. Mr. Dobson 
urged all dealers having Code ideas to send 
them to the national Code officials in Washing- 
ton. He assured them that all suggestions 
would be given consideration. In answer to a 
question which many lumbermen asked, Mr. 
Lance said, “The mail order houses must be 
brought under the Code regulations, or we 
must be released from them.” 

President Mitchell was re-elected unani- 
mously to serve for a full year’s term, after 
having been head of the organization since its 
launching five months ago. The president said 
he would accept reluctantly, and pointed out 
that his job had been a “hot spot” ever since 





The session terminated with, 





E. A. MILLIGAN, 
Jefferson; 
Director 


DURY MOSS, 


Cedar Falls; 
Director 


he took office. Other officers re-elected, by 
the new board of directors, were (see below): 

Vice president—Russell Weir, Mt. Pleasant. 

Vice president—L. A. Moore, Mason City. 

Treasurer—H. M. Iltis, Des Moines. 

Secretary—William H. Badeaux, Des Moines. 

Dealers elected to the board and the districts 
they represent follow: 

O. L. Lighter, Spencer, No. 1; George Liven- 
good, Woodbine, and E. Clure, Greenfield, 
No. 2; Elmer Milligan, Jefferson, No. 3; L A. 
Moore, Mason City, No. 4; Dury Moss, Cedar 
Falls, No. 5; F. J. Ward, Clinton, No. 6; H. M. 





Iltis, Des Moines, No. 7; Russell Weir, Mt. 
Se epee and Paul J. Mathew, Oskaloosa, 
No. 8. 


Direct sales to consumers by manufacturers 
competing with local dealers were scored in a 
resolution passed by the association. It stated 
that the organization disapproves any Code 
which requires a dealer to compete with a 
manufacturer and does not recognize dealer 
distribution as one of the essentials of good 
business practice. 

Another resolution protested any Code 
which allows any retailer to secure any price 
concession on roofing which other dealers can 


not get. It said: 
WHEREAS, The NRA Administration has 
ruled that all types of retail merchants en- 


gaged in the sale of asphalt roofing materials 
to contractors, carpenters and the consuming 
public must comply with the Code percentage 
cf mark-up above the actual cost, as estab- 


lished in the resvective districts by the re- 
tail lumber code, 
Resolved, We hereby file protest with the 


Code Authority of the asphalt shingle and 
roofing industry against any merchandising 
plan which will enable any class of retail 
merchants to secure either directly or indi- 
rectly purchases of asphalt roofing materials 
at more advantageous discounts, terms oF 
conditions of sale than any other retailer 
who purchases the same quantities. 

The final registration was announced as 1,10° 
lumber retailers, and manufacturers and their 
representatives. More than seven hundred of 
them enjoyed the banquet, vaudeville show and 
ball which followed the convention Wednesday 
evening. 





ANNOYING, sometimes, are those plant quaf- 
antine officers who stop your car on the high- 
way to ask if you have any corn. But last 
season, by stopping cars from certain quaf- 
antined areas, they removed 253 Japanese 
beetle grubs and adults—a most destructive an 
persistent insect species, 
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NOTICE 


To all persons, individuals, firms, partnerships, corporations, associations, trusts, trustees and 
receivers engaged in the manufacture of lumber and timber products, including manufacturers 
of logs, poles and piling; sawn lumber and products of planing mills operated in conjunction 
with sawmills; shingles; woodwork (millwork) including products of planing mills operating 














in conjunction with retail lumber yards; hardwood flooring; veneers; plywood; kiln dried 
hardwood dimension; lath; sawed boxes, shook and crates; plywood, veneer and wirebound 
packages and containers; and additional timber products as enumerated in Schedule “‘A”’ of the 
Code of Fair Competition for the Lumber and Timber Products Industries as approved by the 
President on August 19, 1933, and amendments thereto: 
TAKE NOTICE THAT the following Administrative Order was issued by the National Re- 
covery Administration under date of February 12, 1934: ; 
SS, 
ee “RULES AND REGULATIONS GOVERNING 
THE POSTING OF LABOR PROVISIONS 
ted, by OF CODES OF FAIR COMPETITION 
€10W ) : 
jeasant, 7 
City. ADMINISTRATIVE ORDER NO. X-6 
Moines “By virtue of the authority vested in me as Administrator for Industrial Recovery, I hereby prescribe the fol- 
lis Hig lowing rules and regulations which I deem necessary and advisable to carry out the purposes and intent of the 
listricts ; Executive Order of the President, dated February 8, 1934 with reference to the posting and display of the terms 
ae and provisions of Codes of Fair Competition: 
alven- 
enfield, **]. Every person subject to any Code of Fair Competition shall, within thirty (30) days from the date 
3; Lk A. hereof, the effective date of such Code, or the date upon which he becomes subject thereto, whichever is latest, 
Cedar ° ° ° ° ° 
- HOM. unless he has previously so registered, register the full name of his enterprise together with a statement of the 
sir, Mt. number of shops, establishments or separate units thereof and their lecation, with the Code Authority of the 
aloosa, Trade or Industry of which he is a member. Every such person who may open for business an additional shop, 
— establishment or separate unit after such registration shall, within thirty (30) days after such opening, register 
ey , the same in like manner. 
+ stated & “2. Upon registration, or as soon thereafter as is possible, each such person shall be furnished with official 
y Code copies of provisions of any Code of Fair Competition to which he is subject relating to hours of labor, rates of 
with a pay and other conditions of employment. Such official copies of sueh provisions will contain directions for 
dealer filing complaints of violations of such provisions. Such official copies, with such directions, shall be kept con- 
f good spicuously posted at all times by such person in each shop, establishment or separate unit of his enterprise to 
q the extent necessary to make them freely accessible to all employees. 
Code ; “3. Whenever any modification of or exemption or exception from any Code of Fair Competition permits 
ly price & any such person to pay lower wages or work his employees longer hours or establish conditions of employment 
ers cal & less favorable to his employees than those prescribed by the provisions contained in such official copies of 
Code provisions, the Code Authority, on the request of such person, will furnish him with certified copies of 
dl mm such modification, exemption or exception in sufficient number for posting alongside of such official copies 
nts om of Code provisions. 
terials 
suming “4. No such person subject to a Code of Fair Competition shall display or furnish any incorrect copies of 
gor > such provisions, directions, modifications, exemptions or exceptions. 
estab- 
the re- “5. A person subject to more than one Code, when official copies have been so furnished shall so post such 
copies of such provisions of every Code to which he is subject. 
oo be “6. Nothing in these rules and regulations shall relieve anyone from complying with any provisions of 
ndising any Codes relating to posting, displaying or furnishing copies of Codes or of provisions of Codes. 
’ retail 
vr indi- HUGH S. JOHNSON 
tig Administrator for Industrial Recovery” 
rms oF , ° ’ 
-etailer Washington, D.C. 
February 12, 1934 
is 1,102 
d_ their , . , , ‘ — , 
ired of You are hereby directed to register your enterprise with the administrative agency of the Lumber 
- = Code Authority having jurisdiction over your Division or Subdivision, as required under the above 
Inesday § ais ? 
Administrative Order. 
t quar- LUMBER CODE AUTHORITY 


e high- § 1337 Connecticut Ave., N.. W. . 
a Washington, D. €. 
apanest 
ive an 
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Northern Producers’ Annual 


Discuss Possibility of Shortage, the Field for 





MILWAUKEE, Wis., Feb. 27.—With virtually 
every member mill in Wisconsin and Upper 
Michigan represented, and fifteen operators 


present by invitation, the annual convention of 
the Northern Hemlock & Hardwood Manufac- 
turers’ Association opened its annual meeting at 
the Hotel Schroeder this morning, with an at- 
tendance of more than one hundred—the largest 
in fully five years. Because of an exceptionally 
heavy program of important subjects for discus- 
sion, revolving chiefly about NRA Code mat- 
ters, interpretations, proposed modifications, etc., 
the convention is not expected to come to final 
adjournment before late Wednesday afternoon. 


Wise Code Administration Needed 


In opening the convention, President J. S. 
Weidman, jr., of Trout Creek, Mich., dwelt 
upon the progress that has been made under the 
code since it took effect Aug. 20, 1933, and of 
the enormous amount of ~work that has fallen 
upon a number of the veteran members of the 
association and is still ahead, saying he would 
leave it mainly to O. T. Swan, secretary-man- 
ager of the association and Code administrator 
for Wisconsin and Michigan, to make a detailed 
report. 

“You are now initiating, organizing and ad- 
ministering industrial self-government on the 
largest scale under Governmental sanction and 
inspection that this country has ever known. As 
we use this privilege wisely we shall continue 
as a group to control our own business,” said 
Mr. Swan. He pointed out that the marketing 
problems of the smaller operators, whose pro- 
duction is less refined or less carefully mer- 
chandised, needs immediate and special study. 
Another tendency he said must be watched is 
that arising from efforts to increase individual 
production to offset allotment restrictions. This 
is resulting in a demand that no new mills or 
equipment be permitted until the consumption 
of lumber has increased to a certain extent. 


Statistics Indicate Possible Shortage 


Production by member mills in 1933 was 
about 22 percent of that for 1929, and 27 percent 
of that for 1930, according to the report of 
F. D. Timlin, sales report auditor of the asso- 
ciation. The allotment of 60 percent has not 
produced anywhere near that volume, and there 
has been a very considerable decrease in stocks 
during the past year, leading to a feeling that 
in case of a more or less sudden revival in de- 
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mand a shortage of many items is sure to re- 
sult. It was suggested that those operators who 
take their full allotment without intending to 
produce it, but just to be on “the safe side,” 
should be penalized in some way, for such un- 
used allotments are lost forever, not to be re- 
gained under any circumstances. 


Small Mills Hold Conference 


The problems of the small sawmill operator 
came in for considerable discussion, and the re- 
sult was that such owners are holding a special 
meeting among themselves for organization and 
appointment of a representative on the execu- 
tive committee under the code. Administrator 


Swan presided at a preliminary meeting imme- 
diately following this morning’s session. 


Place of Hemlock in Local Public Projects 


Col. Henry C. Hengels, State military archi- 
tect of Wisconsin, appeared by invitation to ex- 
plain specifications for 91 new structures at the 





Oo. T. SWAN, JOHN M. BUSH, 
Oshkosh, Wis.; Negaunee, Mich.; 
Secretary Director 


State military reservation at Camp Douglas, to 
contain about 600,000 board feet of lumber. Col. 
Hengels allayed any fears that northern hem- 
lock is to be excluded in favor of West Coast 
C grade pine or fir, saying that No. 1 common 
was acceptable, and that to avoid any further 
misunderstanding he would at once send all con- 
tractors bidding on the job an addendum to 
make this fact clear. Bids will be opened 
March 2. Col. Hengels explained that this being 
a Wisconsin job, it would have been proper to 
specify No. 1 common northern hemlock—but 
for the fact that it is a PWA project, to be paid 
for with Federal funds, consequently all types of 
lumber cf equal grade would qualify. 


Two Views of Sustained Yield 


Practically the entire afternoon session today 
was devoted to a thorough discussion of the 
provisions and effects of Article X, Forestry 
and Sustained-Yield, introduced by John M. 
Bush, of Negaunee, Mich., chairman of the for- 
estry committee and conference delegate, and 
conducted under the chairmanship of R. B. 
Goodman, of Marinette, Wis., conference dele- 


gate. This covered the code amendment, the 
Regional Forestry Board, the farmers’ woodlot 
problem, and proposed cutting regulations. 


Chairman Goodman said this discussion might 
be considered a debate, with public agencies 
presenting the affirmative, and association mem- 
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bers the negative or at least a rebuttal. The 
public agencies were represented by [arl W. 
Tinker, regional United States forester at Mil. 
waukee, and three members each of the Wiscon- 
sin and Michigan forestry administrations, in 
addition to M. J. Fox, of Iron Mountain, Mich, 
member of the Michigan Conservation Com- 
mission. 
Taxation and Timber Growing 

It developed into an experience meeting, in 
which the long range view of selective logging 
and the other features of the Governmental pro- 
gram were emphasized. Mr. Tinker detailed the 
beneficial effects of a managed timber cutting 
program, agreeing, however, that only uniform 
compliance will make it a success. It was 
pointed out that in homely language it has been 
a race between timber owners to log out and get 
out, and taxing bodies to provide their com- 
munities with all modern and costly improve- 
ments while the timber owners’ tax dollars were 
available, and that a managed program would 
create a more equitable balance, as well as keep 
the lumber industry a going concern. 


Government Offers Friendly Co-operation 


In rebuttal, Chairman Goodman called upon 
“Forester Swan” to relate some facts. Secre- 
tary Swan said he qualified for such a title only 
because he left the Forest Service at Washing- 
ton some fifteen years ago to become secretary 
of the association. He told how times have 
changed, and the relations between public ager- 
cies and the lumber and timber industry have 
changed from bitter opposition to friendly rela- 
tions and a co-operative spirit. He said, how- 
ever, the big question is, Who is going to foot 
the bill that managed timber will mean ?—point- 
ing out that some provision must be made to 
take over the acreage cleared of its timber until 
such time as this acreage is required for other 
productive purposes. 

Mr. Swan also pointed to the proposed Great 
Lakes-Atlantic seaway as giving West Coast 
and foreign lumber competitive advantages wit! 
northern hardwoods and softwoods, the future 
price effect on northern operators, the low valve 
of stumpage and numerous other factors in the 
managed timber situation that must be consid- 
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ered from the standpoint of those who own the 
lands. Other speakers emphasized the fact that 
the non-operating timberland owner has more to 
worry about than any other type of owner, and 
should not be misunderstood if he sho-ld object 
to the cost to him of managed logging, when 
most naturally his nurpose was to liquidate his 
investment as rapidly as possible, especially in 
view of the riot of taxation in recent years. 
Officers and Directors Elected 
Robert B. Goodman, secretary-treasurer 0! 
the Goodman Lumber Co., Marinette, Wis., was 
elected president of the Northern Hemlock & 
Hardwood Manufacturers’ Association at the 
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closing session Wednesday afternoon. Other 
officers elected were: 
vice president—G. H. Earle, Wisconsin 


Land & Lumber Co., Hermansville, Mich. 
Treasurer—W. W. Gamble, Yawkey-Bissell 
Lumber Co., White Lake, Wis. (re-elected). 
Directors—George Farnsworth, Oconto Co., 
Chicago; Matthew P. McCullough, Brooks 
& Ross Lumber Co., Schofield, Wis.; Abbott 
Fox, Von Platen-Fox Co., Iron Mountain, 
Mich.; G. N. Harder, I. Stephenson Co., Wells, 
Mich.; A. L. McBean, Edward Hines Hard- 
wood & Hemlock Co., Park Falls, Wis.; John 
D. Mylrea, Thunder Lake Lumber Co., Rhine- 
jander, Wis.; Charles A. Goodman, Goodman 
Lumber Co., Marinette; William D. Connor, 
jr, Connor Land & Lumber Co., Laona, Wis.; 
J. 8S. Weidman, jr., Trout Creek; R. B. Brow- 
nell, Rib Lake (Wis.) Lumber Co.; Zeno Nel- 
son, Jackson & Tindle Lumber Co., Grand 
Rapids, Mich.; Fred A. Menzner, Menzner 
Lumber & Supply Co., Marathon, Wis. 


Mr. Nelson was elected to represent Lower 
Michigan and Mr. Menzner to represent the 
smaller operators of the Wisconsin-Michigan 
region, under an amendment to the by-laws in- 
creasing the number of the board by two to 
provide the two groups with representation, 
more especially in Code activities. 


Departmental Chiefs Chosen 


Following the extended discussion of fores- 
try work, managed timber by selective cutting 
etc., at Monday afternoon’s session, the asso- 
ciation created a new department, the bureau 
of conservation, and elected John M. Bush, 
Cleveland-Cliffs Co., Negaunee, Mich., as chair- 
man. Other departmental chiefs were re-elected, 
as follows : 

W. A. Holt, Holt Lumber Co., Oconto, Wis., 
bureau of transportation; W. B. Earle, Wis- 
consin Land & Lumber Co., Hermansville, 
Mich., bureau of promotion; A. L. Klass, Holt 
Lumber Co., Oconto, bureau of grades; F. K. 
Bissell, Bissell Lumber Co., Ladysmith, Wis., 
and J. P. Bushong, Northwestern Cooperage 
& Lumber Co., Gladstone, Mich., co-chairman, 
bureau of legislation, for Wisconsin and 
Michigan, respectively. 

At the outset of the morning session Wednes- 
day, the place of the smaller sawmill operator 
under the code was discussed, with a report on 
the meeting of the group lasting past midnight 
Tuesday as basis. This recommended exemp- 
tion of such operators from minimum price pro- 
visions but required regular reports of quan- 
tities sawed and for whom, and representation 
on the Association board, which was granted. 

F. M. Ducker, traffic manager of the associa- 
tion, reported that little progress has been pos- 
sible in the direction of co-ordinating rail and 
truck rates as directed by the Wisconsin legis- 
lature of 1931 largely because the Public Serv- 
ice Commission has not been able to procure 
from motor truck line operators any idea of 
what it costs them to transport freight. 


Code Amendments Presented 


The remainder of the morning session was 
occupied by a most exhaustive and instructive 
presentation of the latest modifications and 
amendments of the fair trade practices of the 
code by L. S. Beale, secretary of the National 
Hardwood Lumber Association, and sketchy 
reports of their experiences at the Washington 
code conferences by C. A. Goodman and W. A. 
Holt. The difficulties still confronting Code 
Authorities relative to thé definition and desig- 
nation of the wholesaler were emphasized and 
the suggestions for a solution were welcomed. 
Secretary Beale appeared in place of Ralph 
Hines of Chicago, who was unable to be present. 

The bureau of grades was authorized to for- 
mulate and promulgate grading rules for hard- 
wood products now covered by grades, such as 
hard maple and other hearts, crossing planks, 
blocking etc., to facilitate code administration. 
_The question of minimum prices for Wiscon- 
sin and Michigan white pine in co-ordination 
with Minnesota northern pine was presented by 
A. L. Osborn, of Oshkosh, at whose suggestion 
the association authorized the creation of a com- 
mittee of three to meet with a similar commit- 
tee representing the Minnesota pine interests, 
with power to act on a price list, basing points, 
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it Vicves LIGNASAN 


. U. S. PAT. OFF. 


controls sap-stain 


WE could tell you from morn- 
ing till night how well Lig- 
nasan combats sap-stain but it still 
would not prove to you exactly 
what Lignasan will do in your own 
lumber yard. That’s why we would 
like you to mail the coupon below 
for sample and make the test 
shown above. 

Dip one half of 10 or 20 pine, 
sapgum or other hardwood boards 
or stock in Lignasan solution. 
Leave other half undipped. Pile 


REG. U, 5. pat. OFF. 


them solid for 30 days. Then dis- 
mantle pile. You'll find Lignasan- 
dipped halves bright ... free from 
ugly sap-stain. Undipped halves 
will be discolored, stained. To 
make this test still more severe 
conduct it in the most unfavorable 
part of your yard, where sap stain 
can get in its worst work. 

You can expect a great deal from 
Lignasan. It is used in cold solu- 
tion, doing away with costly tem- 
perature control. Lignasan-dipped 


lumber can also be flat piled... 
no end racking. It air-dries bright. 
Mills now using Lignasan (and 
there are more than 350 of them) 
report an average cost of 12c per 
M board feet. It can either be 
sprayed or used as a dipping 
solution. . 

Find out today more about Lig- 
nasan. It helps make lumber easier 
to sell because it makes bright 
lumber. Mail coupon for samples 
for testing. 


LIGNASAN 


REG. U. S. PAT. OFF. 





to obligate me in any way. 


ADDRESS... .. 





E. I. DU PONT DE NEMOURS & CO., INC., 
Organic Chemicals Dept., Wilmington, Del. 


GENTLEMEN: Please send me more information, a sample, and prices on LIGNASAN. This is not 
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and other related matters as to pine and such 
other softwoods produced in Wisconsin and 
Michigan not now provided for. 

Problems of pole and piling producers were 
explained by J. D. Mylrea, who suggested that 
these Wisconsin-Michigan producers interested 
take code memberships in the Western Red & 
Northern White Cedar Pole Association, Min- 
neapolis, to facilitate business under Code ad- 
ministration. 


Speaks on Code Compliance 


H. B. Osgood, in charge of Code compliance 
in the Wisconsin-Michigan region, at the asso- 
ciation headquarters in Oshkosh, detailed in a 
most interesting manner his experiences, pleas- 
ant in the main, but sometimes unpleasant since 
this work was put under way less than 60 days 
ago. Speaking of the co-operation given by the 
smaller mills, he said 330 of these units have 
been granted allotments, 140 being in Michigan 
and 190 in Wisconsin, while 314 have not yet 
responded. _ His experience, he said, was that 
the solution of this problem lies in education, in 
bringing the broad, underlying purposes of NRA 
to those who have as yet but a meager under- 
standing or an unwillingness to understand. Of 
64 complaints filed to date, only 24 stand unad- 
justed and in each case the complaint refers to 
failure to pay Code fees. Of eighteen com- 





AMERICAN LUMBERMAN 


plaints on wages and hours, seven remain to be 
adj usted. 
A. L. Klass, chairman of the bureau of grades, 


A. L. OSBORN, J. D. MYLREA, 


Oshkosh, Wis.; 
Presented Program 
for Pricing Pine 


Rhinelander, Wis.; 
Explains Pole and 
Piling Matters 


Associations’ Plans an 


March 5-9—American Society for Testing Mate- 
rials, Wardman Park Hotel, Washington, D. C. 
Group meetings of committees. 

March 6-7—Southwestern Iowa Retail Lumbermen’s 
Association, Hotel Chieftain, Council Bluffs, 
Ia, Annual, 

March 6-7—Canadian Lumbermen’s 
Mount Royal Hotel, Montreal, Que. Annual. 

March 9-10—Utah Lumber Dealers’ Association, 


Chamber of Commerce, Salt Lake City, Utah. 
Annual, 


Association, 


March 13—Hardwood Manufacturers’ Institute, 
Hotel Peabody, Memphis, Tenn. Annual, 
March 16-17—Florida Lumber & Millwork Associa- 
tion, Colonial Orange Court Hotel, Orlando, 
Fla. Annual. 

April 5—Southeast Missouri Lumber Dealers’ Asso- 
ciation, Ducker Hotel, Poplar Bluff, Mo. An- 
nual 


April 6-14—Home Complete Exposition, State Fair 
Grounds, Indianapolis, Ind. 


April 9—Texas Line Yard Retail Lumber Dealers’ 
Association, Mineral Wells, Tex. Annual. 


April 10-11—National Retail Lumber Dealers’ Asso- 
ciation, Washington, D. C. Annual, 


April 10-12—Lumbermen’s 
Mineral Wells, Tex, Annual. 

May 23-24—National-American Wholesale 
Association, Mayflower Hotel, 
D. C. Annual. 

June 13-14—South Dakota Retail 
Association, Rapid City, S. D. Annual. 

June 25-29—American Society for Testing Mate- 


rials, Chalfonte-Haddon Hall, Atlantic City, 
N. J. Annual. 


Association of Texas, 


Lumber 
Washington, 


Lumbermen’s 





Wholesalers’ Annual Postponed 

New York, Feb. 26.—Notice has come from 
the office of W. W. Schupner, secretary Na- 
tional-American Wholesale Lumber Association, 
that the annual meeting of this association— 
previously announced for April 12-13—has been 
postponed to May 23-24. There is no change 
in the place of meeting, which will be the May- 
flower Hotel, Washington, D. C., as originally 
planned. 


Told Advantages of New Port 


Stockton, Ca.ir., Feb. 24—Attended by 
more than seventy-five members, the annual 
meeting of the Central Valley Lumberman’s 
Club was held here Feb. 17. Members elected 
to the executive committee were as follows: 
C. G. Bird and E. Bruce, Stockton; A. R. Mar- 
tin, Sonora; L. H. Elliot, Lodi; C. Moorehead, 
Escalon; W. O. Mashek, Modesto; Warren 
Tillson, Turlock; A. J. Russell, Tracy; and 
John Yancey. These members will meet today 
to elect the officers. A second delegate to the 





State Lumber Council, to serve with C. G. 
3ird, will also be elected. 

The main business of the meeting was the 
preparation of a district NRA Code, to be rec- 
ommended for inclusion in the State and na- 
tional Codes. 

Port Director B. C. Allin addressed the mem- 
bers at a luncheon, stressing the transportation 
savings offered by the new seaport to producers 
and shippers in the country surrounding Stock- 
ton. He described the new facilities to be con- 
structed at the port as a result of the recent 
$900,000 bond election. 





Newark, N. J., Feb. 15, 1934. 


Editor AMERICAN LUMBERMAN, 
Chicago. 


Dear Sir: 


The writer can not recall any period 
during the twenty-five years that he has 
been a reader of the AMERICAN LUM- 
BERMAN that your publication was needed 
as much by the lumber trade as it is today. 
In fact, with the rapidly changing conditions 
on account of codes etc., most lumbermen 
would feel pretty much lost without it—if 
they have the interests of their business at 
heart as most of them have. 


| feel you are to be particularly com- 
mended for the fine work you have done 
in getting the Duffey Bill (known as HR 
6460) introduced into the House of Repre- 
sentatives to make it possible to release a 
large sum of money for repairs, new house 
construction etc. This is work of a really 
constructive nature. 


Securing lumber codes, seeing that they 
are enforced etc., is also good work; but, 
as leading men of the lumber trade have 
previously stated, these codes are not go- 
ing to make business. Secure this Federal 
appropriation; clean out racketeering in the 
building trades labor unions; get the people 
back to work; and it might be possible that 
we can still get along without codes as we 
have for 150 years or more. 


Yours truly, 


PHIL HARRIS, 
West Virginia Hardwood 
Products Corporation 
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spoke briefly on provisions for marking under 
Code Article XVI, then presented each an 
ber with a mimeographed copy of the final dri 
now before the President for approval, 

Thomas R. Kerr, manager of the trade ey. 
tention work of the association, reported thy} 
the activities have been continued on a curtail; 
basis and while he did not recommend immed. 
ate intensification of the work, he pointed out 
that business was definitely on the mend and 
resumption of the former active degree of pro. 
motion may well be given serious thought, 

Relative to the Wisconsin Unemployment Jp. 
surance Law, which may be placed in operatio; 
by the State Industrial Commission at an 
time, A. L. Osborn reported that this is of jp. 
terest not only to Wisconsin members, but ty 
Michigan operators, since the Wagner Bill be. 
fore Congress intends to make unemployment 
insurance compulsory in all States not having 
their own acts of this character. He expresseq 
the belief that such insurance is here to stay 
and all members of the industry would do well 
to pay attention to all preliminaries.  Inciden. 
tally, he spoke of the valuable work accom. 
plished by the Association in convincing the 
Wisconsin legislature that because of its pecu- 
liar seasonal nature, the logging industry should 
be exempted from the act, as it should be in the 
entire northern region. 


Activities 


Exporters Review Foreign Market 


MemMPHISs, TENN., Feb. 26.—Discussion of the 
proposed Code for exporters of hardwood con- 
sumed the greater portion of the time at the 
thirty-fourth annual meeting of the National 
Lumber Exporters’ Association, held at the Ho- 
tel Peabody, Feb. 22, and attended by nearly 
seventy-five exporters. Emmett Ford, Mengel, 
Co., New Orleans, president of the association, 
presided. 

The price feature of the Code was attacked 
by many members, and a committee will be 
named to get the views of all members. 

The annual report of Edward Barber, of Lon- 
don, England, director of foreign affairs, was 
read by Douglas F. Heuer. secretary of the 
association. It told of the loss of market by 
American hardwoods, stating that in 1933 they 
were 47.66 percent of all hardwood imports into 
the United Kingdom, while in 1932 American 
hardwoods were 58.3 percent of the whole. He 
said that this loss was due to heavy importations 
of oak, beech and other woods from Canada, 
Poland, and Finland. The importation of Jap- 
anese woods also declined, he said. Mr. Barber 
urged manufacturers to watch prices so that 
American hardwoods will continue in the com- 
petition. Much of the market loss he attributed 
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to Empire preference and use of substitutes. 
Mr. Barber’s report also dealt with the many 
claims due to wet lumber and to worms, and 
urged exporters to be more careful with the 
hardwoods shipped. 


In his own report Secretary Heuer showed 
the association to be in a good financial position, 
with a gain in membership of seventeen for the 
year. There is much more interest in the ac- 
tivities of the association, he said, and told of 
some of these, concerning contract forms, and 
the regaining of lost markets. 

In the afternoon discussion of the Code, J. H. 
Townshend, secretary-manager of the Hard- 
wood Manufacturers’ Institute, and King 
3ridges, members of the executive committee 
of the institute, addressed the convention. 

Mr. Ford was re-elected president of the asso- 
ciation for the third year, and Claude Sears, 
Mobile, Ala., and Edward Barber, London, were 
re-elected vice presidents. Joe Thompson, Mem- 
phis, was -re-elected treasurer, and Douglas F. 
Heuer was re-elected secretary. Directors 


elected to serve until 1937 were: C. B. Dudley, 
Plaquemine, La.; R. W. Ricketts, sr.. New Or- 
leans, La.; H. W. Manley, Savannah, Ga.; J. J. 
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Our Modern Planing Mill—Fully Equipped with the Very Latest High Speed Machinery—Our Workmanship is Unexcelled 


Mixed Cars—Worth Extra Money to You 


A good mixed car service enables you to shift the burden of extra inventory to the mill—so that 
Alderman service is actually worth extra money to you. It is a fact that to maintain a good mixed car 
service a mill must carry a well balanced, comparatively heavy inventory, which at the current radi- 
cally decreased rate of production (under the Code) may be difficult to do in the event of an antici- 
pated spring demand of potentially large proportions. 


We suggest, therefore, that NOW is the time to take advantage of Alderman's up-to-date, complete 
facilities—planing mill, flooring mill, Moore dry kilns, etc.—particularly adapted to handling promptly, 
and to your entire satisfaction, mixed cars of the following excellently band-sawn items, of which we 
have at present a well rounded inventory: 


4/4, 5/4, 6/4, 8/4 Tidewater Red Cypress (Coastal Type) 

4/4, 5/4, N.C. Pine 

End-Matched Flooring (Pine, Oak, Rock Gum) 

4/4 Hardwoods (Tupelo, Steamed Sap Gum, Red Gum, Soft Maple, etc.) 


Quality, service and experience, we believe, demand more consideration now than ever—in view 
of cost protection prices. Take advantage of this opportunity to purchase your lumber from a mill 
which backs its shipments with an established reputation of over fifty years standing. Buy NOW while 
assortments are still well rounded. Send your inquiries for prompt attention. 


D.W. Alderman & Sons Co. 


ALCOLU, SOUTH CAROLINA 














Green End of Our Latest Type Moore Kilns Aisle in Our Large Flooring Sheds 
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and better for 
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bunching use 

our Self-Loading 
Skidders. 





LINDSEY 


Sole Manufacturers 


WAGON CO. 
LAUREL, MISS. 





orthern Woods 


AND BIRCH 


FLOORIN G 


Our new flooring plant is equipped 
with the most improved type machines. 
You'll appreciate the better manufacture 
and superior quality of WELLS Flooring. 
Try a car now at low prices. 


&SIWWELLS 


LUMBER COMPANY 
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17) Your Requirements For 17 
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Linehan, Cincinnati, Ohio, and W. A. Ransom, 
Grenada, Miss. 





Code Agency in New Location 


LouisviLLe, Ky., Feb. 26.—The office of the 
Hardwood Dimension Manufacturers’ Associa- 
tion, agency of the dimension division of the 
Lumber Code, is now located in Room 223, 
Heyburn Building, Fourth and Broadway 
street, this city. The office is in charge of D. C. 
McNamara, assistant executive officer. 


Club Elects Officers 


JACKSONVILLE, FLa., Feb. 26.—Bucher Blair, 
of Blountstown, Fla., was elected president of 
the Southeastern Hardwood Manufacturers’ 
Club at its annual meeting held in the May- 
flower Hotel here on Feb. 13. Other officers 
chosen were Hobart L. Manley, Savannah, vice 
president and Dick Wand, Jacksonville, secre- 
tary-treasurer. 





New Association Elects Officers 


MILWAUKEE, Wis., Feb. 26.—Garry L. 
Jacobus, of the Jacobus Co., Milwaukee, was 
elected president of the newly organized Build- 
ers’ Supply Dealers’ Association of Wisconsin 
at its first meeting, here. About 90 dealers 
from various parts of the State attended the all- 
day sessions. Other officers elected were: 

R. C. Brown, Oshkosh, and W. W. Lang, 
Superior, vice presidents; Leland Wells, De 
Pere, secretary, and T. G. Morris, Racine, 
treasurer. 

The board of directors includes Richard 
Bloedel, Fond du Lac; John Doyle, Madison; 
Fr. W. Dunnebacke, Kenosha, and Walter J. 
Manhardt, Milwaukee. 





January Contracts Show Gain 
of Over 100 Percent 


Construction contracts let during January 
showed a gain of over 100 percent over Janu- 
ary, 1933, according to F. W. Dodge Corpora- 
tion; though the total of $187,463,700 was al- 
most 10 percent smaller than the contract 
volume for December, which totaled $207,209,- 
500. The current January total was only 5 per- 
cent behind the volume for the entire first 
quarter of 1933; this discloses how great has 
been the relative improvement over the lethargic 
conditions of last year. Commenting on the 
outlook the Dodge Bulletin observes: 

“There can be little doubt that the contract 
volume for the initial quarter of 1934 will 
exceed 500 millions; in contrast with 196 
millions for the corresponding quarter of 
1933.” 

January contracts for residential building 
totaled $15,110,400 as against $23,899,600 for 
December and only $11,950,900 for January, 
1933. Awards for non-residential building 
amounted to $58,616,100 in January as com- 
pared with $50,040,000 for December and only 


$28,731,600 for January of last year. Public 
works contracts (of engineering types) 
awarded in January not only exceeded the 


totals for both comparative periods but were 
more than 60 percent larger than those re- 
ported for the entire first quarter of 1933. 
Public utilities awards fell sharply from De- 
cember but were maintained above the level 
of January, 1933. 

January contracts for all classes of con- 
struction were larger than a year ago in each 
of the thirteen Dodge districts, except the 
metropolitan New York area, the New Or- 
leans district, and Texas. The largest rela- 
tive gains occurred in the Southeastern and 
the Pittsburgh areas. 

For residential building alone gains over 
last year were reported in the middle Atlan- 
tic, Southeastern, southern Michigan, St. 
Louis, Kansas City and New Orleans districts; 
declines were shown in the remaining seven 
districts. 

For non-residential building alone gains 
over January, 1933, centered in the New 
England, middle Atlantic, Pittsburgh, South- 
eastern, Chicago, central Northwestern, 
southern Michigan, St. Louis, Kansas City 
and New Orleans territories; losses only were 
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reported for the metropolitan area of 
York, upstate New York and Texas, 

For public works (civil engineering proj. 
ects) gains over a year ago were universa] 
except for declines in the New Orleans and 
Texas areas. lor public utilities gains oye, 
last January were recorded in each district 
except metropolitan New York and Kansas 
City territories. 

Contemplated construction reported dur- 
ing January totaled $475,894,600 for the 37 
eastern states; this compares with $778,039. 
600 for December and $101,843,300 for Jan- 
uary of last year. Gains over a year ago in 
contemplated work were reported in each 
of the 13 districts except the Kansas City areg 
where the decline was only nominal. (Cop. 
templated work reported in January for the 
37 states totaled greater than the volume re- 
ported for the entire first quarter of 1933, 


New 





Ohio Dealers Begin Great 
Code Convention 








Note: A report of the remaining sessions 
of this convention will appear in the Feb, 
3 issue of the American LUMBERMAN.— 
Epiror. 





[Special telegram to AMERICAN LUMBERMAN] 


CoLuMsus, Onto, Feb. 28.—Code problems 
and interpretations featured today’s opening ses- 
sions of the Annual Convention of the Ohio As- 
sociation of Retail Lumber Dealers. Homer 
W. Ballinger, Springfield, Ohio, president of the 
association and chairman of the executive com- 
mittee of the Retail Lumber and Building Ma- 





W. G. SMITH, 
Akron; 
Ist Vice President 


H. W. BALLINGER, 
Springfield; 
President 


terial Code Authority, explained knotty prob- 
lems which have arisen. He declared that the 
main problem is the overlapping of codes, espe- 
cially with those of special millwork, house 
wreckers, contractors and floor layers. John F. 
Carter, of the Southern Pine Association, urged 
closer co-operation with manufacturers, espe- 
cially in matters of wholesale commissions. He 
said that retailers who did not use a price list 
of Southern Pine Association in figuring selling 
price were violating the code. Other speakers 
were O. L. Appleton, of Chicago, secretary 0 
the Millwork Cost Bureau; W. W. Fobes, sec- 
retary-manager, North Central Hardwood As- 
sociation, and Arch C. Klumph, president of the 
Cleveland Lumber Institute. 





Mars sHowinc the time of occurrence and 
the path of every lightning storm observed 
by national forest fire lookouts in Oregon and 
Washington for the past nine years have beet 
prepared by the Pacific Northwest Forest Ex- 
periment Station. Such maps provide fire pro 
tection agencies with fundamental data on light 
ning storm distribution and behavior. 
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~ . a 
. N | Prod Sh ts and Ord 
en ational Production, Shipments an rders 
oe Wasurncton, D. C., Feb. 26.—Following is the National Lumber Manufacturers’ Association report for two weeks ended Feb. 17, 1934, and for 
$ and seven weeks ended that date, covering mills whose statistics for both 1934 and 1933 are available, and percentage comparison with statistics of 
| Over identical mills for the corresponding period of 1933: 
Strict Two WEEKS: Av. No. Production Percent Shipments Percent Orders Percent 
ansag softwoods: Mills 93 of 1933 1934 of 1933 1934 of 1933 
gouthern Pine Association.............. = 45,491,000 115 37,615,000 06 42,135,000 115 
dur. West Coast Lumbermen’s Association....... 184 160,793,000 158 144,102,000 132 136,561,000 140 
he 37 western Pine Association.........ceeceeeees 103 43,293,000 219 59,640,000 138 64,517,000 143 
3,030... California Redwood Association..... ptgseee 11 12,154,000 184 11,096,000 169 10,538,000 179 
Jens Northern Hemlock & Hardwood Mfrs.’ Assn. 15 2,004,000 204 1,937,000 208 2,113,000 203 
£0 in Total SOftWOOdS ..... cece eeceecrseeeeceees 408 263,735,000 156 254,390,000 128 255,864,000 138 
each dwoods: 
Y area Hardwood Manufacturers’ Institute.......... 194 28,641,000 190 23,995,000 117 25,836,000 112 
Con- Northern Hemlock & Hardwood Mfrs.’ Assn.. 15 3,166,000 351 2,170,000 150 3,044,000 179 
ir the eta —— rea . —_ a ve 
° me it MORES. cer ecakestorsesinueceuss 209 31,807,000 199 26,165,000 119 28,880,000 116 
33 Grand totale ...ccccccccrevevccecesvcccces 602 295,542,000 160 280,555,000 127 284,744,000 135 
: SEVEN WEEKS 
: -o0ds:? r 
Southern Pine Association. ....ccccocesccese 96 140,138,000 103 119,571,000 89 137,748,000 07 
' } West Coast Lumbermen’s Association....... 184 502,938,000 145 419,275,000 121 493,532,000 136 
a western Pine Association..............cse.- 106 144,049,000 191 196,296,000 134 205,223,000 127 
California Redwood Association........ceee. 11 35,221,000 145 36,203,000 139 26,416,000 115 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 16 5,742,000 , 258 6,837,000 218 7,821,000 218 
a. Total SoftWOOdS «.----+e+eeeeeeeeeeeeeeees 413 828,088,000 141 778,182,000 119 "$70,740,000 128 
, Hardwoods: 
long Hardwood Manufacturers’ Institute.......... 201 96,219,000 164 76,044,000 101 81,822,000 110 
Feb. Northern Hemlock & Hardwood Mfrs.’ Assn.. 16 11,921,000 441 6,875,000 115 8,964,000 151 
N.— Snel aD. «osc vcneccscveeecixccences 217 108,140,000 176 82,919,000 102 90,786,000 113 
Pn SOs csintinks3*06ee sdb eee eeen ene 614 936,228,000 145 861,101,000 117 961,526,000 126 
vem | W Pine S lati i 
ond estern Pine Summary Relation of Unfilled Orders to Stocks 
g ses- [Special telegram to AMERICAN LUMBERMAN] , . . . " . . P f P 
ie: seas: ye Wasuincton, D. C., Feb. 26.—Following is a statement for four groups of identical mills 
“fared PortLAND, Ore., Feb. 28.—The W estern Pine | of the gross stock and unfilled order footages, in thousand board feet, Feb. 17: 
of the \ssociation popes rs follows per: operations of No. of Gross Stocks Unfilled Orders 
com- Inland Empire and California mills during the Mills 1934 1933 1934 1933 
» Ma two weeks ended Feb, 24: Southern ee 91 482,603 511,164 68,157 54,613 
.* ’ . i ‘ Jest Coast Lumbermen’s Association........... 130 1,012,151 1,000,419 260,580 204,532 
Avesnge number of mills reporting, 198+ Western Pine Association...................... 99 15045,616 1,271,727 $1'920 87,250 
Total production for two weeks... 46,149,000 Northern Hemlock & Hardwood Manufacturers 
Te SNOMED ok cision vsocvcees 61,331,000 Association— 
Total orders received........cce- 66,841,000 I ak Gi htah si 9: oR ws Ak wo io Wid ee awe wre a 9 62,923 117,561 4,038 3,261 
NO skis Soe aw wich sd: cians hs oth cn Slee Ab ew ae 11 98,315 124,840 6,655 5,731 
Weekly average of identical mills, average 
number, 101%: 
-—Two weeks ended——, . 
Feb, 24,1934 Feb. 25, 1933 
Production ......... 21,831,000 7,926,000 
DE ssc cccecae 28,640,500 19,659,000 ——— 
Orders received 31,852,000 18,459,000 . 
On Feb. 24, On Feb. 25, = 
1934 1933 | 
Unfilled orders...... 79,107,000 78,562,000 — 
West C + Revi PINE-HARDWOODS-OAK FLOORING yan 
[Special tel ae ne pe LONGLEAF PINE LUMBER AND DIMENSION 
ospecia elegram Oo AME CAN 2U) q N, 
: 2 pin : SHORTLEAF PINE FINISH, TRIM, MOULDINGS 
SEATTLE, Wash., Feb. 28.—The 553 West SHED AND YARD STOCK ITEMS 
Coast Lumbermen’s Association mills giving 
production, shipments and orders during the OAK AND GUM TRIM AND MOULDINGS 
two weeks ended Feb. 24 reported: RED AND WHITE OAK FLOORING, PLAIN OR QUARTERED 
Production 178,304,000 WHITE AND RED OAK, BLACK GUM, TUPELO, RED GUM, 
Shipments 151,444,000 15.1% under production 
H, Orders 155,998,000 12.5% under production CYPRESS, ELM, BEECH, HICKORY AIR AND KILN DRIED 
me ‘ , RAILROAD AND INDUSTRIAL TIMBER A SPECIALTY 
dent A group of 573 mills whose production re- 
ports for 1934 to date are complete, reported as 
tdlows RE T BER CO ROCHE S 
prob- ff ‘allows TREMONT LUMBER COMPANY, ROCHELLE, LOUISIANA 
at the Average weekly cut for 8 weeks— 
espe- sp Bsa git msc a eel Wasa BR ta 54,510,000 
1 “ REESE EPR are ae Re NE ie ee 77,456,000 
nouse Av 
F Average cut for two weeks ended 
yhn j DEE a eee chek eddeaoes 89,595,000 ‘ 
urge . , : 
A group of 553 lls, whose production for (> HA n m n 
espe- grouy 553 mills, whose produc dj | 4 
' He the two weeks ended Feb. 24 was 178,304,000 el er O a 
er leet, reported distribution as follows: 
ci ported distribution as follows: | TACOMA, WASHINGTON, U.S.A. 
— Shipments Orders Orders 
eakers = 51,337,000 53,550,000 106,949,000 
ary of | Domestic ' SALES AGENTS FOR 
S “sec: Eoreo ... 53,407,000 50,707,000 tty tye 
2 xport ... 31,747,000 , 36,788,000 118,842, Ab d ] d 
= Local 14,953,000 ° 14,953,000 ........ eraeen r ywoo 
of the ——_—__— 
151,444,000 155,998,000 366,990,000 } oO mp an y 
_A group of 163 identical mills, whose reports 
F production, shipments and orders are com- 
ce an plete for 1933 and 1934 to date, reported as fol- PI d dW Ilb d 
served ff lows: ywoo an a oar 
yn and Aone. pnd bee y A ‘ : \ , ] . 
si weeks endec Average for 8 weeks BRAND mn ee 
e bee weeksented = Avare wee Douglas Fir — Spruce — Cottonwood 
st be production 69,447,000 60,166,000 pry tie: “NO E 99 li d M G d 
e sd Stipments 69,218,000 48,581,000 3, , 
right Orders" §2'36e;000 8:339;000 43°162°000 NE BETTER Quality and Manufacture Guarantee 
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Products Which the Retail 
Lumber Code Regulates 


For convenience the AMERICAN LUMBERMAN 
usually refers to a certain document as the 
Retail Lumber Code, but it should be remem- 
bered that the full name is the “Code of Fair 
Competition for the Retail Lumber, Lumber 
Products, Building Materials and Building Spe- 
cialties Industry,” approved by President 
Roosevelt Oct. 3. 

Exactly which products are under the juris- 
diction of this Code has been the subject of 
considerable debate, but on Feb. 19 Homer W. 
Ballinger, chairman of the executive committee 
of the Retail Lumber Code Authority, in a bulle 
tin announced that agreement had been reached 
with the Retail Hardware Code Authority under 
which the Retail Lumber Code will have juris- 
diction over the following: 


Under Retail Lumber Code 


1 New lumber 
and sizes 
and/or 


and lumber products of all 
and dimensions, rough, sur- 
worked to pattern, including: 
Lumber, timbers, squares, posts (rough or 
peeled), lath, pickets, garden or picket fence, 
wood floors of all kinds including laminated 
flooring. 


species 


faced 


» 


2 Stock Mill Work of all species, including: 


Doors, solid, open and glazed; windows, open 
and glazed; door and window frames; interior 
and exterior trim, finish; moldings. (Stock 
screen doors and windows are excepted from 
the above and classed under the general Re- 
tail Code) 

3. All stock Cabinet and built-in woodwork 
which is intended to be permanently attached 
to the building. (This is not intended to in- 
clude metal bathroom cabinets such as are sold 


in hardware stoves.) 


{. Building 
position 
ing and 
wall and 
papers. 


Under Builders’ Supplies Code 


The following materials are classed as Build- 


Materials as follows: All com- 
roofing and shingles, all asbestos roof- 
shingles, all insulation materials, all 
plaster boards and lath, all building 


ing Supplies and are subject to the Code for 
that industry, which Code is practically the 
same as that for Building Materials, and is 
generally administered by the same Code Au- 
thority: 

Brick mortars, casement and steel sash, ce- 
ment and cement products, cement pipe, cer- 
amic tile, clay roof tile, common brick, cut 


stone, dampers and fire place accessories, drain 
tile, face brick, fire brick and clay, glazed struc- 


tural tile. gynsum products, hollow tile, lime 
and lime products, mesh re-enforcement, metal 


lath and kindred products, mineral aggregates, 
mortar and cement colors, molding plasters, roof 
and flooring slates, sewer pipe, fire lining and 
other clay products, structural terra cotta and 
waterprooofing compounds. 


Under General Retail Code 


The following list of 
jurisdiction of the 
not clearly 


items come under 
General Retail Code, 
covered by some other approved 
Code, and should not be considered as being 
under the jurisdiction of the Retail Lumber and 
Building Material Code. 


the 
where 


Window and door screens (except where spe- 
cially built), metal cabinets, galvanized iron 
roofing, weather strip, ladders, sash weights 
sash cord, and oils, glass, all builders’ 
hardware, nails, roofing cement. 


paints 


Filing of Prices and Assessments 


the of the Building Ma- 
(Code, hardware dealers carrying any of 
the merchandise listed as being subject to either 
the Lumber and Building Material Code, or the 
Suilding Supplies Code, are required to file 
minimum with delegated Code Authori- 
ties and cannot sell below such filed prices until 


Under 
terial 


requirements 


prices 


“a new list of prices may have been filed by 
them These filed prices must conform to the 
Model Mark-Up as provided for such Codes 


and approved by the Administrator. 


The above list is a reprint of a bulletin issued 
by the Retail Hardware Code Authority, and 
Mr, Ballinger in his letter said of it, “We 
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think you can assume that the list of items 
shown in this circular will finally be approved.” 
When it is approved by the NRA administra- 
tion, the Retail Lumber Code Authority will 
send out a copy of “a list which must be recog- 
nized” by those who sell such items at retail. 





Will Represent Lumber Dealers 
in Code Conference 

Wasuincton, D. C., Feb. 26—Homer W. 
Ballinger, chairman of the executive committee 
of the Retaail Lumber Code Authority, has an- 
nounced that the following men will represent 
the lumber retailers in the national conference 
on NRA codes, called for Mar. 5-8 in Consti- 
tution Hall, and each has been asked to “be 
prepared with information to present in writing 
or orally as they desire” on the respective sub- 
jects assigned to them: 


(a) The effect of your Code upon opera- 
tions, including employment, in your indus- 
try—H. J. West, Atlanta, Ga., and Spencer D. 


Baldwin, Jersey City, N. J. 

(b) The effect of your Code on general 
price trend of products in your industry— 
Charles L. Adams, Brooklyn, N. Y., and J. 
Lee Johnson, jr., Fort Worth, Tex. 

(c) Effect of your Code on unethical prac- 
tices in your industry—John Suelzer, jr., Fort 
Wayne, Ind., and G. E. De Nike, Newark, 
N. J. 

(e) Effect of 
cerns in 


Code upon the smaller con- 
your industry—W. Albie Barksdale, 





READ 
the Editorial, 


"THE HOME 
IS THE KEYSTONE 
OF RECOVERY" 


You will find it on page 14. If 
you like it, show it to your 
editor. If he wishes to reprint 
it, he may do so without asking 
permission. 





Charlottesville, Va., 
Minneapolis, Minn. 


and John V. Dobson, 


(f) Code provisions which, in your judg- 
ment, should be modified or eliminated; (g) 
Code provisions which, in your judgment, 


should be added; (h) specific proposals 
eliminating overlapping — Paul S&S. 
N. Y., and Mr. Ballinger. 

(i) Financing of industry Code adminis- 
tration—Frank Carnahan, Washington, D. C., 
and George N. Glass, Pittsburgh, Pa. 


for 
Collier, 





Supply Depots for Price Lists 


WasuHuinctTon, D. C., Feb. 26.—When future 
changes are made in established minimum cost- 
protection prices, copies of the bulletins may 
be obtained from the Lumber Code Authority 
here (1337 Connecticut Avenue) or from any 
of the following regional supply depots: 

New York—National-American Wholesale 
Lumber Association, 41 East 42nd Street. 

Chicago—National Hardwood Lumber Asso- 
ciation, 59 East Van Buren Street. 

New Orleans, La.—Southern Pine 
tion. 

Memphis, Tenn.—Hardwood Manufacturers’ 
Institute, Bank of Commerce Building. 

Indianapolis, Ind.—North Central Hardwood 
Association. 

Seattle, Wash.—West Coast Lumbermen’s 
Association, 364 Stuart Building. 

Portland, Ore.—Western Pine 
Yeon Building. 

San Francisco, 
Association, 405 

Minneapolis, 
facturers’ 
Building. 


Associa- 


Association, 


Calif.—California 

Montgomery Street. 
Minn.—Northern Pine Manu- 
Association, Lumber Exchange 


Redwood 


March 8, 193 


Retail Authority Interpret; 
Costing Provisions 


Wasuincton, D. C., Feb. 26. —Concerning 
the proper way to determine “actual cost of me. 
chandise” as bought by the retail lumber deale, 
which the Retail Lumber Code’s modified pro. 
visions (approved by General Johnson Jan, 5) 
stipulate “. . . shall in no case be less than thy 
effective minimum delivered price established }y 
the Code Authority of the Code of Fair Com. 
petition for the Lumber and Timber Prodyes 
Industry .’ by other code authorities or py 
current market prices if no code, the following 
interpretation has been mailed to retail Diy. 
sions by Homer W. Ballinger, chairman of the 
executive committee of the Retail Lumber Code 
Authority : 


Lumber 


The price of the material, f. 0. b. mill, js 
determined by the Lumber Code Authority's 
published price. To this should be addeg 
freight charges based on established weight 
of the lumber, and recognized rate from the 
mill to the location of the dealer’s yard. Such 
rate must be an existing published rail rate 

It is recommended that the price on Class 4 
mill stock should be used instead of lower 
prices which would necessitate the use of 
differentials which are set up for certain 
classes of stock which may not always be 
available for purchase. 


Stock Mill Work (Includes Sash and Door 


The dealer is at liberty to use mixed car 
price, pool car or 1]. ec. 1. price from jobber’s 
warehouse, as established by the Woodwork 
Division of the Lumber Code Authority. So 
long as the base cost can be substantiated 
any retail price established by the addition 
of the Mode mark-up for the area to any of 
the above costs would not reflect a price 
below the recognized cost-protection price. 


Asphalt Roofing and Other Building 
Materials 
The use of current market price, where 
a code authority does not establish the basic 
price, shall be considered actual cost of mer- 
chandise and the use of carload quantity base 
is permissible if the dealer so elects. 


Sales in Carload Lots by Retail Dealers 

The “stay” which has never been lifted 
from Article Ill—Jurisdiction—leaves us 
without jurisdiction over the sale of lumber 
and building material in carload quantities 
to contractor or consumer. For this reason 
it is not necessary for dealers to apply the 


Mode mark-up on direct carload business. 
Since they are competing with wholesalers 
and manufacturers for such business the 


dealer is free to apply whatever 
sees fit 


mark-up he 
in making such carload sales. 


Retail Store Items 

Prices on items which the dealer knows are 
not definitely understood to be lumber or 
building material, until such time as a list 
can be furnished, need not carry the Mode 
mark-up unless the dealer so desires. Retail 
store items will be covered by the Retail 
Store Code and only cost protection provi- 
sions in this code need apply. In other words, 
in establishing prices on items of merchan- 
dise over which the Retail Lumber and Build- 
ing Material Code does not take jurisdiction, 
the dealer is-not bound by the provisions of 
this code but is covered by the code which 
does take jurisdiction over such sales. 


Respect for Other Codes 

If the retail lumber dealer expects to sell 
his merchandise under the cost protection 
provisions of his own code and wants it re- 
spected by his competitors, he should like- 
wise, in making his purchases, recognize the 
manufacturer who is living up to the provi- 
sions of the code under which he is operat- 
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ing. Every dealer should buy the way he 
sells and thereby show his support of the 
N. R. A. and add his influence to this con- 


structive movement. 





THE FIRST SAWMILL on the Pacific Coast was 
built by the Hudson’s Bay Company in_ the 
winter of 1827-28 near Vancouver, Wash, 
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Modifies Builders’ Supply 
“Mode” For Test Period 


Wasuineton, D. C., Feb. 26.—During a test 
period ending April 8, the “Mode” of figuring 
overhead for the Builders’ Supply Code will be 
hased on the following mark-ups, established 
hy Administrator Johnson’s order of Feb. 23: 


Carload Business 


4, Overhead costs on builders’ supplies 


«ld in carload or barge-load quantities, 
fo. b. siding or dock, but excluding Portland 
cement or any other cement, shall be 12% 


percent of the cost of such merchandise. 

p. Overhead costs on Portland cement sold 
in carload or barge-load quantities, f. 0. b. 
siding or dock, shall be 7% percent of the 
vost of said merchandise, but in no case shall 
the amount, determined by an application of 
this percentage, exceed 15 cents per barrel. 

C. Overhead costs on all cement other than 
Portland cement sold in carload or barge- 
joad quantities f. 0. b. siding or dock, shall 
be 10 percent of the cost of such merchan- 
dise. 

D. Paragraphs B and C hereof shall not 
apply to sales direct to the United States 
Government, to State Governments, or to 
railroads for maintenance of way. 

Less Than Carload Lots 

“Irrespective of the number of deliveries of 
such sales,” the overhead costs on delivered 
sales in less-than-carload quantities are required 
to he 33'4 percent of the cost of the merchandise 
for quantities between five tons and a carload, 
and 50 percent of the cost of merchandise for 
sales in quantities of less than five tons. 

“Truly representative groups” in “any com- 
petitive area” may by mutual agreement (upon 
approval of the Code Authority and subject to 
the disapproval of the administrator) reduce 
these figures for sales involving no delivery 
costs, or may allow a cash discount within a 
specified period, or may reduce such percentages 
or figures if it is found “that the application 
of the figures and percentages hereinabove spec- 
ified will cause a sharp increase in prices of 
builders’ supplies in such competitive areas, or 
will hinder the return of normal conditions in 
the construction industry, or will cause an undue 
hardship to consumers, thereby retarding the 
accomplishment of the purposes of Title I of 
the National Industrial Recovery Act.” 





Special Regulations for Hiring 
Handicapped Workers 


President Roosevelt, in an executive order 
dated Feb. 17, made special provision for the 
hiring of persons who because of handicaps 
might otherwise be precluded from their former 
opportunities of obtaining employment, clarify- 
ing this question which has caused lumbermen 
considerable concern. The order says: 

A person whose earning capacity is limited 
because of age, physical or mental handicap, 
or other infirmity, may be employed on light 
work at a wage below the minimum estab- 
lished by a code, if the employer obtains from 
the State authority, designated by the U. S. 
Department of Labor, a certificate authoriz- 
ng such person’s employment at such wages 
and for such hours as shall be stated in the 
certificate. Such authority shall be guided by 
the instructions of the U. S. Department of 
Labor in issuing certificates to such persons. 


Each employer shall file monthly with the 
Vode Authority a list of all such persons 
employed by him, showing the wages paid 


to, and the maximum hours of work for such 
employee. 

It is ordered that no provision of any code 
Previously or hereafter approved shall be so 
construed or applied as to violate the rules 
and regulations above quoted. 





Over HALF of the forest fires started by 
lightning occur at elevations between 4,000 and 
6,000 feet, according to an analysis recently 
completed by the Pacific Northwest Forest 
xperiment Station, 
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working? 


next quarter? 
Reforestation program. 


Status of trade practices. 
Employment and wages. 


Disposition of old stocks, 


J. H. TOWNSHEND, Secretary-Manager 











YOU ARE REQUESTED TO ATTEND 


HARDWOOD MANUFACTURERS’ INSTITUTE, Inc. 
Agency 


LUMBER CODE AUTHORITY 


Hotel Peabody, March 13 & 14, Memphis, Tenn., 9:30 a.m. 
instructive, Inspirational, Educational Meeting 


You are interested in the following and should participate in the 


What of the future of the Lumber Code and how the Code is now 


ls it necessary to maintain Cost Protection Prices? 
What does it cost to manufacture Hardwoods? 
What will the likely demand be for the next quarter? 


What will be the allowable hours of production recommended for the 


Small mill problems and their correction. 


The status of the wholesaler, the assembling yard and retailer. 


The statistical position of stocks. 


Preparation to meet keener competition from substitutes for Hardwood. 


These and many other problems and questions will be frankly and 
fully discussed at this all important meeting. 


MAY WE COUNT UPON YOU TO ATTEND? 


HARDWOOD MANUFACTURERS’ INSTITUTE, Inc. 
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Huge Fort Peck Dam Project 
Gets Under Way 


Giascow, Mont., Feb. 26—A bit of the 
“lonely prairie” which cowboys sing about will 
echo to the din of carpenters’ hammers and saws 
this summer, as Uncle Sam builds a modern 
town to house the workers who will throw the 
$72,000,000 flood control barrier known as the 
Fort Peck Dam, across the Missouri river 23 
miles southeast of here. 

Bids for 227 buildings, all of wood, ranging 
from two-room dwellings to huge mess halls 
and bunk houses, complete with all essential 
fixtures and occupying the equivalent of 15 city 
blocks, will be opened March 12 in the office of 
the Division Engineer, Missouri River Depart- 
ment, War Department, Kansas City, Mo. On 
March 8 bids will be opened for grading and 


gravelmg the streets. Construction, to. start 
early in April, will be completed by Sept. 1. 

The new town will be known as Fort Peck. 
It will be a nip-and-tuck race between the first 
railroad train and the first permanent resident 
to see who gets to town first. Contractors are 
throwing railway bridges across the Missouri 
and Milk rivers. Grading on the 14-mile branch 
which will connect the new town with the main 
line of the Great Northern is nearly complete 
and track is now being laid. 

Dredges and barges which will be called upon 
to move 90 million cubic feet of material into 
the largest earth-fill dam in the world, are being 
built. Contractors are assembling huge moun- 
tains of rock for the dam in several parts of 
northeastern Montana. 

More than a thousand men are now working 
on the project. Preliminary work began last 
October with a crew of 50 men, 








— 


48 


AMERICAN LUMBERMAN 


March 3, 193 


Industry Plans Conservation Program 
President Cordial to Lumbermen + No Opposition at Hearing 


Wasuincron, D. C., Feb. 27.—No opposition 
to the forest conservation amendments to the 
Lumber Code was offered at the NRA hearing 
yesterday, an event unique in such hearings. Wil- 
liam L. Hall, of Hot Springs, Ark., consulting 
forester and secretary of the Forest Conserva- 
tion Conference, presented the amendments in 
behalf of the Lumber Code Authority and the 
National Lumber Manufacturers’ Association. 


WasHincton, D. C., Feb. 26.—Broad, basic 
rules governing forest operations, with sustained 
yield the ultimate goal, were adopted by the 
Lumber Code Authority Feb. 9 as Supplement 
C of the Lumber Code to effectuate the prin- 
ciples of forest maintenance developed by the 
Forest Conservation Conference. An NRA 
hearing on this supplement began here today, 
and when approved by the President this sup- 
plement will become in effect virtually the pri- 
mary reforestation law for all commercial tim- 
ber lands subject to the Lumber Code. 

It will take effect June 1, and will then be 
as binding on the lumber industry as the provi- 
sions relating to allocation of production, cost 
protection, minimum wages and maximum hours, 
or anything else in the Code. Then that which 
generations have known as a topic of earnest 
but apparently futile conversation and academic 
debate and dissertation will become a reality, 
enforceable by the authority of the United States 
Government over all the 250,000,000 acres of 
land owned by industrial and timber holding 
companies and over that portion of the 125,000,- 
000 acres of farm timberlands which are com- 
mercially utilized. Since the 180,000,000 acres 
of public-domain forests are already under for- 
estry administration, Lumber Code Authority 
officials say that it may be roughly generalized 
that the United States with its 500,000,000 acres 
forest area will thus become one of those coun- 
tries whose forests are entirely under conserva- 
tiye utilization. 

For the country as a whole the basic rules 
(minimum standards for all regional conserva- 
tion regulations) are: 

1. Protection of standing timber and young 
trees from fire and other destructive forces. 

2. Prevention of damage to young trees dur- 
ing logging operations. 

3. Provision for replanting the 
after logging, if sufficient 
not already present. 


cleared land 
advanced growth is 


4. To leave, where feasible, some portion of 
the merchantable timber as a basis fer growth 
and the next timber crop. 

5. Partial cutting or selective logging shall 
be the general standard of forest practice. ‘7 

As a premium to lumbermen for the practice 
of sustained-yield operation under these rules it 
was agreed to award a 10-percent increase in 
production quotas. 

Each regional Division or Subdivision under 
the Code will adapt these general rules to the 
requirements of its terrain and climate, and 
must file its adaptations with the Code Author- 
ity by April 15. 


President Told of Forestry Plans 


A group of lumbermen, together with a dele- 
gation of national and State foresters and others 
representing the public interest in commercial 
reforestation, accepted President Roosevelt’s in- 
vitation to acquaint him personally with the 
results of the conference and the action by the 
Code Authority, and were greatly pleased at 
their cordial reception by the nation’s executive. 

For many years, he reminded them, he has 
been personally interested in forest conservation, 
and was instrumental in procuring in 1911 the 
passage by the New York State Legislature of 
a law prohibiting the top-lopping of trees in 
woods operations. The general observance of 


this law, he added, had resulted in a 50-percent 
reduction of forest fires following lumber opera- 
tions. The conservation measures now being 
undertaken on a national scale, he predicted, 
will go steadily forward but progress necessarily 
will be slow, and it will be perhaps another 
twenty years before industrial forestry is fully 
realized. 

Rex Tugwell, assistant secretary of agricul- 
ture, in presenting the callers to the President 
expressed his Department’s gratification at the 
progress made and the speed with which public 
and private forest interests got together on a 
mutual understanding and program. 

John D. Tennant, of Longview, Wash., chair- 
man of the Lumber Code Authority, and Wilson 
Compton, general manager of the National 
Lumber Manufacturers’ Association, presented 
the views of the lumber industry. Mr. Tennant 
briefly reviewed what the conference had done 
in establishing forest conservation principles, 
and what the Authority had done in putting 
the industry’s part of that program into effect 
by appropriate amendment of the Lumber. Code; 





CONTROL BOARD TO MEET 
IN CHICAGO 


Washington, D. C., Feb. 26.—The Na- 
tional Control Committee of the Lumber 
Code Authority will hold its next meeting 
at the Stevens Hotel, Chicago, beginning 
Mar. 19. 

The principal business of the session will 
be to determine production of lumber and 
timber products for the second quarter of 
1934, and to allocate quotas of this pro- 
duction to the various divisions and sub- 
divisions of the industry. 

Those within and without the industry who 
wish to bring other business to the atten- 
tion of the committee must notify the office 
of the Lumber Code Authority in Wash- 
ington on or before Mar. 14, at which 
time the docket of business will be closed. 





he assured the President of the good faith and 
seriousness with which the lumbermen under- 
took this “great industrial adventure.” 


Will Need Public Co-operation 


Mr. Compton, in calling the President’s atten- 
tion to the various measures of public co-opera- 
tion needed to insure the full success of private 
measures, emphasized the fact that reforestation 
will be a costly undertaking and will mean a 
real sacrifice on the part of the operators. In- 
cidentally the Lumber Code, he said, is the only 
one of the many codes approved to rate as a 
“conservation code.” 

In approaching the President’s forestry and 
industrial ideals the Code is necessarily “oppres- 
sive” to some members of the forest industries, 
he explained, and respectfully asked the Presi- 
dent to keep in mind the fact that some degree 
of injury to some persons is inevitable. In gen- 
eral, he further explained, the units which suffer 
under the Lumber Code are economically harm- 
ful, whether through their own fault or not— 
they unfortunately are so situated that they can 
not exist except by underpaying labor and in- 
juring their business associates who are willing 
and able to live up to the Code, conservation 
supplement and all. 

To this, it is reported, President Roosevelt 
replied that he well understood that the Code 
would bear hard upon some persons. He added 
that in his opinion those who do not co-operate 


in forest conservation will be precisely thos 
who do not comply with the Lumber Code jy 
general. 

Due to the brevity of the time allocated fo 
the interview the public forestry representatives 
were asked to meet the President later to djs. 
cuss the public angle of the conservation pro. 
gram, but a brief expression of the foresterg 
approval of industrial reforestation was made 
by W. G. Howard, forester of the New York 
State Conservation Commission and a former 
colleague of President Roosevelt when the latter 
was at Albany. 

The industry representatives who accom. 
panied Mr. Tennant and Mr. Compton to the 
White House were: 

B. W. Lakin, McCloud, Calif.; C. R. Johnson, 
San Francisco, Calif.; G. F. Jewett, Coeur 
d'Alene, Idaho; P. V. Eames, Minneapolis, 
Minn.; A. Trieschmann, Chicago; W. M. Ritter, 
Columbus, Ohio; E. R. Plunkett, New York City; 
Cc. S. Chapman, Tacoma, Wash.; W. L. Hall, 
Hot Springs, Ark.; H. W. Cole, San Francisco, 
Calif.; Carl Bahr, assistant executive officer, 
Lumber Code Authority, Washington, D. C. 





C. Arthur Bruce Resigns as 
Authority Executive Officer 


WaSsHINGTON, Feb. 26.—C. Arthur Bruce, 
who has been Executive Officer of the Lumber 
Code Authority since its organization, orally 
tendered his resignation on February 14 and 
confirmed it in a letter dated February 18, as 
follows: 

February 18, 1934 
Mr. John D. Tennant, Chairman, 
Lumber Code Authority, 
Washington, D. C. 
My dear Mr. Tennant: . 
I hereby confirm my resignation as Pxecu- 


tive Officer of the Lumber Code Authority 
which was verbally tendered you on Feb- 
ruary 14th. 


The fact that you informed me ‘on that 
date that the National Recovery Administra- 
tion had indicated to you that such action on 
my part would be desirable is the only rea- 
son I care to give for my action. 

As the Executive Officer is the spokesman 
for the industry and the official contact with 
Government, any other action on my part 
might mean that the industry would be han- 
dicapped in its relations with the National 


Recovery Administration. This I desire to 
avoid. 
However, from certain information that 


has come to me and also certain other mem- 
bers of the Authority, I can not help but be- 
lieve that political pressure has been ex- 
erted but the exact knowledge in this re- 
spect I do not have, nor do 1 think you have. 
This leads me to say, however, that while it 
is well known that I am a Republican and 
ran on the Republican ticket for Governor 
of Tennessee in the fall of 1930, I have been 
100% with the President and General Hugh 
Johnson in their constructive plans for the 
rehabilitation of industry and the nation 
through the NIRA. 

In closing I reiterate my belief in our 
Lumber Code as a means of self-government 
and express the hope to continue to give it 
support in other ways than through service 
as Executive Officer. 

Very respectfully yours, 
(Signed) C. ARTHUR BRUCE. 





President Protects Co-ops 


President Roosevelt, in an executive order 
announced Feb. 19, has ruled that no NRA 
code shall be so construed or applied as to make 
it a code violation to sell to or through any 
bona fide and legitimate co-operative orgamniza- 
tion, including farmers’ co-operatives, or to sell 
through any intervening agency to such C0 
operative organization. 
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Code Authority Acts on 
“Schedule B” 


(Continued from Page 25) 
sorting, planing and other fabricating, grading, 
piling and shipping. ; ae. 

Admission of wholesalers to Code jurisdic- 
tion was provided in a resolution which invited 
the National-American Wholesale Lumber Asso- 
ciation to organize a Wholesale Division under 
the Code, naming itself as administrative agency, 
as soon as the Administration approves a defini- 
tion of a wholesaler. The executive officer 
will then file for administration approval an 
amendment creating the new Division. 

The request by W. C. Ruegnitz and Pete 
Mildon, 4-L. representatives, for a 30-hour work- 
week at minimum wages of 50 cents an hour on 
the West Coast, and for labor participation in 
administration of the labor provisions of the 
Code [mentioned in the Feb. 17 issue of the 
AMERICAN LUMBERMAN] resulted in adoption 
of this resolution by the Authority : 

Resolved, That the wage scales as provided in 
the Code were predicated upon a contemplated 
increased demand for and consumption of lum- 
ber and timber products, which has so far not 
materialized. Any general raise in wages must 
be deferred until other competing industries 
raise their wages and until the recovery pro- 
gram results in an increase in the customer 
demand for lumber ard timber products; fur- 
ther 

Resolved, That the proposed plan adopted by 
the Lumber Code Authority at ‘ts present ses- 
sion to provide a general labor compliance board 
with seven additional regional compliance com- 
mittees in various sections of the nation, with 
an equal number of employees and employers 
serving on each board or committee, will, when 
approved by the Administration, give ample 
representation to employees in the administra- 
tion of the labor provisions of the Lumber Code. 


Establish Complaint-Adjustment Plan 


Another major achievement of the final’ week 
was the setting up of an elaborate and detailed 
plan for adjusting Code-violation complaints in 
conformity with the Authority’s avowed policy 
of giving first consideration to the prevention 
of complaints through education and instruction, 
of adjusting complaints within the industry (by 
mediation, arbitration, and pressure of opinion) 
when they do arise, and of considering Govern- 
ment enforcement only as a last resort when all 
other methods fail. 

To adjust labor complaints there will be a 
National Labor Complaints Committee of from 
four to eight members and seven regional com- 
mittees of from two to six members each; half 
of the membership of both types of committees 
will represent employers and will be designated 
by the Authority and the other half will repre- 
sent labor, named by the Administration. Each 
committee is to select an arbiter to vote when 
the committee is evenly divided. The regional 
committees, operating under the national com- 
mittee’s rules and regulations, will have juris- 
diction over geographical areas, and their head- 
quarters will be located as follows: 

Fir Region, West Coast Lumbermen’s Asso- 
Clation offices, Seattle; Pine Region (includes 
Redwood Division), Western Pine Association 
offices, Portland, Ore.; Southern, in Southern 
Pine Association offices, New Orleans; North- 
eastern, in Northeastern Lumbermen’s Associa- 
tion offices, New York City; Ohio Valley, in 
North Central Hardwood Association offices, In- 
dianapolis; Central (including Iowa, Kansas, 
Nebraska, North and South Dakota), in National 
Woodwork Association offices, Chicago; North- 
ern, in Northern Hemlock & Hardwood Manu- 
facturers’ Association offices, Oshkosh, Wis. 

_A similar organization, headed by a National 
Trade Practice Complaints Committee, will 
handle trade practice complaints, but its sub- 
ordinate committees will be distributed by Divi- 
sions and Subdivisions instead of geographically. 
Besides the investigation and adjustment of 
complaints, they will be charged with the educa- 
tion and instruction of those under their juris- 
diction as to their rights and obligations. 

Increases in Code fees, to meet the heavy 
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To All Manufacturers of 
Southern Pine 


OFFICIAL NOTICE! 
Production Quotas for April, 1934 


Official notice is hereby given to all Manufactur- 
ers of Southern Pine Lumber, that this Association, 
as Administrator of the Lumber Code in the South- 
ern Pine Division, will set Production Quotes for 
each and every mill producing Southern Pine, for 
the month of April, 1934. 


Under provisions of Section B, Article VIII, of the 
Lumber Code, any person desiring to operate dur- 
ing April, 1934, must give the Administrative 
Agency written notice, on or before MARCH 
21, 1934, and present acceptable evidence of 
ability to operate. Mills which have not furnished 
complete information as a basis for Production 
Allotment to the Southern Pine Association should 
immediately procure the blank forms necessary for 
this purpose. 


The April Production Allotments will be made 
on March 2\Ist and if the’ information requested 
of the individual manufacturer and his application 
for an allotment for operating during April, 
1934, are not received by March 2Ist, any oper- 
ation by said manufacturer during April will be 
considered in violation of the Lumber Code and 
subject to the penalties provided in the National 
Recovery Act and in the code itself. 


Southern Pine Association 
H. C. BERCKES, Secretary-Manager 








New Orleans, La. 














expense incident to administration, were granted 
to several Divisions and Subdivisions as fol- 
lows: West Coast Logging & Lumbering—fee 
increased from 7% cents to 15 cents per M-feet 
on shipments; Southern Pine—from 15 to 20 
cents per M-feet on shipments; Northern Pine 
—from 10 to 25 cents per M-feet on shipments ; 
Woodwork—from 1 percent to 1% percent on 
net sales; Southern & Appalachian Hardwood— 
from 15 to 20 cents per M-feet on production; 
Northern Hemlock—from 12 to 25 cents per 
M-feet on shipments. It was also ordered that 
Code fee payments by the various Divisions and 
Subdivisions to the Authority be made at the 
rate of 2 cents per M-feet, beginning with the 
March payments, this rate to be maintained 
until the Authority has net cash assets of $25,- 
000, after which the rate will be returned to its 
present 1% cents ner M-feet. 

It was ruled that the minimum cost-protec- 
tion price of any unlisted item shall be the same 


as for the listed item that nearest resembles it 
in specification, grade or character. 





President Proposes Code 


Amendments 


Wasurnecrton, D. C., Feb. 26.—In a hearing 
announced for Mar. 12 the NRA will consider 
amendments to the Lumber Code which have 
been proposed by President Roosevelt, to place 
under this Code the industries of hewn ties 
(sawn ties are already under the Code), pulp 
wood, acid wood, mine props, cord wood, and 
cooperage staves. 

This unusual departure, Deputy Administra- 
tor Selfridge explained, was simply a matter 
of expediency, and was made because no divi- 
sions of the industry have been found to be 
sufficiently representative to propose the amend- 
ments. 
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LONG LEAF > | 


Wabi | 
Yellow Pine |, 


LONGLEAF 
Offers You 
the Dependable 
Value Your 
Customers 


Want 


“WHER LONG LEAF LUMBERC| 


HOVSTON,TEXAS. 


MILLS - WIERGATE TEXAS 








Goldsboro N. C. PINE 


Our “Jiffy Service,” by rail and water, 
will keep you supplied with all items in 


Yard Stock : Shed Stock 


Let us prove it on your next order. 


JOHNSON & WIMSATT 
Washington, D. C., 








CYPRESS 


We annually produce 40,000,000 feet of 
Louisiana Red Cypress Lumber, 


Gat 
ait Lath and Shingles 


Also Tupelo Lumber, and have Complete 
Planing Mill Facilities. 


Dibert, Stark & Brown Cypress Co. Ltd. 
Manufacturers DONNER, LA. 














Idaho— 


Ponderosa— 


Califorria White 
and Sugar Pine 


WHITE PINE 


Also 
. Ced d 
Fir Wallboard West Coast Products 


William Schuette Company 


New York 
Office—220 5th Ave. 
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HIATT’S PIECE PRICER 


Is taking the country by storm 
Unexcelled for 


Speed— Accuracy — Simplicity 
An advance of $20 a M is an advance of 


only 16c on a 2x4—12. Seems much less, 
doesn't it? Full information on request. 


L. W. HOLLEY & SONS CO. 
HOLLEY BLDG. DES MOINES, IOWA 


HIATTS 
Exrnse Lowpen Paces 
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Manufacturer Favors Federal 
Loans for Home Building 


H. L. Rothschild, secretary-treasurer of the 
Andersen Frame Corporation, Bayport, Minn., 
stated while in Chicago last week that the time 
has come to substitute a house construction and 
repair program for the CWA. Two problems 
can be solved by this means. In the first place, 
the country needs more houses; and while some 
families are in no position to build at all, still 
others have a reasonable percentage of the 
needed funds and an excellent opportunity to 
pay off loans in a prompt and orderly manner. 
In the second place, there is need for more em- 
ployment of labor. The CWA has endeavored 
to put men to work for wages. Statistics in- 
dicate that about 40 percent of the employment 
of the country naturally centers in the building 
industry and that the largest single item in 
building costs is represented by labor. The 
combination of all these factors makes a setting 
for the creation of needed houses and of needed 
openings fer labor. All that is lacking is the 
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tween representatives of the Indians and lum. 
bermen. New prices for stumpage range from 
$3 to $4 per thousand, the average before ro. 
vision being slightly less than $6. Seven com. 
panies hold contracts, which include almost 
two billion feet of timber and extend for s 
period of about fifteen years. The companies 
holding contracts include the Chiloquin Lum- 
ber Co., Crater Lake Lumber Co., Ewauna 
Box Co., Kesterson Lumber Co. and the For. 
est Lake Lumber Co. 





Four Tribes to Pow-Pow on 
Timber Sales 


HoguiaM, WasuH., Feb. 24.—Members of the 
Quinault, Queets, Hoh and Quillayute Indian 
tribes will gather at Queets, north of here, soon 
at a meeting of the Indian organized Queets- 
Olympic Club to discuss disposing of timber on 
their reservations, according to William Penn, 
president of the club. The tribesmen are ex- 
pected to ask that the Government either allow 
them to sell the timber as they wish, or that 








For That “Better 


When the increased volume that seems happily inevitable breaks upon us, or when mills are 
irying to get the utmost benefit from production quotas, and heavily loaded lumber lorries get on 


Business’ Volume 


the move in yards and 











at mills, it is probable 
that a goodly share of 
the moving power will 
be furnished by equip- 
ment such as this Me. 
Cormick-Deering I-12 
industrial tractor just 
put on the market by 
the International Har. | 
vester Co. With its 21 
hp. engine, a speed 
range of from 2% to 
104%, miles an hour 
(with both foot acceler. 
ator and hand control), 
and a turning radius of 
only 103 inches, it is the 
kind of tractor that can 
go places and do things, | 
get in and out between | 
lumber piles, and be 














loan money. Mr. Rothschild believes that if the 
Government would advance the money or dis- 
count the mortgages the result would be vast 
numbers of mechanics at work at thoroughly 
useful occupations. 

Mr. Rothschild has contacted a large number 
of pecple of many classes, and he is more and 
more impressed with the two facts; first that 
there is a tremendous demand for houses and 
second that this campaign of building would 
create employment of a productive kind’ He 
believes if the people at Washington really could 
see the factors of the situation which he has 
observed the last few weeks they would be 
friendly toward this most promising recovery 
idea. 





Klamath Indians Take Action on 
Contract Terms 


Crescent City, Catir., Feb. 24.—Reports 
have been received that Klamath indian reser- 
vation timber contracts have been modified— 
with reopening of operations on millions of 
dollars worth of Oregon timber lands a cer- 
tainty. Approved by the secretary of interior 
and commissioner of Indian affairs is needed to 
make final the action which has been taken by 
the general council of the Indian tribe this 
week, after several days of conferences be- 


generally useful. In 
over-all dimensions it is 
96 inches long, 50 
inches wide, and 32 
inches high. 
| 


the Department of the Interior purchase the | 
timber from the Indians now and dispose of it | 
at a later date under a sustained-yield plan. 
Mr. Penn said that many of the older Indians, 
now in need, can realize nothing on their valu- 
able timber, and that if the Government decides 
to hold up timber sales under a sustained-yield 
program, many of the Indians will be dead be- 
fore they can get their money. 





Sales and Collections Reflect 
Trade Upturn 


New York, Feb. 26.—Collection and_ sales 
conditions in 112 major markets of the United 
States reflected a definite betterment in busi- 
ness conditions, according to the February sur- 





vey announced Feb. 28 by the National Associ- 
ation of Credit Men, with a more marked im- 


provement than was evident in the January sur- | 


vey. Based on reports from branch offices in 
these markets in every State, the survey comes 


from reports by member firms in banking, | 


manufacturing and wholesaling lines. Eighteen 
cities report collections as good, compared with 


fourteen in January. Twenty-six find sales in | 


the good column, compared with fourteen in 
January. Twenty-six find sales in the g 
column, compared with eighteen previously. 
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Lumbermen's Mutual Shows 


Splendid Growth 


Continuing its unique record of uninterrupted 
growth since organization in 1912, the Lumber- 
men’s Mutual Casualty Co. of Chicago, in its 
statement for the year 1933, reports gains in all 
departments of its business for the twenty-first 
consecutive year. Premium income for 1933 
increased to a new high record of $16,004,197 
from $15,098,377 for the previous year, a gain 
of $905,820. Assets, after writing down stocks 
held to actual market value on Dec. 31, in- 
creased to $17,222,827, a gain of $1,191,046 over 
assets of $16,031,781 at the end of 1932 and 
a new high total. After returning $2,827,117 
to policyholders in cash dividends, the largest 
payment since organization, the company’s net 
surplus showed a gain for the year of $48,711 
to $2,385,666, based on actual market values of 
all securities owned as of Dec. 31. 

The Lumbermen’s Mutual Casuaity Co. which 
at the end of 1932 occupied second place among 
all automobile insuring companies, again showed 
a gain in its automobile insurance department 
for the year, with premiums of $11,921,684, a 
gain of $426,991 to a new high record. The 
company has led all mutual carriers in this class 
for many years. Premiums on other lines, com- 
pensation, plate glass, burglary, personal acci- 
dent, fidelity and steam boiler, showed an ex- 
cellent increase during the year. 


Sells Stanford $300,000 Worth 
of Lumber 


Pato Ato, Cawir., Feb. 24.—The Merner 
Lumber Co., of this city, has been awarded the 
contract to supply the lumber on the $300,000 
Stanford University buildings. These will con- 
sist of a group of two-story frame buildings; 
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four dormitories, accommodating fifty women; 
administration building and servants’ quarters. 





Installs Modern Kilns for Lumber 
and Veneer 


The Angelina Hardwood Co. has recently in- 
stalled Moore reversible cross-circulation kilns 
at its sawmill; also at its veneer plant in Ewing, 
Tex. The kiln at the sawmill was installed to 
replace one recently destroyed by fire, and is 
being used to season gum, elm, ash and cypress 





Moore Cross-Circulation Kiln at hardwood mill of 


Angelina Hardwood Co. Building is of Moore's 

laminated-wood design, walls and roof being 4 

inches thick, which takes low insurance rate and 
provides very efficient insulation. 


lumber. The kiln installed for the veneer plant 
is drying gum veneer used in manufacture of 
wire-bound boxes, also crate material. Both 
kilns are now operating at full capacity. 

The Angelina Hardwood Co. is under direct 
supervision of George Henderson, treasurer, 
and John Henderson, superintendent. 
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To Give Short Course in 
Dry Kiln Practice 


Professor H. L. Henderson, of the depart- 
ment of forest utilization, New York State Col- 
lege of Forestry, Syracuse, N. Y., writes the 
AMERICAN LUMBERMAN that the college’s short 
course in dry kiln practice will be given March 
12 to 22 inclusive. A better response than last 


year is noted. Anyone may enroll for this 
course, no previous training or experience 
being required. Managers, superintendents, 


owners, foremen, kiln operators, yard foremen, 
lumber buyers, graders, mechanical engineers, 
architects and many others attend these courses. 
An illustrated folder, giving all necessary de- 
tails regarding the course, and cost of same, 
together with enrollment blank and time sched- 
ule, may be obtained by addressing Professor 
Henderson as above. 





Hymeneal 


BOW LES-STEBBINS—At the 
bride’s parents, Mr. and Mrs. 
bins, in the Boston suburb of Newton, oc- 
curred on Feb. 22 the marriage of their 
daughter, Dorothy Stebbins, to Chester B. 
Bowles, son of Mrs. Charles A. Bowles, of 
Springfield, Mass.; attended by the families 
and a few intimate friends of the bride and 
groom. Miss Frances Stebbins was her sis- 
ter’s bridesmaid, while DeForest Van Slyck, 
of New York, served as best man. The bride 
was graduated from Vassar College in 1924 
and has since traveled extensively abroad. 
As a member of the Junior League she has 
served as field secretary of the Associated 
Junior Leagues of America. Mr. Bowles was 
graduated from Yale in the class of 1924. He 
is in business in New York, in which city 
the young couple will establish their home. 
The bride’s father is head of the H. B. Steb- 
bins Lumber Co. and for more than forty 
years has been active in the wholesale lum- 
ber market at Boston. Until recent years 
he had operated important spruce mills in 
the north country. 


home of the 
Harry B. Steb- 














facturing woodworkers. 





LUMBERMENS 
CREDIT RATING BOOK 








LUMBERMENS 
CREDIT ASSOCIATION. /» 
CHICA 


AGO NEW YORK 











You Can Depend Upon the Lumbermen’s Credit 
Rating Book And TWICE-A-WEEK Supplements 


— the backbone of Lumbermen’s Red and Blue Book Service — 


as your guide in extending credit to lumber dealers, millwork manufacturers, furniture factories and all other manu- 


Manufacturers and wholesalers of lumber and allied products, also of building materials and woodworking machinery 
and supplies depend upon this consolidated service because of its many helpful features. Some are exclusive. 


Outstanding among these features are: 


the ease with which the supplemented book can be used for ascertaining the latest 
credit rating or as an aid in circularizing any classes of names. 


the CONTINUOUS RATING SERVICE on all names thru the TWICE-A-WEEK sup- 


plements whether or not you have made an inquiry. 


the valuable trade information contained in the reciprocal Tracer Reports and in the 
Special Reports furnished on inquiry. 


the information in the Supplements .and Special Reports resulting from the thousands 
of Delinquent Accounts Reports sent to us EXCLUSIVELY every month. 


—the active co-operation of the trade in reporting promptly any change in a custom- 
er's mode of payment, and all other credit items. 


You can use this service for 30 days ON APPROVAL which will convince you that it is the best credit service invest- 
ment you can make. Write our nearest office for descriptive pamphlet No. 49 and APPROVAL order card. 


LUMBERMEN’S CREDIT 
608 So. Dearborn St., CHICAGO. 


ASSOCIATION ¢ 
99 Wall St., NEW YORK CITY. 


INC. 
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KLAMATH 
IS THE 
HOME 
OF FINE 
QUALITY 
PONDEROSA 


PINE 


Klamath has long been known for the 
fine quality of its Ponderosa Pine. Crater 
Lake begins with this dependable, basic 
quality and maintains it through to de- 
livery to you. Depend on us for your 
needs in 
Selects - Common 
S4S or Rough 
Shop and Box 
Let Us Quote on Your Needs 


SPRAGUE 
RIVER, 
OREGON 


Huntington 
Taylor, 
General 

Manager 





Sell More 
Modernizing Jobs 


by showing prospective customers how the 
completed job will look, how much it will 
cost. 

Send us your prospect’s own sketch or 
snapshot of present building with suggestion 
of what change is desired. We will furnish 


FLOOR LAYOUT, PERSPECTIVE SKETCH, 


LUMBER AND & $2.50 


MILLWORK LIST . 
Send us 


Immediate attention by air mail. 
money for you. 















a trial job—will make 

We also make, sell and rent models made 
to your plans and specifications. We fur- 
nish house plans and material lists. Write 
for special low prices. 


Lumberman’s Drafting 
& Listing Service 


233 Drumheller Bidg., Walla Walla, Wash. 


HOTEL BENSON 


Portland, Ore. 





E believe 

that there is 
no other hote: in 
the entire United 
States more hand- 
somely furnishedor 
that offers more to 
the traveler. 


Keller and Boyd 
Owner. and 


Operz.tors 
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The House on the Hill 


Days are the steps that God has given 
To men to climb the stairs to heaven. 
I cannot think that journey hath 

No purpose but to walk a path, 

Than has the path today I follow 

Up yonder hill, o’er yonder hollow, 
Nor would I walk did I not know 

It led me somewhere I would go. 


Beyond that hill and hollow glistens 
A light, beyond it someone listens, 

A house upon the farther hill 

Awaits me, as men’s houses will. 

And there a doorway I have found me, 
And rest within, my loved around me. 
Had I not faith in such a time, 

Why would I ever care to climb? 


The day is heavy with its labor, 

But then I say goodnight to neighbor, 
Goodbye to friend, and take the road 
That leads me up to my abode. 

And there at even you will find me, 
Heaven about me, earth behind me. 
Can you not see, beyond life’s mill, 
The house up yonder on the hill? 


We See b’ the Papers 


The trouble with most laws is that they have 
so many clauses and so few claws. 

“The Wrong Side of the Fence” might make 
a good theme song for the Republican party. 

The up-to-date secretary now, when the boss 
is busy, says, “I’m sorry, but Mr. Blank is in 
collusions.” 

Washington never seems to have heard that 
one about saving at the spigot and wasting at 
the bunghole. 

Well, we are rapidly getting back where we 
were. For example, the air mail is back where 
it was in 1918. 

The new Russian-Japanese war has been put 
off until Spring—probably to see if the United 
States will pay for it. 

The Greeks knew about electricity in 321 
B. C., but they never realized its possibilities 
until they met Mr. Insull. 

As far as Russian recognition is concerned, 
Uncle Sam seems to have forgotten that a man 
is known by the company he keeps. 


The House office building in Washington, in 
order to help the unemployment situation, has 
been equipped with automatic elevators. 

Our imports of sugar from Cuba are 372 
times what they were eight years ago. If you 
want to make a nation hate you, help it. 


Poland and Germany have exchanged non- 
aggression agreements. Whenever two fellows 
agree not to fight it is a pretty sure sign of 
trouble. 


The mother of Paul Laurence Dunbar has 
just died at Dayton, which will probably cause 
a lot of Dayton people to inquire, “And who 
was Paul Laurence Dunbar ?” 

The first time we went to Dayton we told a 
Dayton woman how glad we were to visit the 
home city of a great genius, and she thought we 
meant Patterson or Wright. 

But let not other cities smile. There are peo- 
ple in Toledo who do not know that Dunbar 
once ran an elevator in that town. And you 
all know what happened to Homer. 


The radio industry is said to be in the best 
position for four years, but we are still in doubt 
as to which is the best place for ours. 

We started it off in the dining room, but it 
reminded us of those restaurants where they 
have music with meals, so that place wouldn’t 
do. 


Then we put it in the front room, but that 
was too handy, and someone was always turning 
it on and disturbing the family and neighbor. 
hood. 


Now it is in the living room, in a corner 
where it is hard to get at, with the result that 
we really have more peace and quiet than jp 
years. 

In the national recovery puzzle, we wonder 
where this piece which provides for cutting the 
cotton acreage 40 percent, and throwing one or 
more million small cotton farmers and laborers 
out of employment, fits in? 


Between Trains 


PirrspurGH, Pa.—It is worth coming to the 
annual convention of Retail Lumber Dealer: 
Association of Western Pennsylvania if no more 
than to visit with G. P. Textor, of Wilkinsburg, 
who has been and will be treasurer of the 
organization whenever there was or will be any- 
thing to treasure, to chat with George Glass 
and mingle with George Evans of Pittsburgh, 
to watch Will Davis perform, and to renew 
acquaintance with Bruce Hill, the fine son of 
a fine father, to talk flowers with the new 
president, D. E. Olson, of Titusville, and—but 
where will you stop if you attempt to enumer- 
ate the good lumberman and good friends in this 
association? Then and besides there was thrown 
in a nice visit with President Baldwin, of the 
National Retail Lumber Dealers’ Association, 
Last, and also first, is Mac himself, Secretary 
R. F. McCrea, who has done such a fine job 
of keeping things going—or, rather, coming— 
during the troublesome times of the recent de- 
pression, ably aided by Van and the staff. 


MitwavuKeE, Wis.—The retail grocers of 
Milwaukee got their figures mixed this year, or 
transposed. They had written us that they ex- 
pected an attendance of 275. The figures were 
right, but they were wrongly arranged, as the 
actual count was 527. No use to talk about 
what we talked about, other than to say that 
the grocers went home satisfied that it was not 
yet time to take down the sign in order to cut 
down the overhead—in fact that it was time 
to pull down the white flag, if there were any 
such, and run up the red, white and blue one. 
It was a patriotic occasion, and the (blue) eagle 
screamed, and, what is more, with delight. 


You are the builders of homes, 
You are the makers of towns, 
Denvers, Muskegons and Romes, 
Little gray groups on the downs. 
You who have builded the small 
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Builded the houses of worth, 
Made them the greatest of all, 
Though they were the nearest the earth. 


Man stands alone and aloof 
When in the midst of the mart, 
Yet, when he’s under his roof, 
Opens the door of his heart. 
God is more near to him then, 
He is more near to his God, 
Far from the markets of men, 
Close to the sun and the sod. 


No one will trumpet your fame, 
Humble the duty, the deed, 
Few will applaud or acclaim, 
Nor is there ever the need. 
You shall inherit your crowns: 
Heaven, at least, understands: 
You are the builders of towns, 
You are the makers of lands. 
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| How to 
| _Estimate 





MILLWORK | 


By FEW. 


cael 


De Sectette 





There appears below the third instalment of 
the series of articles on millwork estimating. 
The first instalment was published in the issue 
of Jan. 20, pages 16-17 and 47; and the second 
instalment in the issue of Feb. 3, pages 28-30. 


Overhead on Fabricated Items 


This instalment includes the figuring of out- 
side frames. The estimator has the choice of 
two methods of figuring these. Here they have 
heen figured on the basis of $103 a thousand 
feet board measure, and, as was shown in: the 
section captioned “Pricing the List,” this $103 
includes overhead. The total of items Nos. 1 
(not 2) and 3 is $71.74, and this includes the 
overhead. Total 4 Item No. 1, from last in- 
stalment was $7.26; and that of Item No. 3, here, 


is $64.48. [Factory —_ of the lumber is shown 
as $85.80, and to this was added 20 percent 
overhead, of $17.16, to obtain the basis of 


$102.96 —$103 is used—for figuring the cost of 
frames. Although as used here, the cost of 
the frames includes overhead of 20 percent, 
it does not include the required profit. 

The other items of the estimate do not in- 
clude overhead nor profit. So when it comes 
to making up the amount to quote, the estimator 
will have to separate the two items on which 
overhead has been included, from the others 
on which no overhead has been figured. He 
will deduct the $71.74 total of items Nos. 1 and 
3, from the estimate total, and on the re- 
mainder he will add both overhead and profit; 
but on $71.74 will add profit percentage only. 

A second way of figuring the list, and one 


which might be preferred by many, is to use 
the lumber price without overhead, or a basis 
of $85.80—say $86—then to the total of the 
estimate sheets there could be added the two 
percentages for both overhead and profit. This 
matter will be made quite clear in the final 
instalment of this series, in which the adding 
of overhead, and the figuring of profit on the 
selling: price, are treated. 


lf Frames Are Bought Knock-Down 


Instead of fabricating these frames at his 
plant, the retailer might buy them in knock- 
down form from a millwork factory. In this 
case, of course, instead of using the figuré of 
$71.74, he would include the purchase price. 
This purchase price would then be totaled in 
with the other items of the list, and to the 
total, in arriving at the final sale price, there 
would be added both overhead and profit. 

There now follow instructions for figuring 
Items Nos. 3, 4 and 5, and the accompanying 
plates show how these ought to be extended on 
the estimate form. 


WATCH FOR NEXT INSTALMENT 


[The fourth instalment of this series of articles 
on the estimating of millwork will appear in an 
early issue of the AMERICAN LUMBERMAN. It 
will include methods of figuring, and extension on 
the estimate form, of four groups of items: No. 
6—Inside door frames; No. 7—Inside doors; No. 8 
—Standing door trim; No. 9—Standing window 
trim.— EDITOR. } 








ITEM No. 3—WINDOW AND SASH 
FRAMES 

{Minimum size 24”x24”— 
sh. sz.] 

THE CUTTING 


Sizes of the horizontal and vertical mem- 
bers are obtained as follows: 
Add to the width of sash measure— 


2 Its, 2’-4"x4’-6” 


BILL— 


10-inch for water table, head o.s. casing 
and sills. 

l-inch for head jamb and parting stop 
No. 8432. 


3-inch for blind stop No. 8430. 


Add to height of sash measure— 
4-inch for side jambs. 
0-inch for parting stop No. 8432. 
l-inch for blind stop No. 8430. 
2-inch for side o.s. casings. 


HORIZONTAL SECTION—HEAD AND SILL 








List 
less 
Use Bd. ft. List 50% 
1 Pe. No. 8283—3’-2” (4’-0”)...... $3.30 .0660 
1 Pe. 14%"x4%%"”—3'-2” (4’-0”) 27-1” 
1 Pe. No. 8430—2’-7” (3’-0”)...... 1.50 .0225 
1 Pe. No. 8432—3’-0”" (3’-0”)...... 1.00 .0150 
1 Pe. % "x4 e"—2’- 5” (3’-0”) 1°-3” 
1 Pe. 1%”x7%4”"—3’-2” (4’-0") 5’-4” 
§’-8” .1035 
Figure 10 bd. ft. @ $103 per M........ 1.03 
Total cost of horizontal section..... 1.1335 
CR co vind cease ee meer ea weaeaeee $1.15 


Sash width 2’-4” (Fig. 3’-0”). ; 
Divide $1.15 by 3’-0”=.38 cents per lineal 
foot horizontally. 























(3) OUTSIDE WINDOW AND SASH FRAMES. Y. P. SET UP 
Layout: 1 1/8"x4 1/2" outeide casings, 3/4"x4 1/2" Jambs 
1 3/4"x7 1/4" softwood sill. 3/4" blind stop 
1/2" parting stop. 1 1/8"x1 3/4" drip cap 
Standard pulleys. Set 
Stops included with trim 
2 | Window frames. 20xl6--1 3/8" windows, 2 lts. C. R. 2.89 5. 78 
1 " " 2uxly-- * " " 2. 89 2.89 
o| « - 28x20-- * - " s 3.27 6.54 
3 ® * 26u26-- " * . 3.50 10.50 
1 " n 2ux20-- * " ” , 2.89 2.89 
1 | Twin window frame 20x26--1 3/8" windows, 2 lts. C. RB. 6.59 6.59 
1|Trip. " * 22x16 * " " " 9.37 9.37 
i|« - " 26526 8 8 8 : 11.20 11.20 
(3) OUTSIDE CELLAR SASH FRAMES Y, P, SET UP 
Layout: Jambs 1 3/8"x5 1/4". Sill 1 3/3"x6 3/8" 
Brick mould--1 1/8"x2".  Rabt. for 1 3/8" sash. 13* wall 
2] C. S. frames 2--4xl--5. Sash size. Set.up. 1.27 2.54 
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VERTICAL 





SECTION—JAMBS 








List 
less 
Use RBd.ft. List 50% 
2 Pe. 1%"x4144"x4'-8” (5’-0")—5’-2” 
2 Pe. %”x4%"x4’'-10" (5’-0")—4’-2” 
2 Pc. No. 8430—4’-7” (5’-0") ...... $1.50 .075 
2 Pc. No. 8432—4’-6” (5’-0”) ...... 1.00 .050 
Mates FTF. .ccscacvviceces 9’-4” 125 
Fig. 10’-0” @ $103.00 pr. M.B.F....... $1.030 
Total cost of hor. section........... $1.155 
Use $1.16. 
Sash height 4’-6” (Fig. 5’-0”). 
Divide $1.16 by 5’-0”=.232 pr. Lf. 
Add: 
Se dda needs cree eke isa heeee anal $1.15 
es Rie mene Rabe kee eae ees 1.16 
PT cpa ecdce dee er ee eaevedenneeeoe awe .20 
Pe Te VL ccnsneee ent eede arena nen ees 40 
$2.91 
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Figured on a lineal foot basis, a 24x24—2 





It. C.R. frame would be figured as follows: 

3 1. ft. hor. members @ .38...cccccceces $1.14 

5 1. ft. vert. members @ .23.....e.ece0- 1.15 

POND occ ccewrds bed eeveesesenteaseness .20 

Pe Te ccc ncnaeeder ededenendaereaees .40 
$2.89 


MULTIPLE FRAMES—Multiply by number of 
openings, and add .35 for each mullion: 
twins, one mullion; triple, two mullions, etc. 

1 Twin 20x 26—2X$3.12—$ 6.24+.35—$ 6.59 

($2.89+.23 1 ft. extra ht.—$3.12) 
1 Trip. 22x16—3xX 2.89= 8.67+.70— 9.37 
1 Trip. 26x26—3xX 3.50= 10.50+.70— 11.20 
($2.89+.61 1 ft. extra H. & W.—$3.50) 
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Outside Cellar Sash Frames (13” Wall) 


[Sash size, 2-4x1-5—Minimum.] 
THE CUTTING BILL— 


Sizes of the 


horizontal and vertical 
bers are 


obtained as follows: 


mem- 


Add to width of sash measure— 
5-inch for brick mould No. 8441 
l-inch for head casing. 

Add to height of 
3-inch for side jambs, 
$-ineh for brick mould 


and sill. 
sash 


measure— 


No. 8441. 
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HORIZONTAL SECTION 





List 
less 
Use List 50% 
1 Pe, No. 8441 — 2’-9” (3’-0”) ..$3.75 .0562+ 
Bad. ft. 
1 Pe. 1%"x54"—2’-5”" (3’-0”)—2’-3” 
1 Pe. 1%"x6%"—2'-9" (3’-0”)—3’-0” 
Total B.F. hor. sect......<«++-5'=8 
EE heh eke dona wore REN 6°-0" 
ee Oe Bi oe ver sanacceeereawrinwds 618 
Pes Be Ee bb deer ereredce tex eedixeaen 056 





.67 
hor., .225; figure .2 


oo > 


Divide .674 by 3 
pr. lin. ft. 


L.F. 


VERTICAL SECTION 








List 
less 
Use List 50% 
2 Pe. No. 8441 —1’-8” (2’-0”) ....$3.75 .075 
Bad, ft. 
2 Pe. 1%”x5%4"—1'-8”" (2’-0”)—3’-0” 
Total B.F. vert. sect.........< "-0” 
5 | SR ee ee .309 
FOr ee: Wa as ersare os wate ide 075 
384 
Divide .384 by 2 L.F. vert., .192; figure .19 
pr. lin. ft. 
Total cost of frame— 
3 L.F. horizontal sect. @ .23............ $0.69 
S Ei, Waren COG, @ aes cede sev tense< .38 
le Shida cecil atti alates be Ca aval wicaee dae 20 
$1.27 
Stationary Gable Sash Frames 
{Minimum sash size 2-4x3-6] 
THE CUTTING BILL— 
Sizes of the horizontal and vertical mem- 
bers are obtained as follows: 
Add to width of sash measure— 
10-inch for water table No. 8283, head 
casing and sills. 
l-inch for head jamb. 


Add to height of sash measure— 
l-inch for top and bottom stop No. 8542. 
4-inch for side jambs. 
2-inch for side o.s. casings. 
l-inch for stops No. 8542. 


3, 193) 


No,8293 / 


15 ts 

















/ oa my 
FO 0 
ON 

















un by 
LLL4. 
aN 


eS / 





Me 
‘Ss S< —_ 
eo” <9 
HORIZONTAL SECTION 
List 
less 
Use List 50% 
1 Pe. No. 8283 — 3’-2” (4’-0”) ..... $3.50 .066 
Bad, ft. 
1 Pe. 1%”x4%e”"—3’-2” (4’-0” )—2’-1” 
1 Pe. 1%"x54"—3’'-2” (4’-0”)—4’-0” 
1 Pe. %”%x3%”—2’-5” (3’-0”)—1'-0” 
2 Pe. No. 8542—2’-5” (3’-0”) 2.00 .060 











7’-1’ 126 

eS ewe ae anise ccceuetants 8’-0” 
2 FS LN Se eee 824 
ae eee 126 
950 
Divide .966 by 4, LLP. heP. wccsccsccsce s 237 
Figure, per lin. ft., horizonal...... . of 


VERTICAL SECTION 





List 
less 
Use Bd. ft. List 50% 
2 Pe. 14”"x4%"x3’-9”" (4’-0”)—4’-2” 
2 Pe. 2 ”%316"x3"-9” (4’-0” )—2’-8” 
2 Pe. No. 8452—3’-7” (4’-0”) ..... $2.00 .08 
6’-10° 
PE: atc Reems wane e ema 7'-0” 
T. 2a, Be Be ii ois idk Sake ceuwe 721 
Add mouldings No. 8542............ee0. .080 
801 
Divide by 4 L.F. vert., for per 1. f. ver- 
tical sect., .20. 
Total cost of each frame— 
4 L.F. horizontal sect. @ .24...........+: 96 
4 LF. vertical sect. @ .36......scccacss 80 
EE EEE TEE A OR TE 30 
Tee Oe OE BHO. 4 ise dss cen soces 2.06 
Notre: For outside window frames, stationary 


sash and cellar frames wider or higher than 
the minimum sizes given above, add the price 
per lineal foot for the horizontal or vertical 
section, for each foot or part thereof, either 
in width or height, as the case may be. 


ExTrRas—Pulley stiles 144” thick for sin- 
gle frame, add 


Outside casings %” thick, deduct.e..... 35 
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—_ 2 
fase {OUAN- DESCRIPTION ust | TOTAL] 0} NET | torTAL 
er TITY PRICE | LIST |° 2] PRICE 
| mma 
(3) OUTSIDE GABLE FRAMES. Y. P. SETUP. No trim 
Layout: 0. S. Casing 1 1/8"x4 1/2". Blind stop 3/4". Jambs 3/4"x 4 3/48 
2 | Gable sash fre. 2-Ox2-11 Sash ez. (fig. one for rear) 2.06 4.12 
1 # 8 ©  162x2-1 » 8 2.06 2.06 
(4) OUTSIDE WINDOWS AND SASH. W. PINE. GLAZED S. S, 
2 | windows 20x16--1 3/8" -- 2.1. C.B. Top div. 4 L. > r 4.30 | 8.60 
1 o  ebsih o 4 8 © 8 8 4.65] 4.65 
2 " 28x20 o 4 o 4 6L 3x2 6.45} 12.90 
6 “ 2626 8 “ 4 4 wm 8 6.70} 40.20 
1 “© 26x20" " " » 4 YL 2x2 5.45 5.45 
2 © 20x26" . 8 * 8 " 5.90 | 11.80 
3 © 22216 * . 8 ee 8 ° 4.65] 13.95 
#4 | Rectangular lights in above windows @ 30 TRG 75 7.69 30.69 
2 | Cellar sash 2-4x1-5 x 1 3/8" div. 3 L. 3xl 2.35 4.70 
2 |Gable " 2-Ox2-llx * *" UL 2x2 3.65 7.30 
5 * * 1-2x2-1 x " . 8 8 2.35 it 75 3.59] 3.59 
(5) WEIGHTS AND CORD STANDARD WTS. NO. 7 CORD 
17 Sets Wts, and cord. 395 Lbs. @ 3.00 Cwt. 11.85 
3 | Hanke sash cord @ 1.00 3.00] 14.85 








Note: The weights of the various windows are taken from the standard 
eash and door list. Or figure 2 1/4 lbs. per square foot of 
the total window areas. 

To obtain the amount of cord necessary, double the height of 
the opening and add @ feet per window 6 feet high or lese and 
10 feet per window 7 feet and over. 

The total height of the 17 windows listed above is 62 feet, 
which doubled, gives a total of 136 feet. Add to this 17 
windows at & feet gives 136 feet or a total footage of 


272 lineal feet or three 100 foot hanks. 





























| 








The Estimator Needs— 


The Standard National Manufacturers List of Doors, Open Sash and Outside Blinds. It 
contains 162 pages, 314 x 61, inches, in paper cover, and can be obtained for 50 cents from 
the AMERICAN LUMBERMAN. A smaller list, containing 72 pages, 3x51, inches, is supplied 


| for 25 cents. 
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“While in America the population 
is increasing at the rate of 16 per- 
cent, the number of families is in- 
creasing at the rate of 23 percent, 
and this fact alone has caused an 
actual shortage of at least 1,125,000 
houses. The declining birth rate does 
not mean a smaller number of fami- 
lies, but a larger one. It is true that 
in certain areas one sees empty 
buildings; families are doubling up 
because they can not afford to pay 
rent in two places. But if the de- 
pression should end, a situation of 
acute underbuilding would be re- 
vealed. Properly planned housing 
for the working man is the safest 
sort of real estate investment, for, 








Including Bevel Siding, 
Mouldings. Lath ne 
Shingles 


WHITE RIVERU 


LUMBER CO. 


ENUMCLAW, 
WASHINGTON 
















‘DAVENPORT 
HOTEL 


Spokane, 
Washington 
Complete hotel and 
dining service. In- 
formal. 600 
rooms, outside. 
Fireproof. 
Rates and 


Rendezvous of 
Lumbermen of 
the Northwest. 





LOUIS M. DAVENPORT, President 

















Baughman’s Buyer 
and Seller 


A well known calculator for standard lumber sizes 
to which is appended a considerable number of use- 
ful miscellaneous tables. All editions have full cut- 
in index. Desk size, 300 pages, 5x7 inches, red water- 

ained flexible leather, $4.00; black seal grain, $5.00; 

lue morocco leather, gilt edges, $6.00; brown imita- 
tion leather, $3.00. Pocket edition, 3x6 inches, 
with cut-in indexes. 


dn Silk Cloth, $1.50; Red Leather, $2.00 
Blae Morocco with Gilt Edge, $3.00 


FOR SALE BY 


American Lumberman 
431 So. Dearborn St., Chicago, Ill. 











SHORT 1,125,000 HOMES 


as British experience shows, it is not 
likely to get “out of fashion" and 
deteriorate, as housing for the rich 
so often does. Such housing is the 
best of all possible public works for 
the purpose of those seeking to end 
a depression. This is true, first, be- 
cause the expenditures are widely 
distributed over the community, and 
second, because such housing prop- 
erly done, is not mere spending but 
investment. Most or all of the money 
will be returned to the public treas- 
ury over the course of years."— 
SIR RAYMOND UNWIN (Regarded 
as one of Great Britain's highest au- 
thorities on public financing of home 
construction.}—In recent address at 


New York City. 








(Continued from Page 45) 


Bookings Practically Equal Cut 


[Special telegram to AMERICAN LUMBERMAN] 
Wasuincton, D. C., March 1.—Eight associations for the two weeks ended Feb. 24 reported 


as follows: Week 
Softwoods _ . ended 

Southern Pine Association (North Feb. 17 
Carolina mills included)........... Feb. 24 
West Coast Lumbermen’s Association* Feb. 17 
(Washington and Oregon)......... Feb. 24 
Western Pine Association (Inland Feb. 17 
Empire and California)............ Feb. 24 
Feb. 17 

Northern Pine Manufacturers*....... Feb. 24 
Northern Hemlock & Hardwood Manu- Feb. 17 
facturers’ Association..........c0+- Feb. 24 
Feb. 17 

California Redwood Association...... Feb. 24 
Southern Cypress Manufacturers’ As- Feb. 17 
SE ctdaed btanrebenwaeueviawess Feb. 24 
Feb. 17 

pM ee Feb. 24 


Hardwoods 
Appalachian and Southern Hardwoods 
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*American mills. 








No. of ; 

Mills Production Shipments Orders 
179 30,826,000 26,913,000 28,601,000 
172 27,688,000 25,206,000 27,198,000 
569 88,811,000 69,983,000 73,517,000 
573 90,379,000 81,932,000 82,997,000 
125 23,112,000 32,895,000 33,837,000 
131 23,037,000 29,436,000 33,004,000 

19 361,000 1,290,000 1,476,000 
17 676,000 1,428,000 4,002,000 
20 1,102,000 973,000 1,220,000 
24 1,381,000 985,000 828,000 
23 6,942,000 5,792,000 5,163,000 
20 6,637,000 4,891,000 6,706,000 
24 1,373,000 1,870,000 1,920,000 
26 1,351,000 2,258,000 2,396,000 
959 152,527,000 139,716,000 145,734,000 
963 151,149,000 146,136,000 156,131,000 
345 24,591,000 20,077,000 20,848,000 
338 22,365,000 20,949,000 21,610,000 
20 2,102,000 1,603,000 1,660,000 
24 2,339,000 1,966,000 2,925,000 
365 26,693,000 21,680,000 22,508,000 
362 24,704,000 22,915,000 24,535,000 
1,304 179,220,000 161,396,000 168,242,000 
1,325 175,853,000 169,051,000 180,666,000 





Movement of Timber Products 


Wasuincton, D. C., Feb. 27.—Following is a statement of the movement of timber products 
during the two weeks ended Feb. 10 and 17, t 
the National Lumber Manufacturers Association for the Lumber Code Authority: 


as reported by identical mills and published by 
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Unit of Unfilled 
Week No.of Meas- Production Shipments Sales Orders Gross Stocks 
Ended Mills’ ure 1934 1933 1944 1923 1934 1933 1934 1953 1934 1933 
Pacific Feb. 10 24 Mbd.ft. 3,980 3,397 4,164 3,795 8,128 2,870 12,424 2,839 25,895 37,151 
DOE coccsc Ome bt SS 3,884 2.789 4,063 3,480 7,467 2,938 16,000 2,956 30,672 30,356 
Douglas fir Feb. 10 4 Number — 3,556 5,345 2,808 — 1,774 —— 7,238 17,121 9,647 
c ..-Feb. 17 
x. a fir Feb. 10 3 Msq.ft. 2,045 1,246 2,167 1,058 2,957 833 7,553 1,297 6,866 5,103 
plywood .Feb. 17 %” basis Tt tT t 7 Tt 
Southern 
totary Cut Feb. 10 26 Mbd. ft. 952 598 699 415 7il - err nee 
Lumber ..Feb. 17 21 1,007 627 684 422 522 .... 1,438 895 penta 
Stained Feb. 10 16 Squares 1,504 ... ) =a 2,160 .... 2,386 os 19,656 
Shingles*.Feb. 17 18 1,253 .. 1,43% 4,536 .... 5,686 . 21,114 
Red Cedar Feb. 3 175 Squares 43,565 .. 39,822 58.355 .. 80,528 . ..330,939 
Shingles*. Feb. 10 187 55,001 . 39,950 53,890 . 91,987 ....347,989 
uther1 
acces Feb. 10 7 Mbd. ft. 183 169 505 144 180 150 265 150 221 54 
hox -+-Feb. 17 7 325 394 364 412 303 287 480 329 395 165 
Egg Feb. 10 12 Mbd. ft. 286 359 374 488 339 8242 1,670 1,073 2,832 703 
errr Keb. 17 13 442 416 717 = 451 528 280 2,525 1,182 3,946 1,062 
National-Door 14,254 9,278 8,563 ....119,689 ... cone 
Sash 38 Number 51,200 . 48,108 45,438 ....369,024 ....315,919 aah 
Frame...... Feb. 10 2,233 2,851 7,106 . 49,031 . 26,914 ° 


*Totals reported for week are given for stained 


data for identical mills are not available. 


and red cedar shingles, as comparative 


tNo record. 
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New Wood-Element Hygrostat 


A sensitive and accurate hygrostat for the 
kiln drying of wood has been developed by 
w. K. Loughborough and R. C. Rietz, engin- 
eers of the U. 5. Forest Products Laboratory, 
Madison, Wis. In principle the new instru- 
ment is considered potentially useful for the 
drying of a large class of organic materials. 

Its general design is indicated in the accom- 
panying drawing. Two slightly bowed strips 
of veneer 10 inches long and ¥-inch thick, 
with the grain running crosswise, are held in 
a frame. The distance apart of the pneumatic 
or electrical contact points 
at the middle of the strips 
is determined by the set- 
ting of the thumbscrew 
bearing at the top. 

The self-operation of 
the hygrometer is such as 
to hold the bowed strips 
in a virtually fixed posi- 
tion corresponding to the 
maintenance of their own 
moisture content constant. 
Thus, if the strips come 
initially into moisture 
equilibrium with a de- 
sired atmospheric condi- 
ag tion in the kiln and the 
; ye contacts are then set 
| / slightly apart, any subse- 
quent decrease of rela- 
tive umidity will cause 
the strips to begin to dry 
and shorten. Their short- 
ening tendency, magnified 
almost 40-fold in lateral 
motion at the middle, 
quickly brings the poirts 
into contact. The elec- 
tric contacts actuate a 
thyraton bulb control. By 
suitable relay action, va- 
por is admitted to the 
kiln to restore the hu- 
midity lost, whereupon 
the thin strips again 
quickly take up moisture; 
the points separate, the 
circuit is broken, and the 
































Wood hygrostat fitted 
with electrical contacts 
to actuate thyratron 


bulb control vapor is cut off. The 
cycle is, of course, re- 
petitive. 


In case excess humidities are to be guarded 
against, a back contact on one of the strips 
must be provided. 

It is to be noted that the wood-strip control 
element effectively maintains its own state of 
moisture (and the ultimate state of the kiln 
contents) independently of the temperature. If 
the temperature remains constant, it will main- 
tain a constant relative humidity of atmosphere ; 
but in case of a “runaway” temperature it will 
provide for the supply of enough additional 
moisture to keep the length of element, and 
consequently its moisture content, constant. In 
this way the moisture boundary condition of 
the kiln contents remains the same in spite of 
the increased kiln temperature. Therefore the 
drying stresses and resultant “checking” tend- 
encies in the lumber are not increased by the 
faulty temperature control. 





California Pushing Port 


Construction 


Stockton, Cauir., Feb. 24.—The two months’ 
fight waged by Stockton business men, includ- 
ing the lumber interests, for port improvements, 
reached a successful climax when the bond 
election was carried by a nine to one vote. 
Improvements in the $900,000 program include 
the construction of three warehouses, four 
wharves, transit sheds, and a slip to raise the 
Port’s berthing capacity from three to seven 
ships. Actual construction will commence 
within ninety days. 

It is the belief of Port Director Allin that 
considerable interest will be shown in Stockton 


AMERICAN LUMBERMAN 


now as a suitable location for numerous indus- 
tries. 

Unless more homes are built, the city will 
face a shortage of homes, because establishment 
of new industries and consequent influx of peo- 
ple, has already resulted in taking up the avail- 
able housing. The Stockton Realty Board and 
lumber interests are urging the immediate build- 
ing of homes, stressing the comparatively low 
costs of building materials, which are expected 
to continue to increase. 


SALINAS, CALIF., Feb. 24.—The Hammond 
Lumber Co. is backing the Moss Landing 
improvement project, which will make the deep 
water harbor a shipping port for the Salinas- 
Watsonville area. The company intends to 
store timber at Moss Landing for redistribution 
to dealers throughout the section. 


_ SACRAMENTO, CALiF., Feb. 24.—Sacramento 
is the latest of the California cities to urge 
port improvements. The Chamber of Com- 
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merce is now investigating the proposal, which 
has been revised after many years. The orig- 
inal proposal for a deep water ship canal, 
which was made in 1915, was shelved because 
of the high cost, an estimation of from four- 
teen to twenty millions being made at that 
time. Sacramento citizens point out that the 
deep water port is now economically feasible 
because of the rich territory the Capital City 
drains. 





Northern Loggers Active 


CoupERAY, Wis., Feb. 25.—Logging opera- 
tions in the southern part of Sawyer County are 
heavier this winter than for the past three 
years. The Park Falls Lumber Co. is shipping 
from 40 to 50 carloads of logs a day to its mills 
at Park Falls. Approximately 50,000 feet a day 
is being shipped by the Dells Paper & Pulp Co. 
from Delco to its mills at Eau Claire. Another 
30,000 feet a day is being shipped by Walter 
Bros. from. their camp. 








Your Losses become also Ours! 


You, and other careful lumbermen, buy insurance for protection against 


serious losses from fires like this. 


Lumber Mutual insurance, with fair 


adjustments and prompt payments of claims, is a tremendous help in 
the hour of need. Your losses become our losses. With adequate insur- 
ance, all share in your losses; without it, you bear the loss alone. 


It Pays to Prevent such Fires 


Fires prevented mean savings instead of losses—savings to be shared 
by all. That’s why we preach fire prevention. It’s better for everyone 


concerned to prevent losses than to pay for them. 


Lumber Mutual 


insurance offers expert fire prevention service, prompt settlement of 
loss claims, and substantial dividends to reduce cost. 


Ask any of our Companies what our policies would 
mean to you in protection, fire prevention, and cost. 









phia, Pa. 
ance Co., of Van Wert, Ohio. 


tion of Seattie, Wash. 






WITH THAT 


ASSOCIATED LUMBER MUTUALS 


Pennsylvania Lumbermens Mutual 
Fire Insurance Co., of Philadel- 


Central Manufacturers Mutual Insur- 
Northwestern Mutual Fire Associa- 


MUTUAL 


indiana Lumbermens Mutual Insur- See *¢ 
ance Co., of Indianapolis, ind. 


The Lumber Mutual Fire Insurance 
Ce., of Boston, Mass. 


Lumbermens Mutual Insurance Co., 
of Mansfield, Ohio. 
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Minneapolis, Minn. 


Retail Trade.—During December, 447 re- 

tailers in the ninth Federal Reserve district 
sold 2,266,000 board feet of lumber, as com- 
pared with 3,879,000 in November, and 1,805,- 
000 in December, 1932. Stocks Jan. 1 totaled 
56,513,000 feet, as compared with 55,606,000 
feet Dec. 1. Sales of all materials during last 
December totaled $384,200, as compared with 
$672,000 in November, and $426,000 in De- 
cember, 1932. 
Pine.—Retail yards are demand- 
ing shipments in increased quantity, and 
there has developed a fair demand from in- 
dustrials, chiefly from box and crate manu- 
facturers. Some manufacturers report a 
shortage of some items, and the Northern 
Pine Manufacturers’ Association reports sup- 
plies now total less than 100,000,000 feet, the 
lowest amount for a number of years. The 
market is firm, with prospects of advances 
in some items, when the revision of prices by 
the Lumber Code Authority is completed. 


Northern 


Northern White Cedar.—Sales are un- 
usually heavy for this season, as retailers 
are in many cases purchasing in advance of 
immediate requirements. A shortage later 
in the year, with consequent price advances, 


is expected. Present quotations for posts 
are well above those in effect last fall. The 
demand for poles is not heavy. 


Millwork.—Inquiries relative to material 
used largely for modernizing and repair 
work are coming in increasing quantity, but 
these have not yet been followed by actual 
orders in any considerable volume. Although 
the weather has been favorable, the real 
spring building season has not arrived, but 
there are indications that there will be con- 
siderable activity in the rural sections. with 
some much-needed modernizing and repair 
work in the larger cities. 


Birmingham, Ala. 


Southern Pine producers complain that “B” 
mills appear to reap the benefit from the 
differential of $2 up and, by making the 8 
percent allowance to the wholesaler attract 
orders that ordinarily go to Class “A” mills. 
And mills nearest delivery points are given 
the contracts for Government purchases. 
which now account for about 95 percent of 
the current movement. Stocks at mills, ex- 
cept of certain grades, are low and present 
quotas do not permit production of stock 
not moving readily. Production has been 
greatly hindered by bad weather. A third 
classification of prices to cover product of 
small mills that do not have facilities to 
produce finished lumber may remove the last 
chance to get a large profit on small sales. 
Industrial and railroad buying has been slow. 
Certain railroads have asked for prices, but 
balk at quotations on some items in pine. 


Kansas City, Mo. 


Heavy snow storms brought a halt to busi- 
ness, which prior to last week was active. 
Mixed 2 car business is increasing, as many 
dealers are seeking to round out their as- 
sortments. Building in this area continued 
to show a gradual increase last week. In- 
dustrial business was characterized as spotty. 
Some concerns, such as motor car body and 
furniture manufacturers, booked in good vol- 
ume, while other industrial consumers found 
business slack and curtailed their buying. 
Railroads were in the market. There was a 
fair demand from distillery interests, but 
brewery orders were scarce. 


Southern Pine.—Producers reported a good 
run of orders, but a gradual tapering off due 
to the heavy snowstorms throughout the 
Southwest. Orders came from all points in 
this trade territory, and principally from in- 
dustrial consumers and _ railroads. Retail 
yards have not booked their full require- 
ments. Producers’ stocks were reported in 
fair shape, except in a few scattered cases. 
It is rumored that the $2 discount allowed to 
smaller mills under the Code has seriously 
cut into the business of big producers, par- 


ticularly on interior trim items 
Shingles and Lath.—Little activity, and 
few inquiries, were reported. 


Douglas Fir.—Railroad demand was good 
the early part of the week, and a few indus- 
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Market News from A 


trial consumers were in the market for fair- 
sized amounts, but otherwise representatives 
here characterized the market as dull. 


Western Pines.—There has been a slump 
in sales. Yards are carrying rather small 
stocks, and are depending upon quick ship- 
ments. Industrial demand was fair, but 
millwork plants are on part time only, and 
are not buying except as contracts are ob- 
tained. 


Hardwoods.—Southern hardwoods produc- 
ers reported a fair volume of orders from in- 
dustrial consumers, but little interest from 
the retail trade. Specialty orders from fur- 
niture manufacturers, and good bookings by 
the automotive trade made up the bulk of 
business during the past two weeks. 


Portland, Ore. 


West Coast Woods—Exports.—China and 
Japan are buying fir lumber in quantities, 
but other export markets are reported quiet, 
excepting that United Kingdom is showing 
interest in spruce. China is buying large 
quantities of railroad ties, and orders are 
also being booked now for building items. 
Last week exporters reported business very 
active. This week orders fell off slightly. 





Domestic Business is largely originated by 
railroads and Government projects. The 
Southern Pacific is getting ready to buy con- 


siderable fir; the Northwestern has placed 
orders for bridge material, and other rail- 
roads are understood to come into the mar- 


ket shortly with sizeable orders. 


Spruce.—An improvement is noted in de- 
mand for spruce, with the United Kingdom 
the most active export market. Refrigerator 
stock is the most important item in domes- 
tic business just now. 


Western Pine mills report a considerably 
larger volume of business than during the 
corresponding time a year ago, although vol- 
ume is still below normal. 


Logging Operations in the Columbia River 
district will soon be in full blast, all camps 
having resumed operations after the winter 
shutdown. 


Tacoma, Wash. 


West Coast Logging.—Renewed activity is 
apparent in all branches of the lumber in- 


dustry, but more particularly among the 
logging operators, who are reviving their 
woods operations on an etxensive scale. 
From Cowlitz County come announcements 


by two of the larger operators, the Weyer- 
haeuser Timber Co. and the Ostrander Rail- 
way & Timber Co., that their camps will be 
mn full swing by the early part of March. 
The Ostrander camps have been closed since 
last November. The Weyerhaeuser Cowlitz 
County operations to be resumed are those 
that have been inoperative since the Decem- 
ber floods and will give that company a total 
of seven logging sides in operation in Cow- 
litz County. The Clemons Logging Co. and 
the Donovan-Corkery Logging Co. on Grays 
Harbor likewise have resumed, following ex- 
tensive periods of idleness. The Clemens 
company expects to take out approximately 
500,000 feet daily. The Donovan-Corkery 
camps have been inactive since last October. 
Another Grays Harbor concern, the Saginaw 
Timber Co., has added a second logging side 
to its operations. The Summit Lake Logging 
Co., near Olympia, likewise has resumed, and 
expects to take out approximately 100,000 
feet daily. Although the bulk of the cut by 
these companies will be sawed by mills in 
their immediate territory, they also will 
make extensive log shipments to mills here 
and at other Puget Sound cities. 


Export Shipments.—Lumber shipments from 
here and from Grays Harbor have shown a 
marked gain during the last fortnight. Im- 
provement is particularly apparent in the 
Japanese and Chinese trade. Shipping men 
report that rates on Japanese lumber cargoes 
are steadying between $5.75 and $6 per thou- 
sand board feet, on the feeling that space is 
tight, having been booked up well in ad- 


vance. Gains also are evident in shipments 
to the west coast of South America and to 
South Africa and Hawaii. Reports indicate 
that mills are receiving rather substantia] 
orders from the United Kingdom, which in 
some instances they are experiencing diff. 
culty in filling. United Kingdom rates are 
reported firm at 45 to 47 shillings. 


Intercoastal Business.—Lumber shipments 
to the east coast of the United States, which 
have beeen somewhat in the dolrums for the 
last five months, also are showing a gain, 


San Francisco, Calif. 


Coastwise.—Local dealers are receiving in- 


creasing shipments from the Northwest, 
Four carriers arrived Feb. 23. The little 
town of Santa Cruz received two sizable 


shipments within a few days, 


Prices.—Local dealers have announced 
higher prices effective this week, which is in 


compliance with the minimum cost-protec- 
tion schedules of the Lumber Code Author- 
ity. Douglas fir, No. 1 common, is now given 


at $36; No. 2, $29; No. 3, $25. Lath have been 
increased over a dollar per thousand, 





Exports.—Eureka port will be busy during 
the next few weeks, with several ships due 
to load large foreign cargoes. The Makua is due 
March 1 to load about 500,000 feet of red- 
wood for the Hawaiian Islands. The Swedish 


ship Boren is scheduled to arrive Feb. 26 to 
load over a million feet of redwood for 
Australia. 


Production during the week ended Feb. 17 
was less than in the preceding week. New 
business and shipments, reported by the 
Western Pine Association, were higher than 
the production. 


Seattle, Wash. 


West Coast Woods.— While none of the 
lumber markets is originating any great 
volume of business, inclement weather in the 
large consuming centers accounts for much 
of the lack of buying. Low stocks at the 
mills and controlled production have put 
producers in position to maintain prices once 
demand sets in. 


Rail.—Practically no yard 
ported. Orders for some special 
railroad orders bulk largest in 
Now and then there is an odd 
for retail stocks. Criticism is 
over the action of some mills, 
advancing prices up instead of sticking to 
the minimum. There is no surplus in mill 
stocks, though they are ample for present 
requirements. 


business is re- 
items and 
the files. 
car bought 
expressed 
which are 


the Atlantic 
the small de- 


Intercoastal.—Bad weather on 
coast is held responsible for 
mand. Ship space is ample. 


California.—The market is very quiet, with 
ship space easy. 


Export.—Chinese buying is active. Lumber 
to Shanghai moves at $5.50 and $5.75, with $6 
the figure for Darien and other northern 
ports. Space is ample 3aby squares move 
to Japan at $5.50, and large squares at $5.75. 
Buying is light. Rates to the Orient have 
strengthened, due to a heavy movement of 
general cargo. Lumber movement to United 
Kingdom and Continent -is exceedingly good, 
though British Columbia, with the _ prefer- 
ential tariff, is getting a large part of the 
business. Merchantable is being sold to the 
Continent. Both coasts of South America are 
active in inquiry, but no great volume of 
lumber is being bought. Reports from Grays 
Harbor state that a large volume of lumber 
is moving out to export destinations. 


Shingles.—A number of large shingle mills 
have advanced prices an average of about 
7 cents, but on the whole the minimum prices 
still are- the market prices. Rail operators 
report orders for shingles for delayed ship- 
ment. The demand is a little better than 
it was two weeks ago, especially from the 
middle West. 


Stocks are low. 
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cember or even January. Some inquiries are 
coming out, but with more or less pressure 
on prices despite the Code. Distributors re- 
* | port that the tendency to cut quotations is 
evident, especially in maple, the Code price 
a y U Nn coal S on a certain grade being $29, while some 
buyers state that they were able to. contract 
for their wants on the basis of $28, with 
transactions concluded as low as $27. Differ- 
ments Logs.—Strikes in four large logging camps ter demand from box manufacturers, but ences in water and rail rates, and variations 
and to of British Columbia have created a peculiar it is far below normal. in calculations, it is argued, may account for 
di tuatigon—Britis Columbia is buying logs p : F divergences. 
Cicate @ situation—British Colul . Export Demand is showing some improve- 
tantia] =i Washington, instead of exporting. Best ns 
. from Was aii : ie 91: ment, and there was a nice business booked 
‘ich tn erade fir logs are sold at $11, $16 and $21; aoniaee. tee a cnc } xtege W A k 
> dim. Bail logs bring $9, $13 and $17; large logs G@Uring February. usiness in the United arren, rK. 
€S are — + $9.50, $13.50 and $17.50. Good fir Kingdom is reported to be good. 
; Se re re Rate r Arkansas Soft Pine— — 
logs are scarce; no surplus is available. No. Production has shown some decrease, as a Continued Beencscnde 4 Pe gre cee pen a 
ment 1 peerless bring as high as $24. Cedar are result of bad winter weather. Some manu- and railroads “- a me ty icine _ — _ 
rhich peing held at $i8 for lumber logs, and $12 facturers have been producing less than the : ads has been the largest factor in 
Which D : , logs, but many logs are going n 2 ig ‘ the market during the past two weeks. 
or th for shingle logs, bu nany BS é £ u Code allotment, so additional hours are be- Th : : P 
rai L for $10 or $11, because of being in surplus. ing given manufacturers generally. — = an active demand for grain door 
nc \ better demand for hemlock logs exists. . lumber coming from both the railroads and 
de hemlock logs bring $7.50. Good logs P erain door makers. | The last named are hav- 
sell at $9 to $12, and those selected for ex- Baltimore, Md. ing considerable difficulty finding sufficient 
port bring $12.50. Hemlock logs are in de- stocks in any one place to make up any 
ne } mand for lumber as well as pulp. North Carolina Pine.— Building demand 4uantity of doors, for practically all the regu- 
the continues to lag, largely because of the un- lar grain door stock in this section is al- 
little . usually cold weather. Shipments by water ‘ready covered by orders, and indications now 
toate Memphis, Tenn. were almost out of the question. Box makers are that a quantity of No. 3 lumber will be 
atic acquired such large stocks earlier in the used for grain doors before the season is 
Southern Hardwoods.—A marked increase Season that they have not been under any Over. Stocks of both Nos. 3 and 4 1umber 
yunced in demand from all domestic consumers, as necessity to make additions of importance. average only 50 percent of those of a year 
: . = well as a slightly better demand from all Uncertainty a to Code prices has proved a 480. 
rotec- ‘ . ae . . fur 4 stacie. ry 
uthor. foreign buyers, is reported. further ebetect Retail Demand.—An increased volume of 
given Domestic Demand.— Automobile industry _ Georgia Pine.—Demand for longleaf con- business is coming from the retailers, who 
e been purchases have shown a general improve- tinues slow. Some stock is called for by such are being helped by CWA orders to fill which 
ment during the past few weeks. Many undertakings as the building of the second they frequently find it necessary to purchase 
plants are operating at capacity, so some tunnel for the Pennsylvania railroad, and by a car of lumber. As yet, yards show little 
luring sizable orders are being placed for southern the rebuilding of the big pier of the Penn- disposition to place orders for spring busi- 
S due hardwoods. There has been an increased sylvania Railroad at Canton. | Stocks held by ness, although some recent inquiries indi- 
hades demand for practically all woods, and some, the yards are small, and their buying is ex- cate that they are beginning to get inter- 
: red- such as maple, that has not been moving for tremely cautious. ested in sorting up their stocks. Severe 
os some time in quantity, are in demand. There Cypress.—Business here is virtually at a Weather in the Northeast has slowed up busi- 
i f 2 is a fairly good demand for sound wormy oak, standstill. Quotations are nominally steady, ness from that section. I he large mills are 
: or and also for some gum items, but there is but the inquiry lags. meeting considerable difficulty in selling 
still a lack of demand for the better grades. ss 4 a Y oe their No. 2 common center matched, boards 
eb. 17 §& Flooring plants are again in the market - a. ee pe Posy: Pg hg and dimension, because of the differential in 
ae for flooring oak. Retail yards are beginning SP oe Oy veer ive tpadirements keeps th, Price granted some of the smaller mills. All 
y the to think about spring business, and are > a oe a ee ee — large operators are convinced the existing 
than starting to buy. The furniture manufactur- re oH Oy Mere wae. $2 differential is far too great, and would be 
ers also have been in the market for a fair Hardwoods.—Local trade of this area has ruinous to the larger mills if continued. 
volume of hardwood. There is slightly bet- gone off materially as compared with De- Also, mills west of the river are complain- 
{ the ° 
great e © 
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outs ustaine umbDy ua ity 
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; and Consistent quality is what builds business—not good quality today, 
files. fair quality tomorrow, mediocre quality day after tomorrow. Custo- 
ught mers come back because they're satisfied—and that's the big advantage 
essed in handling Sustained Mumby Quality Douglas Fir, West Coast Hem- 
<a lock, Red Cedar lumber and shingles. 
mill Quality is sustained in Mumby products by reason of a wonderful 
esent fine stand of superb old-growth timber, by reason of Mumby modern 
‘ a mill facilities and standards of workmanship, by reason of Mumby 
antic: careful drying and dependable grading. 
1 de- 
Order Sustained Mumby Quality Douglas Fir flooring, drop siding, 
ceiling, mouldings, casing, base, dimension and boards; West Coast 
with Hemlock flooring, finish, mouldings, factory lumber and Western Red 
Cedar bevel and bungalow siding, exterior trim, mouldings, boat lumber 
and shingles in mixed cars. 
mber 
ae UMBY LUMBER & SHINGLE CO 
eal MUMBY LUM | ; 
move . MILLA MILL B 
$5.75. } Bordeaux, Wash. BORDEAUX, WASH. Malone, Wash. 
have 
it of SALES REPRESENTATIVES 
nited CHICAGO Territory: Fraser-De- NORTH DAKOTA and North- 
Sale Lbr. Co., 11 So. La Salle western Minnesota; Murfin & 
rood, St., Chicago, M1. Trace, Fargo. 
Ter- Pp ‘GFIEL aha. P ad- ° . - ° 
efer Se et Foe NORTHERN INDIANA: Claude 
the IOWA, MISSOURI, KANSAS, G. Wirick Lor. Co, 402 Han- 
» the | OKLAHOMA: Gunter Lumber selman Bldg., Kalamazoo. 
1 are Co., Kansas City, Mo. NEBRASKA: Prestegaard Lum- 
: f NORTHWEST IOWA and Sioux ber Co., Lincoln. 
eo City Territory: Thos. Mould SO. DAKOTA: L. W. Armin, 
‘rays Lbr, Co., Sioux City. ; Sioux Falls. P 
m ber TEXAS: W. F. Nelson, Dallas; : Not aia = 
Guy M. Chisolm, Amarillo. WISCONSIN: Central ‘States 
MICHIGAN: Claude G. Wirick Lumber Co., Janesville; W. A. 
Lumber Co., 402 Hanselman Schneider, Plankinton  Bldg., 
mills Bidg., Kalamazoo; Bresnahan Milwaukee; Gustav H. Bulgrin, 
bout Lumber Co., Menominee; Roy Marshfield. 
we F. Hagerman, 617 Belmont SOUTHERN ILLINOIS and St. 
rices Ave., Flint. Louis Territory: Hopkins Lum- | 
itors MINNESOTA: P. H. Betzer, 300 ber Co., 7823 Greensfelder Rd., 
ship- Wilmac Bldg.. Minneapolis. St. Louis. 
than 
the 





















VA UMBER DEALERS! 


| Sell MICKLIN CORNERS 
and Solve 

Your SCREEN PROBLEMS 

Here's what MICKLIN CORNERS will 


l do for you: 1 

1. Cut your investment. 

| | 

1 | 2. Simplify your stock. | 
| 3. Sell screen stock and mouldings. 















4. Make better screens. 

5. Eliminate odd size problems. 
In the face of advancing millwork costs, 
MICKLIN CORNERS are a better buy than |! | 
ever before. NO ADVANCE IN MICKLIN il 
CORNER PRICES. | | | 


Order from your jobber or write us for 
descriptive folder 
nearest distributor. 


MICKLIN 
MANUFACTURING CO. 
, 1020 North 19th Street, Omaha, Nebr. 


"“MICKLIN CORNERS 
MAKE IRONBOUND FRAMES" 
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BURTON -SWARTZ 
CYPRESS CO. 
PERRY, FLA. 


Tidewater Red Cypress 





THE BEST 
OBTAINABLE 


The Largest Stock in the 
Entire Industry 











Richard Shipping Corp. 


Established 1847 


44 Beaver Street, NEW YORK 


Ocean Freight Brokers 
and Contractors 


Foreign Forwarders, Customs Bro- 
kers. We handle all classes of cargo 
and attend to collectior of invoices. 


Special department handling export lumber shipments 








F.C.LUTHI & CO. 


217 Balter Bid., New Orleans, La. 


BALSA WOOD 


Rosewood — Satinwood 
Direct Importers --- Stocks in New Orleans 




















American Lumberman 
431 So. Dearborn St., CHICAGO, ILL. 
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ing of losing trade in the CFA territory to 
mills east of the river that enjoy a lower 
freight differential. The general opinion is 
that an adjustment in freight differentials 
will be approved by the Code Authority in 
the near future. 


Production.—Heavy rains the past ten days 
slowed up logging operations, and interfered 
somewhat with small-mill producers. The 
large mills are carrying only limited log 
stocks, and any extended period of wet 
weather would effect production. 

Hardwoods.—Demand has shown a slight 
improvement the past fifteen days, with in- 
quiries considerably more numerous than at 
any time this year. The oak flooring con- 
cerns are making some inquiry for rough 
flooring stock, but only a few orders have 
been placed. There is an improved demand 
for both 4/ and 5/4 red oak in FAS and No. 1 
common and select. Inquiries for stock fn~ 
export shipment are making the rounds; such 
sales are not often made by mills in this 
district. Heavy rainfall has made logging 
operations rather difficult, but while log in- 
ventories are rather low, they are sufficient 
to take care of operating schedules for the 
next thirty days. 


Buffalo, N. Y. 


Lumber trade has been much curtailed by 
the most severe winter in over half a cen- 
tury. Construction work has nearly stopped. 
Employees on public works have been laid 
off. Retailers are expecting to hold off buy- 
ing until moderate spring weather is in sight. 


Hardwood yards report a little business 


New England 


[F. J. Caulkins] 


Boston, Mass., Feb 26.—Digging out of the 
record snowfall which blanketed this North- 
eastern territory all of last week, it is agreed 
that the winter season of 1933-4 will go into 
the records as the most difficult for lumber pro- 
duction and distribution, and’ for all forms of 
transportation, of any similar period in the 
past half-century. 

Either the use or the purchase of lumber 
has been at a standstill, but both wholesale and 
retail dealers predict a steadily expanding de- 
mand for lumber right through the spring 
months for both new construction and remodel- 
ing. This conviction is based on the freer flow 
of wage funds, the greater supply of mortgage 
funds at the Cooperative and Savings banks, 
plus the important activities of the Home Own- 
ers Loan Corporation which latter has been 
active in the market since last August. 


Not to Fill Orders Based on List Error 


Code problems continue to absorb the atten- 
tion of all branches of the trade, and some 
drastic steps are being taken almost daily in 
an effort to bring real recovery to the lumber 
industry at the earliest possible date, by apply- 
ing the real spirit if not the letter of the law to 
each problem. The so-called “car material 
case” has been carried to the administrative 
authority on appeal, and the authority has re- 
affirmed its original decision that orders for fir 
dimension car material at prices ranging from 
$2 to $7 below the Code prices for same sizes 
and grades to the retail yard trade, must not 
be filled . The low car-material prices had crept 
into the Code list in error and orders for many 
million feet—estimated as high as forty—were 
placed by the yards with wholesale distributors. 
But the authority at Seattle ruled that where 
the schedules were for delivery to retail yards 
the orders must not be filled at the prices named 
for car material in the Code list. 


Bars Imports Priced Below Code Minimums 


That the Recovery Act and the Lumber Code 
are to be applied without fear or favor is em- 
phasized in the reported action of the Lumber 
Code Authority in warning a hardwood lumber 
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being done; in some cases more than a fey 
weeks ago. There is not much snap to the 
buying, however. 

Western Pines.—The retail as well as jp. 
dustrial demand has been less active thay 
usual, and wholesalers have had few jp. 
quiries. 

Northern Pine.—Both retailers and indys. 
trial users are holding off. Box factories ay 
not running actively. Price conditions among 
retailers are more satisfactory under the 
new Code for this county. 


Norfolk, Va. 


North Carolina Pine. Unusually severe 
winter weather has obtained all along the 
Atlantic coast during February, and lumber 
demand is slow. Logging is nearly imposgj. 
ble, as is the drying of lumber, so rail ship. 
ments are delayed and water shipments 
stopped entirely. Cargo orders to be for. 
warded as soon as the ice in eastern ports 
breaks up will about clean out mill stocks 
of low grade lumber, and quite a few items 
of better grades as well. New orders and 
shipments have been above the low produc. 
tion, which has been less than allotted quot, 
at over 7 percent of the North Carolina 
pine mills in this territory. The demand has 
been very spotty. The box makers have been 
using more lumber recently, but buy only for 
current consumption. There has been a lit- 
tle better demand for stock box, dressed and 
resawn. Many North Carolina pine men are 
of the opinion that if there is much of ap 
improvement in demand during March and 
April, by the middle of April prices on quite 
a number of items will be above code min- 
imums. 


Trade News 


shipper located in the Canadian province of 
Ontario that it must withdraw all prices on 
hardwoods for delivery at American points un- 
less they conformed to the minimum delivered 
prices authorized by the Authority, and failure 
to heed this warning would mean that the of- 
fender would be barred from moving any lum- 
ber across the border for delivery to American 
buyers. The immediate result of this “diplo- 
matic representation” was the withdrawal of 
all price and stock lists broadcast by this par- 
ticular shipper to the buyers east of Buffalo and 
Pittsburgh. It is reported that the prices quoted 
were substantially below the minimum permitted 
under the Code for each item. 


West Coast Fir and Hemlock—The new 
price list came in force last week. Cities and 
towns with a population under 75,000 use a 
handlingand delivery charge of $5.20 and those 
of 75,000 to 500,000 must add $5.60 for this 
service, while the Boston area adds an even 
$6. The Mode cost of 23 percent to cover the 
selling and administrative expense is added 
to the cost-protection price of each item de- 
livered on the yard. Thus, lumber that cost 
the dealer the Code delivered price of $30 on 
his yard, will be priced to the consumer in 
the smaller centers at $42.10; 1n the centers 
larger than 75,000 at $42.50, and in the Bos- 
ton area, at $42.90. At 23 percent for selling 
and administrative expense this charge will 
range all the way from $3.45 for $15 lumber, 
to $23 for $100 stock. The wholesale base at 
“ships tackle” at all Atlantic coast terminals 
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for West Coast fir and hemlock remains as | 


noted in this column two weeks ago, and 
quoted in detail on another page. But two 
cargoes have arrived to date in February, 
landing a total of about two million feet. 


Eastern Spruce, The wholesale offices have 
booked very little business during the fort- 
night, but unfilled orders at the mills have 
been scaled down very little, due to the ex- 
treme cold and deep snow in all sections 
north of Bangor. Mill operations are limited 
to forty hours per week. The Code base for 
both dimension and random sizes remains at 
$26, f. o. b. mill, except for the small ran- 
dom scantling in sizes 2x3-, 4- and 6-inch, 
which are priced $1 lower. Distributors here 


are advised that a new mill price list is in 
the making, using a base $1 to $2 above the 
$26 minimum, as an offset to higher operat- 
ing costs caused by the extreme cold and 
heavy snows of the past thirty days. A fresh 
fall of 24 inches on Friday brought opera- 
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tions in the woods and at the mills to a 
standstill. 

Lath and Shingles. There is little call for 
spruce lath. The Code price of $5.10 for both 
sizes continues in force, and calls for deliv- 
ery at all Boston rate points. There is the 
same lack of demand for eastern white cedar 
shingles, with the base price for extras at 
$4.50, delivered. No Code price list has yet 
peen announced. The West Coast red cedars 
are dull, and there is a fair stock of water- 
porne reported at all: Atlantic terminals, 
where the c. i. f. prices range from $3.85 to 
$4 for the 16-inch XXXXX, and $4.25 to $4.40 
for the 18-inch Perfections. For all-rail 
shipments, delivered prices at New England 
points are uniform at $4.17 for the 16-inch, 
and $4.56 for the 18-inch Perfections. 


Maple Heel Stock. The call from the heel 
shops is disappointingly slow. It is pointed 
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out that advances to new high levels in the 
wage scales at the shoe factories are driving 
business to shoe centers beyond New Eng- 
land, hence the lack of demand for wood 
heels. For the regular No. 2 grade of short, 
kiln dried 2-inch maple, most sales are made 
at $90, with one or two of the larger ship- 
pers holding at $100@110. There are offer- 
ings of long-length 2-inch random at $78@80 
for the FAS grade, $60 for the No. 1 and se- 
lects, and as high as $50 for the No. 2. 


Pine Boxboards. Operating quotas at New 
England mills remain at 40 hours weekly, 
but, with sub-zero weather and heavy snows 
at all points, few mills have been able to 
keep up to even this low limit. The Code 
price f. o. b. mill yard remains at $17 for 
inch round edge, and $27 for square edge, 
with little new business booked, and ship- 
ments practically at a standstill. 








THE BUSINESS RECORD 








Business Changes 


CALIFGRNIA. 


Culver City—J. K. Sine Lumber 
Co, succeeded by Betts-Sine Lumber Co.; A 


ry 


Betts, manager. 
FLORIDA. Houston—Flerida Veneer Co. now 
Suwannee River Veneer Co. 
Williston—Baker-Burns Lumber Co. now Baker 


Lumber Co. 

GEORGIA. Rome—East Rome Lumber Co. pur- 
chased by J. L. Biehn, formerly. of Cincinnati, 
Ohio, who will modernize and enlarge the plant. 

ILLINOIS. Waterloo—P-H Lumber Co. ecuc- 
ceeded by Waterloo Lumber Co.; Joseph W. Berger, 
Archie Weihl and Albert Dillenberger, proprietors 
of the new company. 

IOWA. Herring—Nye & Jenks Grain Co. suc- 
ceeded by C. W. Brotherton, of Wall Lake. The 
present manager will continue in that capacity. 


MARYLAND. Baltimore—Charles H. Schlosser 
& Sons Co. succeeded by Harry C. Dorsey and 
Louis Schlosser. 


MONTANA. Conrad—Oil Field Lumber Co. is 
closing out its stock to Monarch and Hennessey 
Lumber companies and will move the company 
building and office to Cut Bank, where another 
yard will be opened. 


NORTH DAKOTA. Havana—Havana Lumber & 
Fue’ Co, succeeded by Leach Lumber Co. 

OREGON. Portland—Carlton-Ransom Lumber Co. 
now Carlton Lumber Co. 

TEXAS. Kerrville—Moore & Saner Lumber Co. 
succeeded by Moore Lumber Co. C. J’. Moore 
bought interest of his partner, R. C. Saner. 





Stephenville—Clay Lumber Co. sold to Clay 
Building Material Co., a new organization. 
. . 
New Mills and Equipment 
ARKANSAS. Helena—Fred A. Faust, who re- 


cently purchased the old Poinsett Lumber & Manu- 
facturing Co. properties, plans rebuilding the saw- 
mill and lumber manufacturing plant. 
CALIFORNIA, Fresno—Western Cooperage Co. 
will construct new plant here, to cost $50,000. The 
contractor named is the Austin Co. of California. 
FLORIDA. Pensacola—W. &. Taylor and asso- 
ciates are constructing sash and door factory. 


IDAHO. Lewiston—Lewiston Box Co. to be in- 
corporated by W. J. Merrigan and F. V. Joanis, 
will establish a factory here for manufacture of 
crating, boxes and lumber specialties, such as lum- 
ber kits, toys, garden and porch furniture etc. 
Installation of machinery and equipment is to 
begin at once and production is expected to start 
by April 1. 

MINNESOTA. International Falls—International 
[amber Co. will make alterations to mill and lum- 

r plant. 


CANADA. Ontario, Coward—Temogami Timber 
Co. (Ltd.), S. H. Burwash, manager, will soon take 
bids on power house, machine shop and sawmill, 
to cost about $100.000. 


. 
Incorporations 
El Dorado'—Gammill-Graves Lum- 
Frank R. 


ARKANSAS. 
ber Co.; $4,000. 

Horatio—Horatio Lumber Co.; $2,500. 
Ethridge an incorporator. 

CONNECTICUT. Hartford—White Lumber Co., 
388 North Quaker Lane, West Hartford. Louis 
= president-treasurer; Sophie White, secre- 


FLORIDA. Blountstown—Basil E. Kenney Lum- 
ber Co. B. E. Kenney, Wilmer Hayward and G. 
R. Dumont, directors. 

Ne Siding (P. O. Sumatra)—Ray-Cox Lumber 


. a Cox, 8S. S. Cox and Paul B. Ray, 
directors. 

INDIANA. Hammond—Hilson Lumber Co., 143 
Sibley St. General lumber business. Jacob Hil- 


son, Joseph A. Kovach and Anthony D. Baker, 
incorporators. 

MONTANA. Missoula—Clute-Polleys Lumber Co.; 
$50,000. Directors: Earl A. Clute, E. G. Polleys, 

alter A. Kennedy. 

NEW YORK. fFElmont—Progressive Lumber Co.; 


$10,000. H. B. Levine, 1544 45th St., Brooklyn, an 
incorporator. 


NORTH CAROLINA. Goldsboro—-W. 
Builders Supply Co.; $10,000. 
Rose interested. 

High Point—Perry Plywood Manufacturing Co. 
incorporated to buy plant of former Perry Ply- 
wood Corporation, recently sold under foreclosure. 
Charies W. Perry president and treasurer, 


OHIO. Hamilton—Henneberger Lumber & Coal 
Co.; $20,000. Albert Henneberger, president; Mar- 
cella Heunneberger, vice president, and George C. 
Cummins, secretary and treasurer. 

OKLAHOMA. Tulsa—Tulsa Used Lumber & 
Wrecking Co.; $10,000. H. E. Hanna, Harold M. 
Hanna and William C. Smith, incorporators. 

OREGON. Portland—Pacific Cross Tie Co.; 
$10,000. Ashby C. Dickinson and C. D. Smith in- 
corporators. 

VIRGINIA. Newport News—F'owler-Love Lum- 
ber Corporation. Harry G. Fowler, president; J. 
T. Love, vice president; James D. Fowler, secre- 
tary-treasurer. 

Stony Creek—Mitchell Stave Co. 
Pittsburgh, Pa., is president, 

WASHINGTON. Anacortes—Washington Shingle 
Co.; $6,000. C. A. Péters and R. I. Stover incor- 
porators. 

Tacoma—Coast Wholesale Lumber (Inc.); $10,000. 
W. H. Squier, care Fullerton Lumber Co., Tacoma 
Building, an incorporator, 

WISCONSIN. Astico—Astico Lumber & Fuel Co.; 
$10,000. C. S. Walker an incorporator. 

Milwaukee—Superior Spruce (Inc.); C. M. Rob- 


P. Rose 
W. FP. and &. B. 


John Thomas, 


ertson, C. W. Reeder, Fraley N. Weidner, incor- 
porators. 
New Ventures 

ARIZONA. Tucson—Norton Lumber & Wreck- 
ing Yard, 2038 S. 6th Ave.; Frank I. Norton, pro- 
prietor. 

COLORADO.  Silverton—W. D. Ewing, of Du- 
rango, opening new lumber yard and hardware 
store. 


MISSOURI. Springfield—Janss Lumber Co. erect- 
ing buildings for new lumber yard. Herman H. 
Janss interested. 

OREGON. Newberg—Martin Woodworking Co.; 
Victor A. Martin and C. D. Shirer have engaged 
in business under above name. 

SOUTH CAROLINA. Charleston—William Law- 
rence (‘‘Pa’’) Stribling, sr., father of late heavy- 
weight boxer, will enter lumber business. 

Georgetown—Mercer Lumber Co. Charles W. and 
Fritz von Young Mercer, proprietors. 

TENNESSEE. Cookeville—Greenwood Bros. open- 
ing hardware, paints, furniture and building ma- 
terials business; Robert M. and Walter Greenwood, 


proprietors. 
Nashville—Shelby Lumber Co., Shelby Ave. and 
M. J. Schlosser heads the new 


South Second St.; 
Casualties 


company. 
KENTUCKY. Nicholasville—Stratton Lumber Co. 
planing mill and yard damaged by $10,900 fire. 
KANSAS. Kansas City—Twin City Lumber Co. 
plant destreyed by fire, with estimated loss of 
$25,000, partly covered by insurance. 
MISSISSIPPI. Meridian—Kimbrell-Ruffer Lum- 
ber Co. destroyed by fire. Loss estimated at 
$60,000, $10,000 on building and $50,000 on stock. 
NORTH CAROLINA. New Bern—Pine Lumber 
Co, had four dry kilns completely destroyed by fire, 
with estimated loss of $25,000. Will rebuild. Saw- 
mill and planing mill not damaged. 
PENNSYLVANIA. Philipsburg—Moshannon Mill 
& Lumber Co. suffered $25,000 damage by fire. 


VIRGINIA. Charlottesville—lailes-Rarrage Co.’s 


plant swept by fire, destroying machinery and 
40,000 feet of timber. Loss will exceed insured 
value, say officials of the company. Office not de- 


stroyed. 


WEST VIRGINIA. Clarksburg—Parr Lumber & 
Planing Mill Co. plant destroyed by $200,000 fire. 
$50,000 insurance. Plan rebuilding. 

WISCONSIN. Wausau—George Silbernagle & Sons 
Co., sash and door manufacturers, suffered fire 
loss of $70,000, partly insured. Plan rebuilding in 
the near future. os 
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Saves Your 
Customers Money... 


e+e you actually save your customers 
money, when you sell them genuine 
U. S. POULTRY FENCE, for this mod- 
ern, straight-line netting costs less erected. 


Made Like Farm Fence... 
eee U. S. POULTRY FENCE, with its 


straight, parallel line wires, can be 
stretched to wood or steel posts without 
the aid of top-rail or baseboard. It re- 
quires fewer posts because of its strong, 
rigid construction; cuts easily, quickly 
and without waste; stretches like farm 
fence, without bagging or sagging. 


Saves Time and Labor, Too... 


« « - your customers save the cost of un- 
necessary lumber and other material. 
They save time, labor and expense in the 
actual building. And, when the job is 
completed, they have a better, longer 
lasting fence. 


You Build Good Will... 


« «dealers who push U. S. POULTRY 
FENCE invariably enjoy a_ profitable, 
dependable repeat business that price 
competition cannot take away. By con- 
centrating on this popular line, they re- 
duce their inventories, speed up turnover 
and increase profits. The fact that U. S. 
POULTRY FENCE is first choice for 
more than 50 practical uses boosts sales 
all year ’round. 


Insist on Genuine U. S... 
e « e made in one-inch and two-inch mesh, 


galvanized before or after weaving and 
furnished in all standard heights. 


Ask your Jobber or write direct to- 


Indiana Steel & Wire Co. 
Muncie, Indiana 
Manufacturers also of 

IMPERIAL 

Farm, Poultry and Lawn Fence, 

Flower Bed Border, Trellis, 

Gates, Steel Posts, Staples, 

Barbed and Twisted Barb- 

less Wire, Brace Wire. 
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ESTABISHED 1890 
1321 Builders’ Bldg., 228 N. La Salle St., Chicago 


A rating guide to the Contracting trade of 
Cook County and Cook County dealers 


Telephone Randolph 4893 Collection and Mechanics Liens 











Loose Leaf Tally Books | 


TALLY SHEETS with 
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FRANK R. BUCK & CO. 
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Newsy Notes of Persons and Places 


and OFFICE 








A. C. Ahrens, of Loyalton, Calif., sales man- 
ager of the Clover Valley Lumber Co., left Feb. 
10 on a two months’ trip to the East and middle 
West. 

John Wichers, president and manager 
Wichers Lumber Company, Zeeland, Mich., has 
been elected president of the new Zeeland State 
Commercial & Savings Bank. 

Leroy M. Spears, of the Spears Lumber Co., 
Grand Rapids, Mich., has been appointed chair- 
man of the city plan committee of the Grand 
Rapids Association of Commerce. 

H. E. Tenzler, president of the Northwest 
Door Co., was elected second vice president of 
the Tacoma Transportation Club at the annual 
meeting of that organization Feb. 23. C. T. 
Eckstrom, of the Pacific Mutual Door Co., and 
T. R. Flynn, of the Weyerhaeuser Timber Co., 
were elected to the board of directors. 

R. A. Long, chairman of the board of direr- 
tors of the Long-Bell Lumber Co., Kansas City, 
Mo., was in Washington last week visiting at 
the home of his son-in-law and daughter, Ad- 
miral and Mrs. Hayne Ellis. Mr. Long spent 
a part of the week visiting offices at the capitol 
as the guest of Representative Joseph B. Shan- 
non of Kansas City. 

Maj. Everett G. Griggs, of Tacoma, Wash., 
chairman of the board of directors of the St. 
Paul & Tacoma Lumber Co., was honored this 
week by the College of Puget Sound, which 
selected him as a member of the Founders & 
Patrons Society of the college, a distinction be- 
stowed on men and women who have been out- 
standing in their work on behalf of the insti- 
tution. 

Miss Meta Boutin, owner of the Crane Creek 
Lumber Co., Willow Ranch, Calif., was to be 
the guest of honor at the Alturas Chamber of 
Commerce dinner on Mar. 1. Miss Boutin, who 
is the only woman operator in the Western Pine 
Association, had been previously honored at a 
dinner attended by many State and county offi- 
cials. Governor Rolph, moved by her coura- 
geous action in rebuilding the plant after four 
successive setbacks, wired his congratulations 
and best wishes for the success of her new box 
factory and planing mill. 

Frank C. Reed, who has succeeded his father, 
the late Mark Reed, as president of the Simpson 
Logging Co., Shelton, Wash., was elected to the 
board of directors of the Tacoma-Oriental 
Steamship Co., which operates a fleet of vessels 
between Puget Sound and the Orient, at the 
annual directors’ meeting of the corporation in 
Tacoma, Feb. 23. James G. Dickson, nresident 
of the Reliance Lumber Co. and also identified 
with other Tacoma lumber and logging con- 
cerns, and Edwin Gregory, Tacoma furniture 
manufacturer, also are directors of the steam- 
ship company. 





Will Manage Los Angeles Branch 


Mason E. Kline, sales engineer of the Union 
Lumber Co., redwood manufacturer of San 
Francisco, Calif., has been appointed manager 
of the company’s office in Los Angeles to suc- 
ceed E. A. Goodrich who is resigning, effective 
March 1. Mr. Kline will have complete charge 
of all Union sales in southern California and 
Arizona, and he and his family will reside in 
Los Angeles. 

The Union Lumber Co. has employed Mr. 
Kline for years as a technical authority for red- 
wood, and he has been of great assistance to the 
industry as a whole in developing the structural 
grades of redwood and successfully introducing 
them to consumers in one of the pre-eminent 
merchandising campaigns of recent years. Now, 
in bringing his broad lumber knowledge and 
sales and: technical experience to southern Cali- 


—— 
fornia, officials of the Union company feel they 
are offering the complete service it deserves and 
requires. 





Appointed Manager of Promotion 


SEATTLE, WasuH., Feb. 24.—William wW. 
Woodbridge has been appointed manager of 
promotion of the Red Cedar Shingle Bureau, 
with headquarters in this city. The Red Cedar 
Shingle Bureau has made an excellent record 
during the past few years in organizing the 
shingle industry of the Pacific Coast and repre- 
sents within its membership most of the shingle 
production and a large percentage of the cedar 
log production of the Pacific Northwest, 
Through this organiza- 
tion the industry has 
improved the quality of 
its product, simplified 
its grades, practically 
eliminated the manufac- 
ture of thin shingles, 
received the United 
States Department of 





W. W. WOODBRIDGE, 
Seattle, Wash.; 
Manager of Promotion 





Commerce approval of 
its standards of quality 
and the right to so label 
its first grade shingles, 
and has established 
strict supervision of 
grades of all member 
mills. Having put the operating end of the 
business on a high plane the industry is now in 
a position to go out and ask for and secure 
the fullest measure of co-operation from the re- 
tail dealers who man the front line trenches in 
the most important part of any business today— 
the marketing of the product. 

Mr. Woodbridge comes to the Bureau with 
a well-rounded experience. For the past sev- 
eral years he has been advertising manager for 
the West Coast Lumberman, Seattle. He is a 
native of Virginia and an alumnus of the Col- 
lege of William and Mary. He came to the 
Pacific Coast in 1906 and entered the offices of 
the H. J. Miller Lumber Co., Seattle. Later 
he was in the employ of the Lumber Manufac- 
turers’ Agency, Centralia, Wash., the Wallville 
Lumber Co., Wallville, Wash., and the Wash- 
ington Cedar Products Co. Seattle. He was 
one of the organizers of the Three Tree Lumber 
Co., Tacoma. Following the destruction of this 
company’s plant by fire in the early days ot 
the World War, Mr. Woodbridge was managef 
of the Detroit office of an eastern advertising 
company. He returned to Seattle in 1916. 














Employees That Stay Employed 


INDIANAPOLIS, IND., Feb. 26.—Remarkable 
records of service in the employ of E. C. Atkins 
& Co., world-renowned saw manufacturers, were 
honored Feb. 16 at the twenty-eighth annual 
smoker and initiation of the Atkins Pioneers. 
Twenty years is a long time to work for a com- 
pany, but after a man has worked for Atkins 
twenty years he is still just a “young fellow” 
to this unusual club. 

At this smoker special honor was given to 82- 
year-old Charles Fenton, who is beginning his 
62nd year of regular employment with the com- 
pany, and recognition was also given the club’s 
oldest members, Francis M. Hager (now re- 
tired) whose son, Francis M., jr., was awarded 
a pin for fifty years’ service at the Atkins plant. 
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The club's youngest member is Raymond P. 
McKinney, who is 36 and has worked at Atkins 
for twenty-one years. The club’s newest mem- 
bers are Edward S. Norvell, Morris Owens, W. 
Noble Springer, Claude V. Brock, Michael 
Cummins, P. Kinney, Ray Ellis, Homer 
Montgomery, John Sapp and Charles Gill, who 
have just turned their twentieth year of service 
with the company and were initiated at this 
meeting. Service pins were mailed to fifteen 
honorary members in Europe and South Amer- 
ica, men who have represented the company 
abroad for from twenty to thirty-five years. 
Seventy other service pins, for from forty down 
to twenty years, were awarded. 

The club now can boast 214 members, and 
twenty-five of the sixty-two men who organized 
it in 1906 are still living. H. C. Atkins is hon- 
orary president and E. i. Thatcher is president. 
Other officers elected for the year are: Albert 
Hausman, vice president; John Wilde, treas- 
urer; C. A. Newport, secretary; and W. A. 
Weaver, assistant secretary. 








Log Concern Moves Offices 


SEATTLE, WASH., Feb. 26—Removal of the 
Associated Log Co. from 1214 Hoge Building 
to 934 Henry Building, where the offices will 
be closer to other offices working under Lumber 
Code authority has been announced here by V. 
H. May, secretary-manager. The company, 
which has been operating since last September 
here, was formed to handle the output of Cana- 
dian logging camps sent to the American side 
under quota set by the Code. It is a Washing- 
ton corporation whose members are made up 
of all the important loggers of British Colum- 
bia and it controls all log imports and sale of 
the logs. The operation of the Associated Log 
Co. follows the plan first conceived by the late 
Mark E. Reed when president of the Pacific 
Northwest Loggers’ Association. Mr. May for- 
merly was president of the McKenna Lumber 
Co. of Washington, 


Assumes Management of Eastern 
Distributing Yards 


MINNEAPOLIS, MINN., Feb. 26.—The Weyer- 
haeuser Sales Co. on March 1 will take over 
the management of the Weyerhaeuser Timber 
Co.’s eastern distributing yards, it was an- 
nounced here today by F. K. Weyerhaeuser, 
president of the sales company, and on that 
date W. H. Peabody, who has been manager 
of the Weyerhaeuser Timber Co. branch at 
Everett, Wash., will become eastern manager of 
the Weyerhaeuser Sales Co. in charge of yard 
operation, also yard and direct-mill lumber sales 
activities. His office will be in Newark, N. J., 
and he will continue as general manager of the 
Weyerhaeuser Steamship Co., which operates 
the steamships Hanley, Heffron, Hegira and 
Pomona, carrying general cargoes on regular 
sailings both eastbound and westbound; the 
steamship company’s headquarters will be moved 
from Everett to Newark. 

These important changes, Mr. Weyerhaeuser 
said, are part of a general plan of co-ordinating 
Weyerhaeuser sales, service and business activi- 
ties in anticipation of steadily increasing demand 
tor lumber which he expects in 1934. This par- 
ticular move, placing as it does under one head 
all Atlantic Coast lumber sales, storage, and 
shipping of both Weyerhaeuser Sales Co. and 
Weyerhaeuser Timber Co., was for the purpose 
ot co-ordinating the various shipping services— 
such as all-rail, direct-cargo, and out-of-yard— 
which the Weyerhaeuser companies have made 
available to eastern buyers, and Mr. Weyer- 
haeuser predicts that it will “lead to material 
improvements in service to the trade.” 

_For years this plan has been advocated by 
Col. James E. Long, who has managed the tim- 
er company’s eastern operations, and he has 
en working out the details of the new arrange- 
ment. It was under his direction that the 
Weyerhaeuser organization’s three eastern dis- 
tributing yards were built and developed into a 
major force in lumber distribution, and now, 
on the executive staff of the sales company, he 
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will devote his time to important matters espe- 
cially pertaining to the Eastern situation, a task 
for which his experience especially fits him. He 
began his lumber career in Wisconsin in 1885, 
later operating in the South and in Mexico. 
During the World War he was commissioned a 
colonel of one of the engineering divisions en- 
gaged in forestry. 

Mr. Peabody rises to his new responsibilities 
out of a background of long and successful lum- 





W. H. PEABODY, 
Newark, N. J.; 
Kastern Manager of 
Sales Company 


JAMES E. LONG, 
Newark, N. J.; 
Eastern Sales 

Specialist 


ber experience. He started at the bottom as a 
compassman in 1914 in the Weyerhaeuser timber 
holdings in the State of Washington. After 
serving as a car-loader, timekeeper, and other 
jobs around the mill he was appointed in 1918 
superintendent of one of the Weyerhaeuser mills 
at Everett, and in 1926 he became general man- 
ager of the Everett branch, which included three 





ladders have been wearing out. 


Bird's-eye View of the Home of Babcock Genuine Spruce Ladders 


How is Your Ladder Stock? 


Pretty low? Don't let ladder sales and profits get away this 
spring, because your assortment is poor. 
People who have wanted a 
ladder and need it have been getting along without it. 


Round out your stock with a careful selection of 
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mills, woods operations, and water shipping 
activities. His thorough woods, mill, and ship- 
ping experience, coupled with sales executive 
ability, qualify him admirably for his new posi- 
tion. -In West Coast fir operations he is con- 
sidered a leader and an authority. He will be 
sorely missed in Everett where he was active in 


civic, local and government relief work. 
—_—_—_—_—_———— 


To Manage Lumber Department 


SEATTLE, WasH., Feb. 26—The Olympic 
Forest Products Co., Seattle, has appointed 
Harold E. Kerry, of this city, to be manager 
of its lumber department. 

The Olympic Forest Products Co. has deter- 
mined to open up its own export department 
and handle its own export and as well as its 
domestic lumber business. Its intercoastal sales 
are made through Puget Sound Associated 
Mills. The business of H. E. Kerry & Co. 
will be discontinued. 

The Olympic Forest Products Co. is engaged 
in the manufacture of lumber and pulp, with 
pulp plant and sawmill at Port Angeles, Wash., 
on the Olympic Peninsula. E. M. Mills, San 
Francisco, Calif., is president, and W. L. Ray- 
mond, Seattle, is northwesern manager. The 
sawmill at Port Angeles has a capacity of 22,000 
feet per hour. 


To Open Baltimore Branch 


3ALTIMORE, Mp., Feb. 26—John Raine, of 
Rainelle, W. Va., president of the Meadow 
River Lumber Co., was in Baltimore last week 
on business connected with a branch office which 
his company expects to open here soon, so that 
it may more intensively market its products in 
Maryland, Pennsylvania, eastern New Jersey 
and eastern New York. 

Mr. Raine’s son Edward will manage the 
Baltimore office and will make his home here. 
The Meadow River company is a prominent 
manufacturer of Appalachian hardwood lumber 
and dimension, and also is building up a sizable 
market for mill-fabricated items. 
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: RABCOCK 
| SPRUCE. LADDERS 


Babcocks are made of Genuine air dried spruce, and are 
a truly meritorious article with a long record of customer 
Send today—without obligation—for free 


THE W. W. BABCOCK CO.., Bath, N. Y. 





Victor Step 
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LUMBER MARKET REVIEW 


Demand for Southern Pines Is Restricted by Bad 
Weather; Industrial Sales Best 


Southern pine mills report bookings about keeping pace 
with production, despite the fact that throughout South- 
west sales territory recent severe storms have greatly cut 
down building consumption, and similar conditions have 
prevailed in the Northeast. Retail yards are therefore tak- 
ing only moderate amounts, but are heard from frequently 
for items to fill orders, and are showing greater interest in 
rounding out their stocks for spring trade. Industrial busi- 
ness has been improving. Railroads are in the market, and 
there is an expanding inquiry for items for large public 
construction. On these large sizes and on finish the mills 
are getting the bulk of current business, for small mills 
with their $2 differential have been taking a good propor- 
tion of the orders for yard commons. 

North Carolina pine sales have suffered because of un- 
usual cold and snow in the Northeast, which have almost 
stopped buying of building lumber. Box trade has been 
somewhat slow, especially as water shipments have been 
impossible because of storms and ice. 

Arkansas soft pine demand has been slowed up by 
bad weather, but mill output also has been restricted. The 
bulk of the business is from the railroads, running heavily 
to grain door stock, and that from retail yards which re- 
sults from their filling public works orders. There is much 
complaint of keen competition from small mills, and of 
freight differentials with mills west of the river. 


Northern Pine and Hemlock Stocks Are at Low Point; 
Weather Handicaps Spruce Mills 


Buying of northern pine in the week ended Feb. 24 was 
about twice as large as in the week ended Feb. 10, it being 
reported that increased quantities are being ordered by 
Northwest retail yards, for current requirements and sort- 
ing up of stocks for spring. The Niagara area has had 
some of the severest weather on record, and both yard and 
industrial demand there is inactive. Substantial sales of 
box grades are being made in the Northwest. Stocks at 
the mills are at the lowest point in a great many years. 

Identical northern hemlock mills report that their stocks 
on Feb. 17 were about 55 percent lower than on the same 
date last year, while their unfilled orders, though small, 
have made a nice gain. 

Eastern spruce manufacturers have had to increase their 
quotations to take care of heavier costs resulting from re- 
cent severe weather, which has made operating -almost 
impossible. While there has been little new business, ship- 
ments have been light, and order files are fairly full. 


West Coast Mills Report Increased Bookings From All 
Markets, But Larger Gain in Cut 


Reports from the West Coast show a substantial increase 
in orders during the two weeks ended Feb. 24, compared 
with the preceding fortnight. There was, however, a larger 
gain in the production, which brought it to about 14 percent 
in excess of the bookings. Operators are optimistic in 
regard to development of demand, and a number of long- 
idle plants are starting up—but under the Code there will 
be no continued accumulation. 

Rail trade showed a gain of about 20 percent. Most of 
the current business originates with the railroads and con- 
tractors for public works. Railroads have recently been 
in the market for rather large schedules, with more in pros- 
pect. Retailers are taking only moderate amounts in mixed 


cars, but are making more inquiries about spring stocks 

Intercoastal trade has been under the handicap of very 
severe weather on the Atlantic coast. But distributors are 
expecting that it will be followed by a marked gain in sales 
because of credit expansion and industrial revival with 
re-employment. Setting of retail price minimums is de. 
pended on for stabilization of this market. While Calj- 
fornia business has been slow, it is improving, and there 
has been an increase in shipments from the North Coast, 

Export trade is picking up again, but in most markets 
the Northwest mills encounter severe competition from 
sritish Columbia. China has been taking more than Japan, 
Movement to the Orient is facing higher trans-Pacific rates, 
There is a good movement of clears to the United Kingdom 
and of merchantable to the Continent. South American 
inquiry continues good but placements are small. 


Western Pine Mills Report Larger Order Files and 
Stocks Much Below Last Year's 


Western pine bookings in the two weeks ended Feb. 24 
amounted to about 45 percent more than the production, 
and a group of identical mills reported orders approaching 
double the volume for the corresponding period last year 
with current orders about double the output. Unfilled 
order files have been rather low, but are filling out. On the 
other hand, gross stock of identical mills as of Feb. 17 were 
about 20 percent lower than on the same date last year. 
The low grades are moving best, there being a good call 
for Nos. 3 and 4 common, and mill stocks are moderate. 
In relation to present limited demand there is an ample 
supply of selects but no excess. There are a few orders 
for shop. The slowest items are yard lumber, because of 
severe weather in the middle West and East limiting con- 
sumption and enabling the retailers to get along on what 
they purchased prior to the putting of Code minimum prices 
into effect. At the mills there is a surplus of No. 2. Cali- 
fornia mills seem to be taking some business away from 
fir producers as a result of recent advances in fir delivered 
by rail to California markets. 


Bad Weather Holds Down Domestic Demand for Hard- 
woods; Overseas Inquiry Improved 


Hardwood sales have not been keeping pace with mill 
output, though in the South the cut has been curtailed by 
severe weather. The bulk of the business has been coming 
from industrial consumers, principally the automotive and 
furniture industries, with the railroads beginning to do 
some buying. There is a fair amount of orders from dis- 
tillery interests, and some brewers are making inquiries 
about their spring needs. The lower grades have been mov- 
ing better than the upper, box items selling fairly well, and 
sound wormy oak being active. There is also a larger 





movement to the flooring factories, now preparing for 
spring demand from the retail yards, but business with 
millwork plants continues rather quiet. Foreign trade 1s 
reported to be showing some improvement, and especially 
demand from the United Kingdom, where consumption has 
been increasing and stocks are depleted. A report from 
Arkansas states that overseas inquiries have been received 
there, and that they are unusual in that section—which 1s 
an indication that export interests are testing out the mar- 
ket. The general opinion is that the chief influence holding 
back domestic demand is bad weather, which has restricted 
not only building consumption, but also sales of automo- 
biles and furniture. Current inquiry is promising, and 4 


good deal better than the sales. 


Statistics, Pages 45, 56 — Market Reports, Page 58-61 — Prices, Pages 65-67 








March 3 


East 2 
pExchant 
morth t 


Floor! 


1x3” rif 
B&bette 
Shortlez 
Longlea 
No. l— 
Shortles 
No. 2 - 
1x3” fie 
grain 
B&bett 
No. 1 
No. 2 . 
1x4” ri 
B&hett 
Shortle 
No 1— 
Shortle 
Longle: 
No. 2 


Foll 
were 
tion | 
to 15, 
rect ¢ 
specif 


SELEC’ 
Cc § 
D§ 

SHOP, 
5/4 

6/4 

Com» 


1x 
1x1 















































3 
, 1935 I March 3, 1934 
\ ~ be K 5 _ 
~— 
very East and west sid : 
J Excl > side mills hav 
Ts are mor ey Pn tng ‘Orleans, a the followi SOUTHERN PINE 
x yeen ins sales mé ; wil 
sales Pf ins n inserted ag AR oon tee i o. b. mill 1 
° a a is " . Sé . P 
with Side Side We shed by Bh 20, but, akan gare” gas on 
is Floorin st East ° prices f southern pi 
Is de- g. Standard Side Si Ww or this peri pine to the S 
Cali 1x3” — | Siding, ne Side East — PB an = mi Pine Lumt 
< i Babetter No. at engths, 1x6” ee Srentesd’| 3 West Bost e, prices for the 
© shortleaf.. 53.05 *53.! B&bet %x4"— engths No. 2 Fencing, Side West East 
Coast rome! . .°58. 05 *53.91'No. 1 ter.. 36.13 *36 B&bet Standard L, & CM Side Sid Ww 
nai . a. tee 75 58.00 ‘ . oie See cnbee etter..*39.50 38.00| 1x4" engths as Shortleat . oe Rost 
¢ s . — aera 8 i 
ets Shortleat.. 43.0 sorted patterns Rough 1x6” ..... pa 18.59] 2x4” mension No. 2 Longle - 
f 3.00 B&t gh Fini 88 2 Di af 
rom se 2 sv es -IN yetter.. 36.77 * 10-20’ sh, 90.71|12 & 14’ 2x4” mension 
‘aaa a” .... Sr * . 34.80 te B&better Ne. 3 Shipiap a Qala. so-06 22.00 12 & 14’ 
rat q graie— Surfaced F Inch thick— Short!’ » Std. Leth. 3x6" , i | Pere 24.75 24.43 
es, B&better.. 88.14 38 10-2 ‘inish, 4” ortl’f— 12) - 14’.. 19.02 | 2x6” ... 25.75 24.83 
igdo No. 1 ..-. 32.25 38.20] B&bett 20 Rs aegeetiane 40.50 ix 3° | RE 9.02 19.00 12 & 14’ 
ai m No. 2 ..--- 19:20 32.42 Inch thick ° an abies 41.1% «e+- 11x10” egies 21.3 91.33 2x8” -. 19.60 19.40 4’.. 520.54 23.00 
erican | 1x4” rift— 20 19.78) 4” 2.2... , ee Hs ogg izi=?" - ete 12, & 14’.. 21.06 § a 21.12 22.91 
Sanester 6 erases 44.47 943.30 i anions mee Swe Longleat— 24.75| eage gos oa8.00 ad aie 
Shortleaf.. 53.44 *52.3 “Rmeere: 03 46.00 | 5&6/4 t Tal ie kw re 22.00|ecg0°"°°* 63 
: 52.3 g Taew sa 44.6 hick— coos S298 12 & 14’ 2x10” 25.67 
| No 1— 2.33 + na tape sy 4 44.07|4-8” .. : 1x10 ove as 22.00\16’ & 14’.. 21.50 *2 12 & 14’ we 
- a d Shortleaf. 1 tee 5 650.00) 5&10” ... 56.75 1x12” 21.50 22.831] exn19" 1.00 ’ 14 
n L 41.50 *40 .. 61.66 * 0 0 enn ce 55.00 : 83] 2x12” . 23.73 *22.56 16’ . *23.35 
ongle af. : 0.00 5&6/4 t 60.95 |12” -*59.58 62.0 coce CEO x12 22.5619x19" °° pe 3) 
No. 2 z “es dd ye 4, 6 aig ier eee *67.45 oe ae No 7 & 14’ 22.06 * 12 . ’ 24. v6 
1x4” flat 0.00 ae 58.20 *58.19 Casing, Ba , Le Shortlenf OP ween eee 23.29 * oat 95 | 16’ 14’. .*24.00 *24.00 
eb. 2 grain— ge ilidehen 63.50 *64.03 se & Jam mension > | eee ‘ine 
». 24 : 64.03 10-20’ b 25.00 
ct S peetter. Po 72.20 70.41 B&better ‘ 12 & No. 1 Longleaf Timbers, 20’ & ' 
on, No. 2 sees 33.64 33 44 Inch thi 1x4” ... . i6’.. 14’.. 25.50 25.50 Dimension L No. 3 Under, 
iching “"" 19.66 19.22) 4” ck— 1x6&8" : 7. 13 ua 26.59 36°50 ax4" : ongleaf— 
: eg, See 37.67 x5&10” .. ‘ 51. 14’ ae 3x4 & ” 
t year Ceiling, Standard Ze gta 4H *36.18 58.00 “aan 7 & 14’.. 23.58 23.5 16’... . -- 26.50 26.50 ons © Ses, ° 25.00 95.05 
i - . * eheee ee afte SNS BD BESO) Re cee Sree eee 
: e. rg —- 7.38 1> ” ng, 10- ’ ‘ satiate & , y ox ae ee 
yn the Eabettor. 28.36 28.10) pa 57.36 ry ee i ze 31.97 nal - & 14’.. 24.37 2 16’ a le 24.50 24.74 sacs” *31.20 33.7 
wee f Sz"— *26.25 Plaster L 33.63 34.59| 2x10" Head Oa BRS) BS |geis2” «42-00 045.08 
year, er 9859 28.33 ae *”, 4’ — -_, 1 Shiplap and | Se eer 16’ .. re ie 26.25 26.50 12x12” a we 
Pa) Reindaanambean 28.33)No. 1 .... 352 3.50 en Lae 22001.) 3880 #3650 a10° Shortleat— se 
. yg 4 ty wae ae ied rn 28.5 x4”... 21.87 
erate » pal BH HIE a ne ieee ee og ser i 
5.99 . 2& , cece 90 Ff g a el.é 
ample WESTERN 5.92 46.4 16’ & 14’.. 29.48 29.5 2x12” .-- 29.50 ey 4 5x10— 9.00 *28.00 
iene adr aes eee 29.43 29.501 12 & 14’.. 3 , 10x10” . 26.50 
ers Following f.0.b. D — | . gt #243 — 20 83 ©3085 
ise of wer m Les. 35.83 %39.2 gis 68 
: a ’ ger separsed te eit petese <n actuee — - OUGLAS FIR o 401 12x12” . $4.14 932.0 
> 4 eh nae during ne As pecial 32.00 
, V the socia- al tele 
what me ane tesla aaa > ee Feb. 1 isin gram to AMERICAN L WESTERN 
viens pecified items pon sales, and poy ae di- on ot pes pelle my Feb. 27.—F UMBERMAN ] i RED CEDAR 
. o ations f 1 e on y West Cc Ss of fir Feb. v. O. b. mil = ss eattle, w 
Cali penderes ollow: Bureau oast mills’ eb. 22 to 24 ill prices cedar sidi ash. Feb. 2 
P P a Pine » were as s to the Da , reported to 18 fo ing in mixe ° 4.—Prices : 
from SELECTS S2 or 4S— Pe. a 5/4x8” sth tn vis Statistical ot, £. o. vd. mill —_ new ei red 
ivered Be ees RL wdr. &wdr 6/4x8”" | 1x4” Grain Floorin Beveled S — ng, 8 
SHO Select RL...... ng 19 poe ee pebaess BaBabtr C 4-inch — %-inch 
sa @#  ~@» . y ar | Flat: Grain 7 eeee “ 
5/f : — — ids cea meas D | S-inch se. eeee eee $2200 $2000 $17.0 
 Fpeoncelerktiegen 0.1 N ee 1x4” ooring . TEE siwhinins ++++ 26.00 5 $1 
Dike SAME RG RAR RR Ce $33. o. 2 A” eee eee B&bt tte eeewens 22.0 7.00 
Hard. Commons, S2 or 4S— so Pitan deopebsetcast: g27.00 $24. D Clear B eta 25.00 19.00 
x 8” RL — N ° 27.11 | Mixed Gra 31.00 24.00 8-1 ungalow Sidi 20.00 
P12” RG $21.80 No.2 | 2**" -- Mixed Grain FI — os | ae cts ms 
= No. 4, 4/4, $2 or 48, RWERI iso siast |. Oe — 12-inch dlnithglehohatnhteadctelapbe son a %, inch 
n mill Ss, RWE&RI 19.82 | 5x4” pee 2 EERE SOC $37.00 
SELEcTs. S Idaho W docerecces $13.7 ax ce eee Ceiling Mee ee etree 47.0 
. ECTs, S2 hite P 3.78 1x4 eos Fi cere -00 
ed by 7 , S2 or 4S— recat nal $26.00 $22.00 oh. 59.00 
ta ag [HE cc 9 oe. 
oming > Select RL 106 Dr -+ a 22.0 1x8” 
e pe Fh manny BL vasineseneeeeens tT Aft 116 ce severeres niet wer 1x6” , 1x10" coerce ceeneceee pny Aad oy 
Z ai i ae : Aimed teen ccna 00 ‘ x12” Me ora piney er 
to do =z 8 S2 or 4S— Not baa 54.78 soins dain en $27.00 $19.00 | ix16" saiiegoehaeate ere en ¥15:00 
n dis- ig hsiomanaadiaks 35.40 $27.38 No. 3 No. 1 a and Shipla ai = ee eeeeeeeteneeueeees she hase wn aeee 
Pests 4, 4/4, S2 or. 4s, 2.36 38.53 $20.00 (Ribas $18.50 1x8” lie" | A Sinise IRE er taste 70.00 
uiries : RWERL.... an | We 8 ....... 14.00 $19.00 $19.50 peta? | vee iat eod tne 75.00 
unis —— oon, Pine -— 6=—t(“k irene 10.00 ieee 15-00 $22.50 hr anljcehaisistpie phones ooeeece - 80.00 
; , S2 or 48S— x8” - N - - 10.5 50 ” Cc a Ahn Beane be Fier 85.00 
i. and 3 ao — hoy! Bs Sir ph = S/axs” o 1,3 thick— Dimension 50 mee a ee eeeeee aeeeey aoticcohs | 90.00 
larger D Select Bis..--06 Oe $61.41. war. ae eats 14’ mererorerrerrrt rr sorcerees 
é RL . 61.50 $61.2 6” . . -$20.00 16’ . nos hate eel Sets At eas 2 
¢ SHor,s2s—- 49.00 65.16 52. 33 ede 19150 $20.00 $21.50 $ 18 20’ Made fro ihe tii : 635.08 
c= 5/4... —i ims ar | 16° |... i ey Ee 21.50 $20.50 eS ee We on me Jetting 
- with i} areereeerreee g3675 $3038 © $224 | ee oy aoe | 2108 ap Ey + ——a... tte asi 
ad "7 | epee set: . 35.35 3 .38 $22.45 2x4”, mes 00 21.60 21.00 21.0 20.00 Clear Lattice 6/16" 4 ¢ ° 5 . 5 
aie... evn 46.81 0.05 99:37 | Rand $19. 50; 10 22.00 22. 0 21.00 | 1%" ce 5/16” 4 t ai 4% 
cially No. 1 Din Larch—Dougla — - 24.50 | No don No 5, Dean 22°00 22.00 | 1%" ----. avbinbe ° 81001 
» No. 1 1ension, 9 “ s ir bd ° nein Chaat Ata Git ; 1%” rr i : eevecesceseese in. ft. 
yn has No. 3 enn cae a og 3x3 to peer Rough &/or Surfaced Ti reo’ baiieeeereent: eather MEAD REI eee $0.25 
Vv ommo 9” tepepapeehisitee $20.23 | ®*5 to 1: 2” to 20’ POET lamer nnstnoni ce oehe . 
ert. n. $2 or 4S’ 1x8”. R o 12x12” ake mbers es - —_ 
from gr. floorir Ss; 180 ages 18.22 enn an rind gens | 3 
oie lg, C&btr, 4” RL ts ae 15.35 Be Gt a eas, Sone oe bse 35 
: grees cane marge gape genrcnsegganrenneroe= 9.25 WE 
> mar- P pecial telegram to Am RUCE a Wash INGLES mnege~ Feb, 24.—A 
yIding prpartiand, Ore., thee! eee LuMmBERMAN] rons | prices ._ 24.—The followi $11.5. No. 1, egi-i7; He 2 prices of log 
. m MH agate c Ww ° : ; No. 2 zs: 
ricted Pinish— xed carlots soaeatiians soul are ad aol arag a ‘represent. the. ms ing a ahtente % o. 2, $18-13; No. 3 
. x12” Fa ay: s g mini ures market : e logs, 19: 
tomo me . Sheers $55.00 ctory stock— ales are above the minim . 2 Hemlock: N $10-12; lumber logs 
and a ae *** 36.00 o/4 Coccccee $22.00 To THE T e minimum: e average : Nos. 2 and 3, $7.50 — 
ec eecece ee P 0, 94.00. 
Bevel -- OEM 8/4 erent o-25 ” 'RADE— No.1 No.2 No.3 plSpecial telegrai ssi 
Ril Lead > eee e 18” (5/2 & 6/2%).. . ram ¢ 
%x4” & 10/4: a ae (5/2 & E 5/2%). ..- $2.68 $2.13 AS. sarees Ore., OR ax Luwpenmas 
%x6” Flat 23.00 Se, pean Har +} To W dl. sq)....+++ 2.93 2.24 $1.79 Yello woe Sere au 
%x6” Vert. er. 24.00 Lath -- 34.00 HOLESALERS . . 8.82(8.50)2.14 1.62 R w Fir: No. 1, ota- 
gr. 27.00 Green bo seeeee 4.00 + ate (Less discount) ‘i 1.57 roe Fir: $13. $18; No. 2, $14; No. 3 
x.. este a aan ian a P , + O 
«oo S600 | 30” Cea ens... a8 1.97 $18-19. Shingle logs, $12-13; ” 
>< eeeeee 302 ret 144 Hemlock: Nos. 2 a oe 
. : . s age -2a , 
1.32 tea No. 1, 2 oe 5 oe 
; No. 2, $14-13; No. 8 
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ATLANTIC COAST PRICES 


All Ports—C.LF. for West Coast Fir 


Hemlock 
Price changes become effective ten days 
after publication by Code Authority. 


Handling charge beyond “ships tackle” 
varies at each port. When figuring back- 
haul freight—dock to delivery point—base on 
nearest quarter dollar; if fraction is 12%c or 
more, add 25c; if less ‘than 12%c, drop. 


Fir Flooring K.D. 4-20’ 


B&Btr. 
S.G. V.G. 
SE nadeneneecnsensaetaenrens $32.00 $47.50 
Sr scot eer eee hans enawens 35.50 45.50 
DE ac¢cavevedndouenoedbnesian 39.75 47.75 
DE cinadtvendaeeeeetenacan 36.75 49.25 
DPE evcvecsectdadenoeedewens 32.25 48.25 
Fir Ceiling K.D. 4-20’ 
B&Bt —" — 
RE cescavceesenen $28.75 $24.75 $14.75 
” siknsenkeekenee 32.00 28.00 18.00 
i ¢shivesoseenes 33.50 29.50 19.50 
NR Oe ea wig a aie reins 38.50 35.50 25.60 
i wan se aweewe ane 37.75 34.75 26.75 
ee «6s 6 ve ca aan 43.00 40.00 29.00 
Fir Siding K.D. 
B&Btr. ity 7” “—p” 
1x6—4 to 20’........ _ 50 to oe. 50 to $27.50 
40.50 38.50 
Fir Finish 6-20’ 
B&Btr. B&Btr. 
F.G. V.G. 
DE sstnoetedesessenseeckhonad $41.00 $47.00 
ae ain ian's a ghe wa area a Ora menia 43.00 50.00 
DEE 2046 censeees nuns #egneuun 55.00 65.00 
PE sien sodhnhne weds wa baw ae 45.75 50.50 
NT edhe k 5 in i dace & tae ark 46.75 53.50 
»/4x12’ eee ey 68.75 
I ee ee bla aad baie soe hes 43.25 50.75 
eR lal alg ra lo gl eel 43.00 53.75 
DE” <tsetcedavekeanenen awe 58.00 69.00 
DE uscteevdseaanereatasenavd 40.50 46.50 
Di tcenenedscnwe swe eaeue nage 42.25 50.25 
BREE shecansbensesenececxnaus 55.25 65.25 
Fir Stepping 3-20’ 
B&Btr. 
“VG” ogee 
a i al al a ee $65.75 $50.75 
OSS SC ra ean gee ie 70.75 55.75 
EE eis hiald win dubai ea ae 66.00 51.00 
SP “svewnwsios nacrn mae okie 71.00 56.00 
Eave Gutters 10-40’ 
Se .. cccscteGeddseececvesdseccenvenans $49.50 
Dr” sétesoe sous o6denehed oneceowncenees 49.75 
Se wecneean masini es wie hee ek eee a mae 49.75 
Fir Dimension and Boards 
2” 


Fir Green Dimension Surfaced to 4” Off 
No. 1 Com. Fir 15% No. 2 


For straight No. 1 common add $1. 


2x3-6’, $17.75; 8’, $26.75; 10’, $27.75; 12 and 
14’, $28.75; 16 to 20’, $31.25; 22 to 24’, $35.25; 
26 to 32’, $39.25. 


2x4-6’, $19.50; 8’, 


$29; 10’, 
$3). 8. ié6 and 20’, 


Above items hemlock, 


12”, $28 35 


for 3x3-4-, 6- and 8-, 4x4-, 6- 
drop $3.00 for 3x10 and 12-inch, 
12-inch. 


3x3-, 4-, 6- and 8- and 4x4-, 
a= $3 for 3x10- and 12 and 
nch, 


Fir Timbers 


C.1.F. Prices—Rough—Range 
for 6x6-, 





$29; 12 and 14’, 
"$30; 22 and 24’, 


337. $30.50; 16 to 20’, $31.50; 22- 24’, $34; 26-32’, 


$2 less. 


No. 2 common in above sizes drop $2.50 


No. 3 common below No. 2 i. | $2; for 


(For Hemlock, $2 Less) 
to “ 75 for 18x18-inch No. 1 com- 


Above boards are %” thick and predomi- 
nate in Atlantic Seaboard markets. 


AMERICAN LUMBERMAN 


$33; 26 to 


March 8, 193; 


WISCONSIN HEMLOCK 





me : ’ Delivered prices f. o. b. Wisconsi 
“2 -6’, $20.2 , $24 4.25: 10’, $25.75; 12 and Sin points: 
14’, $29.25; 16. a’ and 20’, $29.75; 22 to 24’, | No. 1 Hemlock Boards, SiS— 
$32.75; 26 to 32’, $35.75. 8’ 10,12&14’ 16’ 8 toi 
2x8”-6’, $20.50; 8’, $26.50; 10’, $27.50; 12’, 30.0 31. 
$29.50; 14 to 20’, $30; 22- +e $33: 26-32’, $36. + + ¥35.09 et see 
2x10”-6’, $23.50; 8’, $26.50; 10’, $27.50; 12’, 33.00 34.00 35.50 349 
$29.50; 14 to 20’, $30.50; of. Oe $33.50; 26-32’, 36.00 37.00 38.50 37.9) 
$36. 38.00 39.00 40.50 39.99 
ao 6’, $23.50; 8’, $26.50; 10’, $28; 12 and 


For shiplap or flooring, add 50 cents to 
prices on No. 1 boards. 


No. 1 Hemlock Dimension, S1S1E— 


, x ’ ° , 

The above sizes in No. 2 common fir and/or 2x 4” $33.25 eae. $3425 ise ra 
hemlock are quoted $4 to $5.50 lower; with 2x 6” ... 32.25 32.75 33.75 34.75 36.75 
No, 3 $3 to $4.50 below No, 2. oe S 2... Se 33.25 34.25 35.25 37.95 

Fir Plank and Small Timbers 2x10” ... 36.75 36.75 37.75 38.75 40,75 

Surfaced to %” off Lengths 8 to 20 F BRIS” cca Bete 37.75 37.75 38.75 40.75 

No. 1 common 15% No. 2-3x3”, $30. 25; "4", For No. 2 dimension, 2x4-, 6- and 8- inch, 
$29.00; 6”, 25; 8”, $28.50; 10”, $28; 12 5 $28: deduct $4 from No. 1 price; for 2x10- ang 
4x4”, $28.2 » $28.50; 8”, "$28. 75; 10”, $28.2 12-inch, deduct $5. 





and 8-inch; 
and 4x10 and 


and 8-inch, 


4- x 10- and 12- | f. o. 


from $29.25 


mon 15% No. Cie. 
Lengths 8- be 24’ for No. 2 common, deduct Sel. 
$3.50 per M from above. No. 3 common, de- Sel. 
duct $6.50. Clr. 
For lengths 41- to 100’ call for special | Clr. 
quotation. Sel. 
Boards a 
Inch common _ fir gases hemlock green No 
random length 6’ to 20’ S48. No 
For straight No. 1 common, add $1.50. 
For dry No. 1 common, add $2; No. 2 com- 
mon, add $1. po 
xt. matching add 50 cents, for beading cor 
a : 
All %” stock must be branded sub-standard os 
after Jan. 1, Clr 
No. 115% Sel 
No. 2 No, 2 No.3 Rough | Se] 
Com Com Com. Add No 
2 eee $26.25 ee anne $5.00 No 
eee 24.50 $22.50 $16.50 4.75 No 
a ee 23.75 21.75 16.75 4.50 
2 yi 27.00 22.50 18.50 4.75 
er 26.75 23.75 19.25 4.50 
ra 27.25 23.75 19.25 4.50 
eee 30.50 24.50 19.50 4.25 





$8: 


OAK FLOORING 


Delivered 


Following are minimum prices on oak floor. 
ing —~o-) by Lumber Code Authority, 
. m 
less than f. o. b. mill price, plus freight to des. 
tination from Johnson City, Tenn., Memphis, 
Tenn., or Alexandria, La. 


prices shall be not 


48x2%4" {8xX1%” %x2” %xlh” 


qtd. wht...$106.50 $86.00 $73.50 $54.00 
qtd. red... 89.50 79.50 61.50 54.00 
qtd. wht... 71.00 65.50 47.50 45.00 
qtd. red... 64.50 59.50 47.00 45.00 
pln. wht... 69.00 60.50 55.50 45.00 
pln. red... 64.50 57.50 48.00 45.00 
pln. wht... 63.00 50.50 46.50 37.00 
pln. red... 61.50 50.00 46.00 » 39.00 
1 com. wht. 47.50 41.50 33.50 33.00 
1 com. red. 46.50 41.00 33.00 33.00 
BZ GOMeccce 2.50 20.00 18.00 18.00 

1x2” %x1%h” *x2" 
| re $83.00 $82.50 $96.00 
OO” 76.00 75.00 84.50 
ae | eres 62.00 62.00 66.00 
2 62.00 62.00 64.50 
Se, Wee ccecacesns 65.50 65.00 69.00 
Sl or 65.50 65.00 64.50 
SS Fe 60.00 60.00 63.00 
Sg Sea 60.00 60.00 55.50 
5 GO. Wee scvcses 41.50 41.00 39.50 
oS ee 41.50 41.00 39.00 
D Gsnsccadeeeeaes 23.00 22.50 18.00 


inch, 


$3; for %-inch, 


‘New York delivered prices may be obtained 
by adding to the above: 
$9; for %-inch, $4.50; for %-inch, $5.50. 


Chicago delivered prices may be obtained 
ae to the above: 
or 


For }#-inch stock, 


For }}-inch stock, 


3.50. 





F. O. B. MILL SALES PRICES OF SOUTHERN AND APPALACHIAN HARDWOODS 


Following are ranges of prices on southern and Appalachian hardwoods reported during the period ended Feb. 











SOUTHERN BLACK GUM RED OAK MIXED OAK 
HARDWOODS Quartered ain o. 3-B 
FAS FAS 4/4 8.00 8.50 
RED GUM —_— anal 4/4 36.00 
Quartered 4/4 37.00@ 39.50 5/4 - Sound worm 
PAS re 8/4 44.75) 2 mem 2tDOl 4/4 = 22. 25 @ 27.00 
; —_ 6/4 56.75@ 60.00 
8/4 co nciNo. 1 & sel. 8/4 58 925@ 68.75 Sd. sq. edge 
Noi &aet. | 4/4 38-26@ 329.50],,5/4 QS8.05O 68.15) 5/4 30.00 
U4 85.85] 8/4 83.25@ 34.75) +g 26 00@ 45 HARD MAPLE 
35.3! . @ 45.00 
8/4 40.75 Plain No. 2 com. FAS 
sii Plain Ne. 3 1 & sel. siete we! 49.00 32.00 ts — 44.50 
4 26.29 N ‘ = I * ° 
4/4 51.00@ 54.00|)No. 2 com. “4 10.00@ 16.00} 4/4 28.50 
5/4 62.50| 4/4 14.50@ 15.00 SOFT MAPLE BEECH 
No. 1 & sel. SH AS No. 1 & sel. 
4/4 36.00@ 39.00 mas A 4/4 37.50|__ 6/4 31.75 
5/4 42.00|FA os 
6/4 41.00@ 42.001 8/4 Go.25@ 70.00 Ne ee os sol ese 18.25 
m2 com. anes No. 1 & sel. POPLAR ne. 7 com, 6.8 
5/4 3400) 3/4 42.25 Plain / 
Yr s7'00| 6/4 43.25|Box bds. 13-17 HICKORY 
St. 8/4 43.00@ 47.75|.. 4/4 83.50) FAS 
SAP GUM No. 2 Saps 6/4 44.25 
Quartered / 4/4 44.50IN & sel 
4/4 22.00 No. 1 sel. 
FAS oar| 6/4 30.00|No. 1 com, _ 6/4 31.25 
4/4 tee 42.75 8/4 30.00 4/4 23.75 @ 35.00 
8/4 47.75@ 52.00 8/4 34.25@ 50.00 ELM 
No. 1 sel. ‘* WHITE OAK No. 2-A. Bait ™ IFAS 
4/4 34.75@ 35.00 Quartered 4/4 17.75@ 25.00} 4/4 , 28.00 
5/4 36.50@ 39.00|FAS No. 2-B 8/4 25.00@ 30.50 
6/4 36.50@ 40.00| 4/4 78.00| 4/4  12.75@ 17.00|No. 1 & sel. 
8/4 37.50@ 42.00] 6/4 109.75 TUPELO 4/4 18.00 
Plain No. 1 & sel Quartered 8/4 15.00@ 23.75 
FAS 6/4 "91.75|No. 1 & sel No. 2 com. 
4/4 38,50@ 42.25 Plain 4/4 * 97.00] 4/4 12.00@ 13.75 
5/4 40.75@ 41.25|FAS 8/4 39.00|,, 8/4 10.00@ 15.50 
No. 1 & sel. 4/4 48.50@ 59.00 Plain No. : 
4/4 230.50@ 22.25| 5/4 69.75|FAS 8/4 25.00 
6/4 33:25@ 33.75] 6/4 73.75| 4/4 30.25@ 36.25| COTTONWOOD 
No. 2 com. 8/4 76.25@ 81.75| 6/4 30.00@ 39.00|)Box bds. 13-17” 
4/4. 10.75@ 20.50|No. 1 & sel. No. 1 & sel. — 4/4 47.00 
5/4 12.75@ 13.25| 4/4 40.00@ 44.25| 4/4 22.25@ 30.25|Box bds. 9-12” 
we ‘4 13.25@ 15.25 wi/$ 57.25@ 60.75 wi! 23.00@ 31.00 a 4/4 40.00 
No. 3 com. o. com, o. com. No. 3 
er /4 6.50 wa/4 428:00@ 33.00 wa! 12.00@ 23.25 <'.F 11.50 
wormy 0. 3- o. 3 com. og s. 
16.251 4/4 17.001 6/4 13.001 6&8/4 14.75 








20, f. 


o. b. mill basis: 





CHESTNUT MIXED OAK HARD MAPLE 
Plain No. 3-A FAS 
Sd. wormy 4/4 16.75) 4/4 57.50@ 63.50 
4/4 31.50|No 6/4 64.75@ 67.00 
BASSWOOD 4/4 14.50} 8/4 67.25@ 75.00 
No. 1 & sel. No. 3- No. 1 & sel. an 
4 25.25] 4/4 13.00@ 15.50) 4/4 42.50@ ry 
/ -49@ le 
ce WILLOW Sd. Sa. Edge 25.00} 8/4 46:00@ 48.50 
4/4 42.50 No. 2 com. ; 
6/4 37.50 POPLAR 4/4 23.50@ 27.50 
No. 1 & sel. Quartered 6/4 26.00 
4/4 23.00@ 30.50|FAS 8/4 28.50 
MAGNOLIA 4/4 _peeDO BEECH 
AS Box bds. 13-17” No. 1 & sel. 
4/4 53.00 4 83.50] 4/4 39.25 
5/4 55.00 Plain No. 2 com. ¢ 
6/4 56.00|FAS 4/4 26.25 
o|No. 1 & sel. 4/4 80.00 HICKORY 
8/4 37.50|Saps s 
No. 2 com. 4/4 49.25@ 50.75)" *o", 74.50 
4/4 15.25@ 17.50) 5/4 60.25) 001 & sel = 
5/4 19.25] 6/4 61.75]* $/4 cils 99 50 
8/4 18.50| 8/4 69.25) * 
BIRCH No. 1 & sel. CHESTNUT 
No. 1 & sel. 4/4 37.50@ 45.50 Plain 
8/4 37.00] 5/4 44.75@ 45.25|FAS os 
6/4 45.25| 4/4 63.00 
APPALACHIAN 8/4 49.75@ 51.25] 6/4 68.25 
HARDWOODS No. 2-A No. 1 & btr. WHND 
WHITE OAK 4/4 27.25@ 32.00], 4/4 28.50@ 32. 
Plain No. 2-B Sd. wormy 0@ 29.00 
FAS 4/4 12.75@ 17.00] 4/4 25.50@ 29. 
474 85.25 5/4 28.50@ 30.00 
8/4 101.25 SH 2% 30 
No. 2 com FAS 8/4 7 
4/4 35.00|.. 4/4 52.00 BASSWOOD 
Sd wormy ; No. 1 & sel. FAS ‘ 
/4 33.00| 4/4 33.50| 4/4 48.25@ 54.25 
RED OAK 5/4 53.25@ 57.50 
Plain SOFT MAPLE 6/4 55.25 
FAS No. 1 & sel. No. 2 COM. = ss 
4/4 66.25] 4/4 39.50| 5/4 26. 
No. 1 & sel. 5/4 43.00 CHERRY 
4/4 46.00@ 49.00|No. 2 com. No. 2 com. 
6/4 54.001 4/4 20.75@ 22.00 4 40.00 








March « 


NOF 


Follov 
sau, Wii 
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AsH— 


grade, 
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stock, 


tained 
stock, 
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) 63.50 
. 75.00 
) 45.50 
46.00 
» 48.50 
) 27.50 
26.00 
28.50 
39.25 
26.25 





March 3, 1934 


NORTHERN HARDWOODS 


Following are minimum prices f. o. b. Wau- 
sau, Wis., on northern hardwoods, as estab- 
lished by the Lumber Code Authority: 


No.1 No.2 No.3 

AsH— FAS SEL Com Com Com 
4/4 secceceee 50.00 40.00 32.00 24.00 18.00 
5/4 cccccccce 55.00 45.00 35.00 26.00 20.00 
G/4 wcccccces 60.00 50.00 40.00 30.00 20.00 
8/4 weceeeeee 65.00 55.00 43.00 32.00 20.00 

wooD 

ns samen 60.00 50.00 37.00 28.00 20.00 
5/4 weeeeeee 63.00 53.00 40.00 30.00 22.00 
6/4 weeeeees 68.00 58.00 42.00 30.00 22.00 
8/4 wecccece 75.00 65.00 50.00 32.00 22.00 
10/4 weeeeees 90.00 80.00 65.00 45.00 .... 
12/4 seereees 95.00 85.00 70.00 50.00 .... 


Key stock, 4/4, No. 1 and better, $65; or on 


de, FAS, $75; No. 1, $55; 5/4, No. 1 and 
fetter, $70; or on grades, FAS, $80; No. 1, $60. 
No. 1 No. 2 No. 3 
BIRCH FAS Sel Com Com Com 
ee 60.00 45.00 37.00 28.00 18.00 
7 a 65.00 50.00 40.00 30.00 19.00 
~ 70.00 55.00 45.00 35.00 20.00 
SE ccews 75.00 65.00 55.00 40.00 20.00 
10/4.ccee 95.00 80.00 70.00 50.00 1x4” 
7 105.00 90.00 75.00 55.00 1x6” 
16/4...00% 150.00 135.00 115.00 1x4” A.L. 
ae 51.00 41.00 28.00 22.00 1x4” A.L 
oo ae 53.00 43.00 30.00 23.00 
No.1Com No. 2 No. 3 
rr ELM FAS & Sel Com Com 
wit Se ere 45.00 30.00 24.00 19.00 
Se Scnieenn 50.00 35.00 26.00 20.00 
rr 50.00 35.00 26.00 21.00 
OME ccvocees 55.00 40.00 28.00 21.00 
1OFG ccccvecs 65.00 45.00 30.00 — 
ee 75.00 55.00 35.00 
4/4 (Narrow) No. 2&Btr.—$30.00. 
7. 1 - 2 =. 3 
Rock ELM FAS om om om 
Oe icccorees 65.00 40.00 21.00 16.00 
PR avoveneaie 70.00 45.00 23.00 18.00 
eee 75.00 50.00 23.00 19.00 
| RTS 80.00 70.00 28.00 21.00 
| re 90.00 80.00 50.00 sais 
er 100.00 90.00 55.00 30.00 
No.1 No.2 No.3 
Sorr MAPLE FAS Sel Com Com Com 
Oh ecnaaews 55.00 45.00 32.00 23.00 18.00 
| eS 60.00 45.00 38.00 25.00 19.00 
Ce scencnse 65.00 50.00 43.00 30.00 20.00 
er 70.00 55.00 48.00 30.00 20.00 
Harp No.1 No.2 No.3 No.3 
Mapte FAS Sel Com Com om Sound 
4/4 60.00 45.00. 40.00 27.00 16.00 18.00 
5/4 65.00 50.00 40.00 32.00 17.00 23.00 
6/4 70.00 55.00 45.00 32.00 17.00 23.00 
8/4 75.00 60.00 50.00 32.00 18.00 25.00 
9/4 90.00 75.00 60.00 35.00 1x4” #3 $16.00 
10/4 90.00 75.00 60.00 35.00 
12/4 110.00 95.00 75.00 40.00 
16/4 150.00 135.00 105.00 
KILN Dryina CHARGES — 5/8, & 4/4, $6; 


3/4 
5/4&6/4, $7; 8/4, $8; 10/4, $12; 


basswood, $1 per M less. 

WEIGHTS PER THOUSAND ON AIR DRIED STOCK 
—Hard maple, oak, rock elm and birch, 4,000; 
soft maple, 3,600; soft elm and ash, 3,200; bass- 
wood, 2,500; kiln dried stock, 500 pounds less. 


If inspection is after KD add 5% to price. 


For delivered prices, use the freight and mill- 
work additions shown in Broughton List; except, 
figure maple on birch basis. 


12/4, $15; 





CHICAGO RECEIPTS, 
SHIPMENTS 


Chicago receipts and shipments of lumber 
and shingles, in thousands, were reported by 
L. C. West, statistician, of the Board of 
Trade, for the four weeks, Jan. 29 to Feb. 24, 
inclusive, and for the year to date, Jan. 1 to 
Feb. 24, 1934, with comparative figures for 
the corresponding periods of 1933: ‘ 

Receipts 
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OBITUARY RECORD 








W. M. DRISCOLL, 65, president of Driscoll 
Bros. & Co., Ithaca, N. Y., died Feb. 17, of 
heart trouble. He had been in ill health for 
five years. Trained at Cornell University as 
a mechanical engineer, in 1888 he entered the 
retail lumber and contracting firm which two 
of his brothers had founded, and was its 
president for the last eleven years. He was 
active in association work, and was one of 
the organizers, and for many years treasurer 
of the New York State Builders’ Supply As- 
sociation; he also was a former director of 
the Northeastern Retail Lumbermen’s Asso- 
ciation. He was energetic in building up 
his community, not only in constructing a 
number of Ithaca’s public buildings and col- 
lege structures, but also in pushing its civic 
life. He was largely responsible for the 
city’s zoning ordinance, and as president of 
the Chamber of Commerce for three succes- 
sive terms—a record in itself—he made of 
that organization a clearing house for all 
civic enterprises instead of just a group of 
retail business men. His entrance into pub- 
lic life had been his appointment to member- 
ship on the Creek, Park & Drainage Com- 
mission, established by special act of the 
State legislature to prevent damage such as 
resulted from the disastrous flood of 1902, 
which wiped out part of the Driscoll mill 
property. He was a member of the city’s 
first Board of Public Works when it was 
created twenty-five years ago. Although ill- 
ness prevented such active participation in 
the last two years he did come to his office 
almost daily until the end of last year. Sur- 
viving are his widow, a brother, two sons 
and two daughters, and several nieces and 
nephews. 


THEODORE WRIGHT GRIGGS, 62,a mem- 
ber of the board of directors of the St. Paul 
& Tacoma Lumber Co., Tacoma, Wash., and 
chairman of the board of directors of Griggs, 
Cooper & Co., wholesale grocers of St. Paul, 
Minn., died in St. Paul Feb. 13 of blood in- 
fection, following an attack of pneumonia. 
He was a brother of Maj. Everett G. Griggs 
of Tacoma, chairman of the board of direct- 
ors of the St. Paul & Tacoma company. 
Theodore Wright Griggs had been a resident 
of St. Paul for many years. He became sec- 
retary of Griggs, Cooper & Co. in 1900 and 
successively became vice president, presi- 
dent and chairman of the board of that con- 
cern. Besides being a director of the St. 
Paul & Tacoma company, he also was a di- 
rector of the C. W. Griggs Investment Co., 
of Tacoma, and of the First National Bank 
and the First Trust Co., of St. Paul. He is 
survived by his wife, Mrs. Mary Livingstone 
Griggs and a daughter, Mary, of St. Paul; 
two sisters, Mrs. Anna Griggs Tilton of New 
York and Mrs. Heartie D. Griggs Wagner of 
Tacoma; his brother, Major Griggs; _ his 
nephews, Everett Griggs II, Corydon Wag- 
ner, and Chauncey Griggs, all of Tacoma, 
Stanton Griggs of California, Milton Griggs, 
Benjamin Griggs, Chauncey Wright Griggs 
and Wells Griggs, all of St. Paul; and the 
following nieces: Mrs. Mary Griggs Sweeney 
of St. Paul, Mrs. Elizabeth Griggs Nichols of 
Greenwich, Conn., Mrs. Archie Edwards of 
Santa Barbara, Cal., and the Misses Elvira 
Griggs and Harriet Griggs, both of Tacoma. 
Funeral services were held in St. Paul. 


JOSEPH MURPHY, 8&4, last of the pioneer 
lumbermen of Cadillac, Mich., died in his 
home there Feb. 21. Mr. Murphy began his 
career in 1878 as a sawyer in the Cobbs & 
Mitchell mill at Jennings, staying until the 
pine cut was exhausted. In 1896 he sold out 
his interests, forming a partnership with 
the late Fred A. Diggins under the name of 
Murphy & Diggins, dealing in and manufac- 
turing hardwood lumber. After that_ firm 
dissolved he became interested in the Cadil- 
lac Handle Co., the Northern Chair Co. and 
the Acme Truck Co., and later was one of 
the organizers of the Cadillac-Soo Lumber 











*Shipments above receipts. 


§Last figure in each group gives difference 
between 1933 and 1932 net receipts. 


Ship- Above Co. He was a director in the Cadillac State 
Lumber— Receipts ments Shipments Bank, the Grand Rapids Lumber Co. and the 
Jan. 29 to) 1934 58.185 19.058 39.127 Grand Rapids Trust Co. Survivors are the 
Feb. 24 1933 42,025 «14,545 37,489 Widow, a daughter and & son. 
: J. CROW TAYLOR, 66, journalist, who for 
Inc. or dec..... +16,160 + 4,513 §+11,647 twenty-five years was secretary of the Ken- 
Jan. 1 to) 1934 106,124 34,352 71,772 tuecky Retail Lumber Dealers’ Association, 
Feb. 24 f 1933 83,878 29,449 54,429 = qied Feb. 27, the opening day of the twenty- 

ninth annual meeting of the organization 

Inc. or dec..... 4+22,246 +4,903 §+17,343 which he formed and served so long and 
Shingles— faithfully. Mr. Taylor — — mg 
J 26 7 #95 four years ago because 0 eclining health, 
Feb. 34 i } t+] et ryt ones and for the last two and one-half years had 
Inc. or dec. —2,380 —2,626 §+ 246 
Jan. 1 to 1934 9,268 9,910 *642 
eb. 24h i933 agdee 14140 082 MAPLE FLOORING 
ha den... 2,854 —1,230 §—1,624 Michigan and Wisconsin flooring mills re- 


port the following prices realized, f.o.b. floor- 
ing mill basis, during the week ended Feb. 24: 

First Second Third 
gee eaten $64.32 $53.01 $38.80 


been almost an invalid. A native of Missouri, 
he moved to Louisville in 1900. He is sur- 
vived by his widow, Mrs. Elizabeth H. Taylor; 
two daughters, Mrs. McKay Reed, and Miss 
Sela Taylor; and a son, Adrian Taylor, of 
Spencer, Ind. 


WILLIAM ALPHEUS FELLERS, 57, well 
known lumber dealer of Chester, Neb., was 
instantly killed Feb. 8 in an automobile acci- 
dent near Concordia, Kan., shortly after he 
had started home from a district Code meet- 
ing at Concordia. After several years on the 
road for a lumber wholesaler he became 
manager of the Foster Lumber Co.’s yard at 
Burlington, Colo., and some years later, in 
1906, he brought his family back to his for- 
mer home, at Chester, and established his 
own retail lumber business. Besides his busi- 


ness activities he was prominent in church 
and civic affairs. 
WILLIAM RUFUS SPALDING, 74, presi- 


dent of the W. R. Spalding Lumber Co., Vi- 
salia, Calif., died in a local hospital Feb. 11 
after six weeks’ illness. He entered the lum- 
ber business at Truckee, Calif., but after 
several years he and his wife moved to Vi- 
salia, where his business continued to grow, 
until at the time of his death Mr. Spalding 
controlled one of California’s largest lines of 
lumber yards, with branches in Exeter, Lind- 
say, Porterville, Strathmore, Tulare and 
Woodlake, the managers of which were pall- 
bearers at his funeral Feb. 13. 

EDWARD K. MAHAN, 55, president of the 
Peytona Lumber Co. (Inc.), Huntington, W. 
Va., died in a local hospital Feb. 18 after a 
brief illness, of pneumonia. The son of a 
lumberman, Mr. Mahan grew up in the busi- 
ness, devoting most of his efforts in the in- 
dustry to the Peytona company, although he 
also had other lumber interests from time 
to time. He was president of the Hunting- 
ton Banking & Trust Co. and was prominent 





in the business life of his community. Mrs. 
Mahan and a married daughter survive. 
ELMER WRIGHT, 47, manager of the 


Paloma Lumber Co., Paloma, Ill., for fifteen 
years, was found dead in his office Feb. 9, 
when a contract truck driver stopped to ask 
if there were any deliveries. A coroner's jury 
determined that death was due to a heart 
attack; he had been ill for several days but 
apparently not seriously ill. He had been 
in the lumber business for twenty years in 
the general vicinity of Quincy. Survivors 
include his widow, a son, three daughters, 
three brothers and four sisters.. 


DICKSON DAVIDSON, president of the Pe- 
terboro Lumber Co., Peterboro, Ont., died 
suddenly in Hamilton, Feb. 18, of a heart at- 
tack. He was the grandson of Samuel Dick- 
son, a pioneer lumberman and leading citi- 
zen when Peterboro was a leading lumber 
center of the district. As a young man he 
was prominent in athletics as a runner and 
lacrosse player and he had been an active 
member of the curling club for 49 years. 
Surviving are his widow and a son, William 
A. Davidson. 


THOMAS W. ENGLES, 75, 
W. Engles Lumber Co., Auburn, Neb., died 
at his home Feb. 6 after a week’s illness. 
In 1900 he quit farming and established his 
lumber business, which became an important 
factor in the community’s growth; in later 
years his son and daughter, Thomas A. 
Engles and Miss Emily Engles, assisted in 
management of the yard, and these with an- 
other son and daughter survive him. 


head of the T. 


ALBERT C. JICKLING, 71, owner of a re- 
tail lumber yard at Comstock, Mich., died 
Feb. 24 at his residence in Kalamazoo. He 
had entered the lumber business as a young 
man of 20, becoming affiliated with Dewing 
& Sons, Kalamazoo. Later he was connected 
with the North Lumber Co. in his home town. 
Since 1919 he had operated his own yard. 
He is survived by his widow, two sons, a 
sister and two brothers. ‘ 


MRS. META CLARK LEATHERBEBRD, 54, 
wife of Clifton F. Leatherbee of the Leather- 
bee-McDonough Co., Boston, Mass., died sud- 
denly on Feb. 22 at her home in West New- 
ton following what was supposed to be a 
minor operation performed two days before. 
Surviving are her husband and three chtl- 
dren. Mr. Leatherbee is a former president 
of the Massachusetts Wholesale Lumber As- 
sociation. 


HARRY H. HERDMAN, 73, secretary-treas- 
urer and general manager of the Herdman 
Sash, Door & Lumber Co., Zanesville, Ohio, 
died Feb. 12 at his home, after a week's ill- 
ness, of paralysis. He spent most of his life 


(Continued on Page 70) 





68 


A sales tip—Offer him fence 
doubly protected from rust! 


“‘A case of bloat from gorging,’’ said the veter- 
inary. But the real killer was fence failure, 
caused by destructive rust. Always a source 
of worry and expense to the farmer, rusted- 
out fence spells sales opportunity for you. 

A sales tip! Help your customers banish 
rust’s heavy toll with Red Brand—the fence 
that’s doubly protected from rust —on the 
outside and inside of the wire. You'll sell 
more fence—serve your customers better — 
increase your fence profits. 


Fights rust 2 ways 


First, Red Brand Fence fightsrust years long- 
er on the outside, because its Galvannealed 
outer coating is two to three times heavier 
than on some ordinary galvanized fence. 

Second, it fights rust clear to the core on 
the inside, because it has a real copper bear- 
ing inner section that resists rust at least 
twiceaslong assteel without copper. Double 
protection from rust! 


Dealer prices — Agency details 
New catalog tells why two-way rust protec- 
tion is necessary and why one-way protec- 
tion is not enough for fence in this climate. 

It also describes Red Brand hog, field and 
poultry fence, and other wire and fencing 
products. Catalog,dealer pricesand allagency 
details, are gladly sent on request. Write for 
dealer proposition today. 


KEYSTONE STEEL & WIRE CO. 4 
Peoria, Ill. | 


RED BRAND FENCE 
Fights uut 2 Mays! 


GALVANNEALED ... Copper Bearing 








Red Brand Fence wire, en- 
larged to show the heavy 
Galvannealed outer coating. 





Red Brand Fence 
wire, enlarged to show the 
inner 


real copper ——* 1864 Industrial St. 
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Wha tever the Order 


You can fill 
the Bill with a 


FLINTKOTE; 
SHINGLE , 





...and do it 


at a Neat Profit! 


AN you fill every order for 
shingles, no matter what 
style, design or color is de- 
manded? Yes, if you stock the 
Flintkote line. It’s complete! 


Included in the line are hexa- 
gon strips, square butts, thick 
butts, special design strips and 
individual shingles. Weights 
from 125 Ibs. to 315 Ibs. per 
square. Available in as many as 
17 different colors. No wonder 
Flintkote dealers lose few sales! 


There are no slow movers in 
this complete Flintkote line. 





FLINTKOTE 


Every shingle is priced and 
styled for today’s market. Each 
is a fast seller. 


Assured Flintkote quality 
means steady repeat business. 
Controlled manufacturing proc- 
esses and selected raw materials 
insure shingles of highest stand- 
ards. Remember, Flintkote 
Shingles are manufactured by the 
company which pioneered all ma- 
jor asphalt shingle improvements. 


The Flintkote Company, 50 
Wese 50th Street, New York. 
Branches in all principal cities. 
Factories and Warehouses from 
Coast to Coast. 


Roofins 
products 
for Ev ery 


WIDE VARIETY...SURE PROFIT Need 
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AMERICAN LUMBERMAN 


. S. PATENT 
NO. 1903686 








Paint of DOUBLE 
Waterproofing Ability 


‘ REVOLUTIONARY development . . . the first important 


made pos- 
sible by O’Brien’s solution of the age old problem of 
reducing Tung Oil to a dependable, workable paint vehicle. 


improvement in paint making in years .. . 


Thermolyzed Tung Oil is an entirely new paint liquid .. . 
developed after years of research and experiment . . . and 
used to replace linseed and other oils in paint, varnish 
and enamels. 


The base of T.T.O. is a native Chinese drying oil that has over 
twice the natural waterproofing ability of 
previously used oils. 


O’Brien’s Exterior Liquid Velvet, known to 
the trade as XLV, is made with Thermolyzed 
Tung Oil. This famous paint sets a new 
standard of waterproofing for your lumber 


FREE SAMPLES 


To any dealer interested in stocking O’Brien H USE iF PAINT 


paints we will gladly send free samples of 








. . levels out in an entirely new way. 
. - holds its lustre and 
tint over twice as long as the best previously known paints 
. . - dries with less than one-tenth the “drier” and other 
oxidizing agents necessary in other paints, thus eliminating 


and lumber products . 
producing a celluloid-smooth film . 


cracking and peeling tendencies so common in the past. 


XLV is different from anything the world has ever known 
before. Stock it. Feature it. Put yourself in a non-competitive 
position and profit by this new discovery! 


O’BRIEN VARNISH COMPANY 
SOUTH BEND, INDIANA 


America's Finest Finishes Since 1875 


O’BRIEN VARNISH CO., SOUTH BEND, IND.: Please 
send me free samples of XLV. Also complete details 





any of the T.T.O. products listed here. Also 
O’Brien literature, discounts and sales in- 
formation on this outstanding line. Use 
the coupon. 








Other T.T.O. Products Are: 
T.T.O. Aluminum Paint 
T.T.O. Enamel 
Liquid Velvet, Flat Wall Finish 
Satin Finish, Wall Finish 
T.T.O. Varnishes 


concerning this new paint and its big sales possibilities. 
Name 
i ceicccuns 


City, State..... 
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(Continued from Page 67) 


at Chicago until five years ago, when he 
went to Zanesville to assume management 
of the Herdman plant. Survivors include his 
mother and two brothers. 


ARCHIE A. MacLEAN, 55, general man- 
ager of the H. S. MacLean Co., Columbus, 
Ohio, died at his home Feb. 19, after an ex- 
tended illness. During the World War he 
served as aircraft armament development en- 
gineer in the ordnance department. Surviv- 
ing are his widow, two sons and two daugh- 
ters, and his father, a brother and two 
sisters. 





EZEKIEL KIRKPATRICK, 74, one of the 
founders of Collingdale Mill & Lumber Co., 
died Feb. 16 at his home in Collingdale, 
Philadelphia. Mr. Kirkpatrick had retired 
from active management but visited his office 
almost daily. The active head of the busi- 
ness is W. Howard Kirkpatrick, who will 
continue to operate the mill and the lumber 
vard 


ALBERT A. TITCOMB, one of the veteran 
hardwood lumber salesmen in the territory 
east of Buffalo, who for about eight years 
had been ill at his home in Newburyport, 
Mass., died Wednesday, Feb. 14. His son, 
Daniel Titcomb, of Newburyport, is associ- 
ated with the Plunkett-Webster Lumber Co., 
New Rochelle, N. Y. 


WILLIAM P. VAUGHN, president of the 
L. Vaughn Co., Providence, R. IL, died at his 
home in that city following an illness of 
about 10 days. Mr. Vaughn, who soon was 
to have celebrated his eightieth birthday, 
held for some time several city government 
offices and was a well known lodge man. 


MRS. HANS JACOB ANDERSEN, 73, widow 
of the founder of the Andersen Frame Cor- 
poration, Bayport, Minn., died Feb. 24. She 
was the daughter of a pioneer lumberman, 
the late Alexander McDonald, of Fond du Lac, 
Wis., and the mother of Fred C. Andersen, 
president of the Andersen corporation. 

EDWARD W. BELLER, manager of the 
Wilbur Lumber Co.’s yard at Dixon, IIl., died 
Feb. 13 at a local hospital after three week’s 
illness. He had been transferred from Lan- 
ark to Dixon only seven weeks before his 
death, but had been associated with the Wil- 
bur company for twenty-five years. 


E. LIVINGFIELD MORE, 66, president of 
the former Horse Shoe Lumber Co., River 
Falls, Ala., died Feb. 8 at his home in Nash- 
ville, Tenn., after several years’ illness. His 
mill cut longleaf pine for thirty years until 
it was dismantled in 1929. 


WILLIAM MALONE, 83, retired lumber 
and coal dealer of Seneca Falls, N. Y., died 
on Feb. 19th, after a year’s illness. He had 
been in business there for 50 years, retiring 
fourteen years ago. Four sons and three 
daughters survive. . 


PATRICK LYONS, 61, superintendent of 
the woods and railroad of the Swayne Lum- 
ber Co., Oroville, Calif., since 1916 and 
prominently known in California lumber cir- 
cles, died Feb. 14 at Springfield, Ill., of a 
heart attack. 


GEORGE A. BABCOCK, 67, co-founder of 
the Comstock Lumber Co., Rochester, N. Y., 
died Feb. 13. He retired from the company 
some time ago. His widow, two daughters 
and two sons survive. 


ALLEN E. LIEBFRIED, 80, who for fifty 
years was in the retail lumber business in 
Slatington, Pa., died Feb. 7 at his home. He 
was prominent in church and civic life for 
many years, 


MRS. IDA CURL, mother of C. C. Curl, 
Helena, Ark., lumber dealer, died at her 
home in Monticello of a heart attack. She is 
survived by four sons. 


MRS. HATTIE M. CHAPMAN, 82, mother 
of Charles H. Chapman, president of the 
on a Lumber Co., Santa Ana, Calif., died 

ep, > 
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Making Plywood From Philippine 
Logs 

ABERDEEN, WASH., Feb. 24.—Two shipments 
of Philippine mahogany received on Grays Har- 
bor within the last few months have been manu- 
factured into plywood by the Harbor Plywood 
Corporation, the importer. The firm plans to 
import another large shipment of Philippine 
mahogany for increased manufacture of the ply- 
wood in April. The mahogany is brought here 
in logs from one of the lesser Philippine Islands. 
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How to Figure Costs for Advertising 


In Classified Department 








Two consecutive issues.......... 55 cents a line 
Three consecutive issues.......... 75 cents a line 
Four consecutive issues.......... 90 cents a line 
Thirteen consecutive issues.......... $2.70 a line 
Twenty-six consecutive isaues....... $5.40 a line 
onto Lene of ordinary length make 


Count in the signature. Heading 


counts as two lines. 


No display except the heading is 
permitted. 


Extra white space figured at line 
rate. 


One inch space advertisement is 
equal to fourteen lines. 


Remittances to accompany the order. 
No extra charge for copies of paper 
containing advertisement. Copy must 
be in this office not later than Wednes- 
day morning in order to secure inser- 
tion in regular department. All adver- 
tisements received later will be placed 
under heading Too Late to Classify. 











THE GREATEST MARKET PLACE 


In the lumber, woodworking ard allied 

industries to advertise in, is the Wanted 

and For Sale department of the 
AMERICAN LUMBERMAN, 


Read the Classified ads. Many oppor- 
tunities are offered for Buyer and 
Seller. Best for selling lumber, shin- 
gles, retail yards, business opportunity, 
timber and timberlands, machinery, 
locomotives, cars, rails and equip- 
ment used in logging operations. You 
can get employees, salesmen, employ- 
ment or anything used in lumber and 
allied industries by advertising in the 
Wanted and For Sale department of 
the American Lumberman. 

Send your advertisement to the 


AMERICAN LUMBER. 
431 S. Dearborn St., Chicago, Ill. 


WANTED 


Salesmen 

















WANTED SALESMAN 
Familiar with vegetable and industrial crate trade, 
Central and western New York. Remuneration: 
percentage of net profit. 
Address “D. 29,’’ care American Lumberman., 


WANTED—SALESMAN 
For sash and door manufacturer and jobber to sell 
in Southern Wisconsin and Northern Illinois. 
Address “D. 34,” care American Lumberman. 








SALESMAN WTD. FOR SAWMILL MACHINERY 
Address “C, 37,’" care American Lumberman. 





Employment 


MILLWORK & LBR. ESTIMATOR-SALESMAN 
Experienced in all classes of Millwork. Can take 
off lumber bills thoroughly. Practical and compe- 
tent. Will go anywhere. 

Address ‘‘D. 26,” care American Lumberman. 
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WANTED 
Employment 











POSITION WTD. IN COLO.—NEW MEXICO—Ariz. 


Thoroughly experienced retail lumber yard map. 
ager, now employed, seeks a permanent connec- 
tion. Estimate buildings from excavation to 
completion, both labor and material. Make plans 
and details, Long millwork and sawmill expe. 
rience. Competent in all branches. In good 
health. Like position as yard manager, or tray. 
eling salesman with reliable company in. this 
territory. 

Address “‘C. 98,” care American Lumberman, 








AGGRESSIVE HARD WORKING MANAGER 


Age 35, now employed, desires change and invites 
inquiry from business seeking capable, aggressive 
executive. Intimate knowledge of retail lumber, 
building materials, wholesale sash and _ doors, 
glass roofing and all phases special millwork and 
codes. 

Address ‘“‘C. 97,” care American Lumberman. 





EXPERIENCED YARD MANAGER 
Desires new connection. Thorough knowledge lum- 
ber, millwork, hardware, paints, barn equipment, 
farm implements, feeds and seeds. Good Sales- 


man. Careful on credits. Aggressive, industrious, 
dependable. Age 39, married, speak German. Best 
references. Reas. salary. 


Address “‘C. 88,” care American Lumberman. 





CAPABLE MILLWORK EXECUTIVE 


Of unusually thorough experience, competent all 
phases of business, excellent personality, wishes 
to join reputable concern in responsible position, 
wholesale or retail. 

Address “C. 91,’ care American Lumberman. 





AN EXPERIENCED LUMBERMAN WANTS JOB 


As manager or superintendent of plant. Address 
P. H. ALLEN, 302 Pine St., DeRidder, La. 





YARD MANAGER, PROVEN ABILITY 
On sales, profits, collections. Now employed; want 
change. Salary based on results. Al Ref. 
Address ‘*‘C 45,”" care American Lumberman. 





POSITION WANTED 


By Hardwood Lumber Inspector. A-1 reference. 
Address “C. 94," care American Lumberman. 


DRAFTSMAN—DETAILER—BILLER 


Seeking job with manufacturer, dealer, contractor. 
Advanced manual arts education. Cost Book A 
grad. Exper. spec. millwork, cabinet work, plans, 
construction. Devoted to service. 

Address ‘“‘C. 28,” care American Lumberman. 








JUNIOR EXECUTIVE—MILLWORK ESTIMATOR 

Age 33, 12 yrs. exp. yard, office, sales, detailing, 

billing, estimating, accounting. Desires connection. 
Address “C. 55,” care American Lumberman. 





SASH, DOOR OR WOODWORK FACTORY SUPT. 


Capable efficiency expert; estimator, detailer. Quan- 
tity production at low cost. With last employer, 4 
successful well known concern, 16 years. Unim- 
peachable references as to character and ability. 
Address “C. 44,” care American Lumberman. 


POSITION WANTED AS SUPT. OR FOREMAN 
Special millwork, 20 years’ experience, several years 
with last employer. Estimating, drafting, detail- 
ing, billing and supervision. Can take measure- 
ments on job. Practical man. 44 years old. Good 
reputation. 

Address “‘C. 59,” care American Lumberman. 


EXPERIENCED LUMBER INSPECTOR 
Familiar with National Hardwood and_ Pacific 
Coast grades, wishes employment. A-1 references. 

Address “C. 78," care American Lumberman. 

















POSITION WTD. BY FIRST CLASS MILLMAN 


Excellent layout man, estimator, detailer, biller 
and architectural draftsman; thoroughly practical 
and technical man. Experienced in all classes of 
millwork. Can read any plan on sight. Good 
record and education. A-1 references. 

Address “C. 81,” care American Lumberman. 





MILL & CONCENTRATION YARD SUPT. 


Capable of handling entire operation. Am also 
thoroughly experienced planing mill foreman capa- 
ble of handling any make machines. About fifteen 
years’ experience. Southeast preferred. Now em- 
ployed in Alabama. Have reason for wanting change. 
Address “D, 27," care American Lumberman. 








ATTENTION—LUMBERMEN 


Fifteen years’ experience in every part of the 
business—yard megr.—office mgr.—accountant—sales 





—estimator (complete take off plans)—remodeling 

—complete building service—last seven years Sears 

Home Dept.—best references—moderate salary. 
Address “D. 39,’" care American Lumberman, 
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